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The 60-second gold mine! 


60 SECONDS MAKE A MINUTE... minutes run 
into hours and into money before you know it! And 
that’s why Gedney Fittings are the best buy obtainable 
today. Gedney Fittings are machined with absolute 
accuracy. They'll save you the minutes that can add up 
to hundreds of dollars of a workman’s time—each year! 


GEDNEY FITTINGS FIT! 


® Accurate castings of malleable iron . . . no breakage. 
® Threads cut true... perfect conduit alignment 
®& Designed to fit vibration cannot work it loose 
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Oscilloscope trace 
indicates ionization of 
this power cable. 


4 AWG stranded 3Jc 
RoZone® insulated, 
shielded, RoPrene 
sheathed power cable, 
$000 volts. 


How we prevent trouble fore trouble hegins 


The instrument, pictured above, is your assur- 
ance of maximum protection against one of the 
most insidious of cable hazards. . 


. lonization. 
Ionization, which is the electrical break-down 
of air in pockets within the insulation or be- 
tween the insulation and conductor or shield, 
often causes several! destructive electrical ef- 
fects. Included are possible ozone cutting, re- 
duced dielectric strength and increased dielec- 
tric loss . . . any or all of which may result in 
reduced cable efficiency and early failure. 
Perhaps the most hazardous thing about 
ionization is that ordinary visual, physical and 
electrical tests will not show evidence of it. 
But you can count on maximum protection 
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against ionization when you specify Rome 
insulated cables. Every foot of every cable 
rated at 3000 volts or over is thoroughly tested 
by this specially designed ionization detector. 

This completely new NONDESTRUCTIVE testing 
method accurately measures the corona level 
of the entire cable. This extra step in Rome 
Cable’s standard manufacturing procedure 
was developed by Rome engineers and was 
first described in AIEE paper 48-198, “The 
Measurement and Investigation of Ionization 
Level of Rubber Insulated Cables,” presented 
in August, 1948. A copy is yours for the asking 


—check and fill in slip below 


ROME CABLE CORPORATION, Dept. ES-! 
Please send me a copy of 


Name 
Company. 
Address 


ee 





Rome, N. Y. 
AIEE paper 48-198 
Rome Power and Control Cable Catalog. 
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A Complete Line of 
Fluorescent Fixtures 
and Wiring Products 


ORDINARY SWITCH BOX Ma. a er FAST”= SWITCH wns 7 


LA Na: SEZ 
Tracer lamps taped to wrists record ew at ‘hen 53% less move- 
ment is required to mount Williams “Nail Fast” switch box com- 
pared with ordinary box. 


NEW BOX SLASHES ROUGH-IN TIME 


“Nail Fast’”* Switch Box Proves 
Time Reduced By More than 53% 


The first major improvement in 
switch boxes, since the nail hole idea, 
was announced by the H. E. Williams 
Products Company. The new design, 
called “Nail Fast,” eliminates costly 
on-the-job waste motion. Time stud- 
ies prove “Nail Fast” reduces rough- 
ing-in time by more than 53%. 


“Nail Fast” is an appropriate name 
because 16d nails are pre-assembled 
and locked-in for fast, trouble-free 
mounting. Crimped nail points pre- 
vent nails from falling out, slipping 
saan tine to eudtch or punping out - place. 
hoxes — reduces With “Nail Fast” electricians need 
roughing-in time by not carry nails or spend costly time 
more than 53% searching, reaching or fumbling for 
‘(Sikaent Mending) them. Aligning box with stud and 
starting nails becomes a simple, one 
hand operation—without danger of 
smashing fingers. Gloves can be worn 
Always ask for Williams Fluores- on cold days to do the roughing-in. 
cent Fixtures and Wiring The H. E. Williams Company has in- yy gan 119 epee 
Products for easy installation, corporated another major improve- from “Nail Sud” ‘uel’ waiie 
dependability. Manufactured ment in “Nail Fast.” Clamp screws Jacqueline Doty 
for commerical, industrial and are locked-in and backed out into fall out. 
residential installation. position. These clamp screws are [EE 
staked—cannot lose out, providing 
another time-saving feature. 


*(Patent Pending) 


proves nails can’t 


AN INVITATION: So you can 
prove to yourself that “Nail Fast”* 
reduces roughing-in time by more 
than 53%, we will send one for 
you to personally inspect and mount. 
No cost, no obligation! Just mail 
your name on your letterhead, today 


H. E. WILLIAMS PRODUCTS CO. H E. Williams Products ‘Co. | ath, cate Heating, ame danger 
111 South Main St, Carthage, Missouri Ser oe ee ae oo i 


in, cannot slip or jump out. 
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The smooth, clean inside enamel finish 
of Columbia E. M. T. makes 
wire-pulling easy. The galvanized 
coating prevents corrosion. Every 
length is thoroughly inspected before 
shipment—always uniform. Plus, 
Columbia gives you service that keeps 


bcolebmebet-ie-0 t-te le) el-mume)ebrvelel-re lt) (om 


My) Columbia CABLE & ELECTRIC CORP. 


255 Chestnut St. Brooklyn 8, N. Y. 


~a 


NON-METALLIC SHEATHED CABLE FLEXIBLE STEEL CONDUIT . M. T. A.B.C. ARMORED CABLE 


Sales Representatives 


ST. Louis ATLANTA DALLAS 
Ajax Electrical Sales, 315 N. Cardinal Ave. H. C. Biglin Co., Inc., 177 Harris St., N. W. Olsen-Robertson Co., 2104 Irving Bivd 
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Ecouomie Comment 





HOW CURRENT EVENTS 


WILL AFFECT BUSINESS 


TRENDS 





@ FOR MANY YEARS | have been 
disturbed by the question of 
proper ethical principles for the 
marketing field and what can be 
done to improve the caliber of mar- 
keting practice. 

Frankly, this interest springs 
from many practical contacts in 
the business world, both as an ex- 
ecutive with a retail food chain, 
and as a college 
firmly 


professor who 
believes that academic 
teaching in the field of economics 
of business must be vitalized by 
continuing contact with business- 
men. Since we prepare men and 
women for the acceptance of re- 
sponsibility and leadership in our 
economic system, we cannot lose 
sight of those persons who now 
conduct our economic activity. 
Practical and theoretical education 
must go hand in hand for best 
results. 

The economic system is strained 
today by a mobilization effort that 
may grow in severity. It is neces- 
sary to increase production of mili- 
tary goods in such a manner that 
America may again become the ar- 
senal of democracy that it was 
during the years of 1914 to 1918, 
and again during 1939 to 1946. 

In. addition, she must produce 
the necessary supplies of civilian 
goods for this country and for the 
peoples of those nations who rely 
This is 
not a hopeless task, and we know 
from experience that it can be 
done. We also know that if any na- 
tion in the world can do the job, 
the United States is that nation. 
Therefore, although production 
must be strained to the limit, we 
shall produce the goods needed for 
the military and defense effort of 
both our mation and those others 
that we consider as allies. 

There is another facet to the 
economic mobilization 


upon her for assistance. 


problem, 


Dr. Bunting, well-known southern 
economist, is president of Oglethorpe 
University, Oglethorpe, Ga. 
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however. We must maintain as 
best we can, the standard of living 
that has placed this nation in the 
forefront of all other countries ot 
the moaern day world. We cannot 
reduce our living standard for 
even a minute or else we welcome 
the boring trom within that has 
vefallen other nations that faced 
economic, social, or political con- 
flict with the communist ideology. 

If we adhere to the belief, as | 
do, that our industrial system can 
stand the test of all-out production 
for military and civilian purposes, 
then our problem boils down to 
one of distribution or, better yet, 
marketing. 

There have been great forward 
strides in the application of good 
ethics to merchandising, salesman- 
ship, and advertising during the 
past twenty years. This has been 
accomplished even with such ob- 
stacles as an economic depression 
and a disastrous world war. One 
is forced to believe that this prog- 
ress has been accomplished pri- 
marily by actions of the members 
of the marketing fraternity, and 
because of the demands of the con- 
suming public. 

Some credit is due to govern- 
ment agencies that have helped to 
codify standards. But 1 
would rather believe that the im- 


ethical 


petus for the development of mar- 
keting ethics has come from the 
actual participants in the distribu- 
tion operation and that the gov- 
ernment has provided service only. 
Like the emergency 
brake, government has prevented 
us from-rolling down hill. 

The profit motive is a tremen- 


automobile 


dous incentive in our society (and 
it should be). But it should be 
weighed, in economic terms, both 
as a short run and a lone run pol- 
icv. Immediate monetary profits 
can be achieved by following many 
unethical 
buying public may be forced by 


practices because the 


civilian shortages to meet such 


demands. No amount of 


today > 


price 
monetary value however, 
will compensate for adverse public 
opinion during the days of peace 
and security that may lie ahead. 
Do not be misled, consumers (like 
elephants) never forget. The best 
profit is long range profit for that 
is the most secure. 

The merchant may find, I think, 
that the following points serve well 
as a code of ethical principles for 
the marketing field under present- 
day circumstances: 

(1) Do not be misled by easy 
There will be a lot of it 


but an easy dollar now may cost 


money. 


you many good dollars in the long 
run, 

(2) Remember you are the cus- 
todian in the public interest of the 
goods you sell. Under conditions of 
scarcity of economic goods it is 
vour duty to your fellowmen to 
effective and 
equitable distribution of goods in 
your care. 


promote the most 


(3) Regulation is your job, too. 


You must take an active part with 
business groups, service clubs, con- 
sumers organizations and the like 
to promote good business practice 
and to censure or otherwise penal- 
ize those who do not operate in the 
public interest. 

(4) It is your war, too. Whether 
you are fighting or distributing 
goods and services, your goal is a 
Your efforts 
should rise above personal achieve- 


military victory. 
ment and should provide valuable 
assistance in the military objective 

5) Be honest and truthful with 
those you serve. In times of scar- 
city and possible substitution, it 
is so easy to mislead your custom- 
ers with a glowing description of 
a substitute product. If it is not 
true. don’t sav that it is 

(6) Remember we are fighting 
an ideological economic svstem. We 
‘annot hone to defeat another svs- 
tem unless we can prove in practice 
that our wav is the best and should 


be maintained 
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NIKON 
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Vv 


raceway becomes traceway 


See it... bend it... test it yourself! Electricians asked for it... 
NIKOH developed it. See NIKOH colorline £.M.1. at 
the N.A.E.D. Convention, Conrad Hilton Hotel, 
Chicago —or call your Nikoh distributor 


or sales representative. 


booth no. 13 N. A. E.D. CONVENTION chicago + may 24 to 29 


NIKOH TUBE COMPANY: 5000 S. WHIPPLE - CHICAGO 32- GROVEHILL 6-6500 
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1005—Building Wire, Cable, Conduit. Extensive techni- 
cal data an a comprehensive line of electrical cable, build- 
ing wire, and conduit raceways are provided in a new 86- 
page publication, General Catalog No. 500, issued by Tri- 
angle Conduit & Cable Co., Inc., 1906 Jersey Ave., New 
Brunswick, N. J. Handsomely bound in sturdy leatherette 
to take years of wear, this catalog also contains valuable 
information on electrical engineering and wiring standards 
for the aid of contractors, engineers, architects and indus- 
trial users. 

1011—Conduits. “Natural Electric Conduits” is the title 
of the new 30-page Catalog No. 603 which describes and 
illustrates the many types of electrical conduits that are 
manufactured by National Electric Products Corp., Cham- 
ber of Commerce Bldg., Pittsburgh 19, Pa 

1015—SQUEEZON Connectors. The Squeezon, a new 
compression connector for power lines, is fully described 
in bulletin, “SQ” available from the James R. Kearney 
Corp., 4236 Clayton Ave., St. Louis 10, Mo. The Squeezon 
features greatly increased electrical and mechanical effi- 
ciency at approximately half the cost of conventional 
connectors. 

1019—Service Panels. Information and prices on protec- 
tive control centers for homes, apartment buildings, ser- 
vice stations, and industrial applications is contained in 
Bulletin 494, “New Push-Button Service Panels,” issued 
by BullDog Electric Products Co., Box 177, Roosevelt Park 
Annex, Detroit, Mich. 

1031—Heating Units. The new Chromalox Catalog of 
Industrial Electric Heaters, Catalog 50, is available from 
Edwin L. Wiegand Co., 7600 Thomas Blvd., Pittsburgh 8, 
Pa. Four basic Chromalox units—strips, rings, tubulars, 
and cartridges—with wide variations in wattage, voltage, 
and sheath material, are listed, as well as easy selection 
and application data. 

1041—Cabinets and Boxes. Thirty pages of cataiog 
sheets —" 2 new catalog available from B & C Metal 
Stamping Co., O. Box 56, Station D, Atlanta, Ga. The 
catalog is divided into three sections: products for elec- 
trical applications in general, products for the utilities 
and the R.E.A., and products for appliance distributors. 

1051—Air-Cooled Transformer. Bulletin No. 49-ACO is 
now available from Marcus By ye Co., Ine., 34 
Montgomery St., Hillside 5, N. J., giving descriptive de- 
tails on the company’s new air -cooled distribution trans- 


INSULATORS 


, . equest er 
Be vse 9. 87, 89). eft 


former. Designed for indoor or outdoor use, the new 
transformer utilizes heatproof class B and C insulation 
which enables it to withstand overloads and eliminates 
the use of oil or other liquids. 

1071—Plugs and Receptacles. Additional loose-leaf 
sheets for insertion in the Pylet Catalog 1100 are avail- 
able from the Pyle-National Co., 1854 N. Kostner Ave., 
Chicago 51, Ill. These pages describe a wide range of 
plugs and receptacles for special purposes. 

1079—Connectors. A 24-page catalog describing K & H 
solderless terminal lugs and connectors may be obtained 
from Krueger & Hudepohl, 5 East Third St., Cincinnati 
2, Ohio. A wealth of information, including specifications, 
descriptive material and illustrations are included. 

1081—Busduct Data. Various applications of the FA 
busduct for industrial purposes are illustrated in this 31- 
page bulletin made available by the Frank Adams Electric 
Co., St. Louis, Mo. 

Eastern presents their most 
complete catalog, 32 pages of engineered lighting data, 
including a variety of fixtures for all architectural, com- 
mercial and industrial applications. Eastern Fixture Co., 
Inc., 170 Vernon St., Boston 20, Mass. 

1087—Connectors and Fittings. The M. & W. Electric 
Mfg. Company, Inc., East Palestine, Ohio, announces a 
new twenty-four page catalog covering Service Entrance 
Cable Fittings, Ground Clamps, Ground Rods, BX and 
Romex Connectors, Staples, Conduit Fittings, Wireholders, 
Insulator Supports, Cable Racks and Watt-hour Meter 
Protectors. 

1093—Magnetic Motor Starters. A new 22-page booklet 
(Catalog No. 6300—AIA file No. 31G3) issued by the 
Monitor Controller Company, 51 Hayward Street, Boston, 
Mass., describes in detail the company’s V-type starters 
and explains the protection inherent in the patented Com- 
pensated Thermal overload. 

1095—Electrical Specialties. The F. D. Kees Mfg. Com- 
pany, Beatrice, Neb., has available upon request, a 20-page 
catalog illustrating various types of enclosures and other 
electrical specialties manufactured. This 76-year-old firm 
supplies the better-known utilities and jobbers throughout 
North America. 

1097—Flexible Cords and Cord Sets. A complete nine- 
page catalog is available from Cornish Wire Company, 15 
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MAKE IT GOOD 


WITH ALUMINUM CONDUCTOR 


PROVED FOR SERVICE — Rapidly increasing usage of aluminum 
conductor for service drops, secondary and transmission lines 
is proof of its industry-wide acceptance. Proof that aluminum 
conductor is doing a good job under widely varied conditions. 


PROVED FOR CONVENIENCE—Aluminum conductor’s natural 
advantage of light weight makes it the first choice of many 
linemen. Aluminum strings faster, easier —saves installation 
time and money. 


B48 


PROVED FOR SAVINGS—You get important savings automati- 
cally when you specify aluminum conductor. The initial cost 
of aluminum is far less than with copper. And easier handling 
is possible because of aluminum’s light weight. 


8 





# 





MAKE IT BETTER 


WITH KAISER ALUMINUM CONDUCTOR 


i te r em i & 


FIELD SERVICE —Kaiser Aluminum field men have a growing 
reputation for helping make better installations at lower cost. 
They pitch in and help on a job, use their long experience to 
devise cost-cutting techniques. They closely watch schedules 
to insure on-time delivery of Kaiser Aluminum conductor. 


ENGINEERING AND LABORATORY SERVICE—Specialists from 
Kaiser Aluminum Engineering Service are available for meet- 
ings with supervisors and crews — often resulting in worthwhile 
savings, improved installations. Sag and tension charts are 
provided where necessary. Research problems are carefully 
studied by Kaiser Aluminum Laboratory Service —one of the 
best-staffed and best-equipped in the industry. 


SERVICE is available to you at no obliga- 

specify Kaiser Aluminum conductor. Act 

free pamphlet giving complete engineering 

uminum covered conductor — both 

wire and self-supporting Triplex cable 

for service drops and secondary distribution lines. Contact 
any Kaiser Aluminum office in principal cities, or one of 
our many distributors. Kaiser Aluminum & Chemical Sales, 
Inc., Oakland 12, California. 


Kaiser Aluminum 


setting the pace—in growth, quality and service 


Neoprene and Polyethylene Covered Conductor, Solid and Stranded 
Self-supporting Triplex Cable »« ACSR « All Aluminum Conductor 
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Park Row, New York 7, N. Y., containing data on all 
standard electric cords and stock cord sets, including Neo- 
prene-jacketed. Also descriptive data on the new UL 
approved all-Neoprene heater cord “COROPREX.” 

1099—Lighting Fixtures. Fluorescent and incandescent 
luminaires for schools, offices, stores and churches are il- 
lustrated in a series of bulletins issued by Curtis Lighting, 
Inc., 6134 West 65th Street, Chicago 38, Ill. The entire 
series or any individual bulletins may be obtained upon 
request. 

1103—Electrical Connectors. Burndy Industrial Catalog 
52, featuring a complete line of general-purpose connect- 
ors for industrial wiring is available. Complete informa- 
tion concerning application, construction features and di- 
mensions of these connectors are included, as well as sev- 
eral pages devoted to engineering data. Published by 
Burndy Engineering Co., Inc., 107 Bruckner Blvd., New 
York 54, N. Y. 

1105—SnapX Connectors. A new folder on SnapX con- 
nectors is now available from Briegel Method Tool Co., 
Galva, Ill. Illustrated and explained are the three steps 
necessary for connecting cables to boxes with this new 
connector for armored and non-metallic cable. 

1107—High Voltage Portable Cables. The various types 
for use from 600 to 15,000 volts are described and illus- 
trated. Catalog listing including weights and outside diam- 
eters are given. Detailed splicing instructions are in- 
cluded. Copies may be obtained from Simplex Wire & 
Cable Co., 79 Sidney Street. Cambridge 39, Mass. 

1109—Anchoring and Drilling Devices. An illustrated 
32-page catalog No. 65, describing more than twenty-five 
anchoring and drilling devices for making fastenings to 
masonry, is available from the Arro Expansion Bolt Com- 
pany, Marion, Ohio. 

1111—Fluorescent Fixtures. The specifications on all 
fixtures built by the Light & Power Utilities Corp., of 
1035 Firestone Blvd., Memphis, Tenn., are detailed with 
illustrations in the newest catalog issues by this company. 
The cover of this catalog has an interesting wood cut 
called Light through the Ages which depicts the advance 
of lighting from the cave man to modern fluorescent 
lighting. 

1115—Remote-Control Wiring. An eight-pare, non-tech- 
nical booklet on remote-control wiring, publication No. 
16-330, written expressly for the consumer, is available 
from the G.-E. Construction Materials Dept., Bridgeport 
2, Conn. The booklet gives a picture story on the con- 
venience, safety, and economy of this new wiring method. 

1117—Fluorescent Fixtures. The Edwin F. Guth Co., 
2615 Washington Ave., St. Louis 3, Mo., has released a 
new catalog covering their complete line of commercial 
and industrial, fluorescent and germicidal lighting equip- 
ment. A full range of fluorescent fixtures is presented in 
the catalog, No. 47, in a condensed, easy-to-refer-to form. 

1121—“SPIKE-LITE,” a new product of PERFECT- 
LINE Manufacturing Corp., Hicksville, N. Y., is now avail- 
able. The “SPIKE-LITE,” a weatherproof, adjustable, 
aluminum lamp holder, is ideal for special outdoor light- 
ing for farms, gardens, displays, billboard, etc. It is com- 
plete with stake, asbestos gasket and 10 ft. or 25 ft. out- 
door cord and plug, and uses PAR 38-150 watt lamp which 
is not included. 

1131—Fluorescent Units for Slimline Lamps. This new, 
illustrated, 20-page bulletin gives complete specifications 
of general purpose, “Magna-F lo” lighting systems for 96, 
72 and 48-inch, T12 Slimline lamps. Describes individual 
units and contintous line systems plus accessories. 8%” 
x 11” page size. Write Benjamin Electric Mfg. Company, 
Des Plaines, Illinois, and ask for bulletin “mf.” 

1133—Vaportight Fixture. New Appleton “V-51” Series 
Convertible Vaportight Lighting Fixture is fully described 
and illustrated, for pendant, ceiling or bracket mounting, 
with or without reflectors and guards. Wattages, weights 
and dimensional data. Bulletin 5-A, 20 pages and cover. 
Appleton Electric Company, 1701-59 Wellington Avenue, 
Chicago 13, IIl. 

1135—Electrical Wiring Devices. Catalog No. 51, con- 
taining complete electrical wiring device line of Leviton 
Mfg. Co., Brooklyn 22, N. Y., is a 96-page thoroughly illus- 
trated one. Included are such features as the Kwikchange 
line, with wiring diagrams, a general index, and an index 
to catalog numbers. This catalog is completely new and 
revised. Over 1,000 items illustrated. 

1141—Champion Maintenance Manual. The “Champion 
Maintenance Manual’—24 pages of basic data on imcan- 
descent and fluorescent lamps, also the “Champion Light- 
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rule’—an accurate pocket calculator for problems involv- 
ing various lighting fixtures with incandescent or fluores- 
cent lamps. Champion Lamp Works, Lynn, Mass. 

1149—Insulators. Victor Insulators, Inc., Victor, N. Y., 
has available a complete catalog of Victor high, medium 
and low voltage insulators and pole line hardware. Com- 
plete contour shapes, dimensions, specifications and engi- 
neering data are included. Write for Bulletin No. 4 or use 
reply coupon below. 

1151—Circuit Breaker System. A concise and well-illus 
trated 28-page catalog, No. C. B. 1000, on the new Stab 
Lok Circuit Breaker System has been announced by Fed- 
eral Electric Products Co., 50 Paris St., Newark 5, N. J. 
Advantages of the system comprise headings under which 
are listed complete specifications. Dimensions and knock- 
out locations, purchasing information, and wiring dia- 
grams are features of the catalog. 

1153—Jiffy Line Electricians’ Tools and Wiring Special- 
ties. A new catalog issued by Clyde W. Lint, 1144 W. 
Washington Blvd., Chicago 7, Ill., discusses details of the 
company’s line of tools and electrical wiring devices, pole 
line hardware, and standard porcelain. 

1155—Wire and Cable. Two new illustrated catalogs— 
Magnet Wire, No. 23, and Power and Control Cables, No. 
24—available from Rome Cable Corp., Rome, N. Y., cover 
variations of wire and cable types in the broad field of 
Rome Cable applications. Magnet Wire catalog has been 
designed to assist in selection and application of proper 
Magnet Wire types. In addition to descriptive data, techni- 
cal information has been included for reference. Power and 
Control] Cables catalog is intended for utility, construction, 
and industrial engineering and purchasing personnel as 
a guide in selection of proper wire and cable types. 

1157—Transformers. Dongan Electric Manufacturing 
Co., 2998 Franklin, Detroit 7, Mich., has brochures avail- 
able on its various types of transformers, including power 
circuit, control, signaling, machine tool, ignition and neon 
transformers. 

1159—“Concentrol” Motor Control Centers. Completely 
descriptive, illustrated Bulletin 400 of the Continental 
Electric Equipment Company, Box 1055, Cincinnati 1, Ohio, 
gives full information on modular standardized “Concen- 
trol” motor control centers. This bulletin features helpful 
layout and specification data of interest to both electrical 
equipment planners and plant production men. 

1161—Home Lighting Fixtures. An attractive 38-page 
catalog in full color presents the residential type lighting 
fixtures of the Globe Lighting Products, Inc., 16 East 40th 
St., New York 16, N. Y. A special feature of this attrac- 
tive book is its arrangement. Six “houses of the year” 
are presented, representing six styles of architecture. 
Lighting fixtures are classified according to their suit- 
ability for use in these various styles of homes. 

1163—Aluminum Covered Conductor. A folder on engi- 
neering specifications of Kaiser Aluminum covered con- 
ductor, both weatherproof and self-supporting triplex with 
both neoprene and polyethylene coverings for distribution 
lines, secondary cable and service drops is available from 
Kaiser Aluminum & Chemical Sales, Inc., 1924 Broadway, 
Oakland 12, California. 

1165—CEILING HEATING. “Sunwarm Electric Ra- 
diant Heating Cables.” Complete information on ceiling 
radiant heating with Sunwarm radiant heating cables, in- 
cluding approved installation methods, available by writ- 
ing Sunwarm, Inc., Box 263, Kingsport, Tennessee. 

1167—Industrial Lighting Equipment. A four-page cata- 
log insert is now available from the Multi Electric Mfg. 
Co., Inc., 4223-43 West Lake St., Chicago 24, Ill. The leaf- 
let describes Multi’s line of lighting equipment and wiring 
devices, which include floodlights, vaporproof fixtures, and 
fluorescent and incandescent fixtures. 

1169—Lighting Fixtures. Fluorescent & slimline lumi- 
naires, for schools, offices, stores, etc. Illustrated in the 
new catalog issued by Sta-Brite Fluorescent Mfg. Co., 
P. O. Box 6352, Miami, Fla., may be obtained upon request. 

1171—Exhaust Fans. A four page catalog sheet, com- 
pletely illustrating three 20” window fans, one 16” window 
fan. A 16” and 20” Roll-a-bout fans—16” and 20” circu- 
lators now available from National Engineering & Manu- 
facturing Company, 519 Wyandotte, Kansas City 6,- Mo. 

1173—Ventilating Equipment. Acme Equipment Co., of 
Muskogee, Okla., is currently offering a loose leaf catalog 
giving information on its line of attic fans, ceiling and 
wall shutters, industrial fans, and air conditioning units. 
The information includes photographs and diagrams, 
specifications, descriptions, and dimensions. 





GENERAL ELECTRIC TYPE ML32 voltage regulators provide 
better regulation on this branch line. 
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CLASS 1 Control Accuracy ‘ 


Smaller effective bandwidth of voltage regulators 





permits increased feeder load-carrying ability 


Class 1 accuracy controls of all G-E liquid-immersed feeder 
voltage regulators are important factor in reducing effective bandwidth 


Voltage limits actually held at the output terminals of 
a feeder voltage regulator are referred to as effective 
bandwidth. One reason the effective bandwidth may 
exceed the bandwidth setting of the voltage regulating 
relay is the effect of control accuracy. Changes in 
temperature and frequency and errors in the potential 
transformer, current supply, or line-drop compensator 
elements act to increase the effective bandwidth of a 
regulator above the relay setting. 


Hence, control accuracy is the key to reducing the 
effective bandwidth and, thus, increasing the load- 
carrying ability of a feeder. 


The diagrams show how a reduction in effective band- 
width permits either lengthening a feeder to pick up 


more load or increasing the load over the existing 
line, while maintaining the same voltage standards 
for first and last consumers. 


All G-E regulators, feeder- and station-type, are 
furnished with Class 1 accuracy controls as standard. 
Reducing effective bandwidth is important to you 
because of the obvious advantages of increased load- 
ings or longer feeders. For full details on what Class 1 
control accuracy of G-E regulators can mean to your sys- 
tem, contact your nearest G-E 

sales office, agent or distribu- wae — 

tor, or write for bulletin 577 “un 7] Bases we 
GEA-5690 to General Elec- < sicnied ints Gknatethe P 
tric Company, Section 423-3, Ay, PROGRESS gh 


Schenectady 5, New York. ay 
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GENERAL PURPOSE “ “water-ticht | DUST-TIGHT ENCLOSURE. EXPLOSION-RESISTANT ©. :EXPLOSION-RESISTANT: 
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for every operating condition 


use CLARK rtvee“CY’ STARTERS 


In every industry, including those where hazardous atmospheres prevail, 
CLARK TYPE “CY” STARTERS are giving utmost satisfactory service. 


The incomparable new multi-turn magnetic blowouts combined with twin- 
break contacts, and the rest of the operating mechanism, are enclosed in types 
of cabinets to protect against adverse conditions or dangerous atmospheres. 


Type “CY” starters, Sizes 2 and 3, employ an entirely new principle of arc 
interruption. The arc is extinguished by the effect of the blowout coil, concentric 
with the contact. The magnetic field quenches the arc either by lengthening 
or confining it. In its forced rotation it moves continually from a hot to a cold 
spot—minimizing burning or pitting of contacts. The ingenious design of the 
arc chamber prevents carbonization and the accumulation of hot gases between 
wiring terminals—minimizing phase-to-phase failures. Sizes 0 and 1 use the 





same general mill type construction as the larger sizes. 


No filing, dressing or cleaning of contacts! 

No tools necessary to inspect contacts! 

Easy to change moving contacts! 

Stationary contacts changed quickly! 

Remove only two screws and one pin to change coils! 

Remove only four screws to take out stationary magnet frame! 


Power circuit contacts available with springs in complete 
packaged service kits for ease in stocking! 


You'd better try CLARK tvpe“CY” 


Phantom view 
showing Arc-shield 


gue CLARK CONTROLLER co. 


G 
/ 
NEERED ELECTRICAL CONTROL * 1146 EAST 152N° STREET, CLEVELAND 10, OHIO 
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“Thrifty citizens... 
with Savings Bonds... 
less likely to be taken in 
by the false promises 
and ideologies of 


communist propagandists...” 


"LUCIUS D. CLAY 


Chairman of the Board 
Continental Can Company 


“The regular purchase of Savings Bonds through the Payroll Savings Plan by 
millions of our citizens contributes importantly to the country’s economic 
stability, the national defense effort, and to the financial independence of 
the individual. The thrifty, self-reliant citizen is one far less likely to be taken 
in by the false promises and ideologies which communist propagandists in- 


variably direct to the ‘have nots’.”’ 


¢ To thousands of company executives, accountants, pay- 
roll department employees, PSP means Payroll Savings 
Plan, the simple payroll allotment operation through 
which employees make a monthly investment in U. S. 
Savings Bonds. 


* To almost eight million employees of nearly 50,000 com- 
panies, PSP has a more intimate connotation. To them, 
PSP spells Personal Security Plan. 


* Multiply the personal security of a single Payroll Saver 
by 43,000,000—the number of individuals who hold Sav- 
ings Bonds having a cash value of $49.5 billion—and you 
have economic stability that is the keystone of our national 
defense. 


¢ Thanks to the thousands of companies which offer their 
employees the Payroll Savings Plan, Bill Brown in the 
Machine Shop . . . Joe Green in the boiler room . . . and 
eight million more Browns and Greens can well turn a 


“ 


deaf ear to “.. . the false promises and ideologies . . .” of 
communist propagandists. Bill can see his new home taking 
shape in his growing stack of Savings Bonds . . . Joe sees 
each bond another step toward a college education for 
little Joe... and the “Old Timer,” who eats his lunch with 
Bill, talks of “sitting down pretty soon” because his Bonds 
will make a nice addition to his Social Security. 


¢ PSP holds still another benefit—this one for the em- 
ployer. Payroll Savers are conscientious workers. Statistics 
show that alisenteeism goes down, production improves 


and accidents decrease as payroll participation goes up. 


¢ If employee participation in your Payroll Savings Plan 
is less than 50%—or if your company does not have a 
Payroll Savings Plan—get in touch with Savings Bond 
Division, U. S. Treasury Department, Washington Building, 
Washington, D. C. Learn how easy it is to help your coun- 


try, your employees and your company—through the PSP. 


The United States Government does not pay for this advertisement. It is donated by this publica- 
tion in cooperation with the Advertising Council and the Magazine Publishers of America. 
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We at Triangle have an old fashioned idea that what 
we and our distributors can give you — friendship, help, 
cooperation, is sometimes more important than the wire, 
cable or conduit we sell you. 

That feeling is strengthened every time we get a letter 
saying, “You and your distributors sure helped us out of 


a jam” or “We can’t help but tell you how much we 
appreciate your cooperation.” 

When you constantly get such comments, you know 
that a lot of people like you are profiting from doing 
business with Triangle. Perhaps you too will find that 
things run smoother when you do business with Triangle. 


Here are some of the things our field men, in cooperation with a nation-wide 
network of top electrical distributors, give, every working day—and many a night! 


@ Expert, friendly counsel on how to get the most 
and best wire, cable and conduit for your money. 
@ Expert engineering assistance at any point of the 
job—and for as long after as you choose. 

@ An expediting service famed for its helpfulness. 
We're not supermen, but if it can be done, we'll do it. 


@ Printed material -calculators, wiring manuals and 
other literature useful to you many times during 
the year. 
eA spirit of friendliness and helpfulness that will 
make you feel comfortable when dealing with 
Triangle. 


No matter who you are—contractor, engineer, maintenance man — no 
matter who you work for—utility, city, contracting firm, large industrial — 


YOU’LL LIKE DOING BUSINESS WITH TRIANGLE! 


A. 


The, Trade Mark 
of Top Quality 


GW Fe Ry 


TRIANGLE CONDUIT & CABLE CO., INC. 


NEW BRUNSWICK, NEW JERSEY 


WHEN IT’S A QUESTION OF CARRYING ELECTRICAL POWER, CALL FOR TRIANGLE 





RATING CAPACITY CONTINUES 


*Federal Power Comm. 





GENERAL CABLE 


Continues ro Grow 
AMS 


> 


General Cable, like the utility industry itself, is geared to forecast 
trends and growth possibilities so that it may always be counted on as a 
dependable, progressive source of supply. Offering thousands of different 
wire and cable products of one standard of quality, General Cable’s strategically 
located plants, warehouses and sales offices insure adequate supplies with 
swift service for every part of the country. We always have and will maintain 
this policy as power output demands. 


For sure, dependable supply, call General Cable! 


a -_ 


GENERAL CABLE 


EXECUTIVE OFFICE: 420 LEXINGTON AVENUE, NEW YORK 17, NEW YORK © SALES OFFICES IN PRINCIPAL CITIES OF THE UNITED STATES 
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there is nothing finer than Pa 
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REG, U. S, PAT, OFFICE 


custom-fits any commercial interior—at no more 
than the cost of ordinary fixtures 


50,000 DIFFERENT PATTERNS POSSIBLE 
20% MORE LIGHT 


When you specify MITCHELL MODULE, you specify the 
dest in ultra-modern commercial lighting. It’s a revela- 
tion: with just 4 simple, low-cost ‘“‘building blocks of 
light’”’, MITCHELL MODULE offers unlimited lighting pat- 
terns to custom-fit any commercial interior. MODULE’S 
exclusive plastic louver passes 20% MORE LIGHT. Units 
fit together simply (mechanically and electrically) for 
quick, low-cost installation, and for easy rearrangement 
of patterns to suit changing needs. MODULE mixes all 
light sources smoothly in one harmonious, beautiful 
system—puts the light exactly where it’s needed. No 
ordinary fixtures can match MODULE—the only lighting 
that custom-fits with standard low-cost units. 





Only MITCHELL makes MODULE 


There's nothing in lighting easier to specify, easier 
to sell than MODULE. It custom-fits and “grows” 
with every lighting need; it deli MORE LIGHT; 
it stays beautiful, new; it costs no more than ordinary 
fixtures. It's America's No. 1 Commercial Lighting 
with exclusive advant for architects, wholesal 


ers, contractors, utility consultants and users. You'll 
want the facts about MODULE—write today for = 
full descriptive catalogs. : avs 


MITCHELL MANUFACTURING COMPANY, Dept. 8-E 
2525 North Clybourn Avenue, Chicago 14, Illinois 
In Canada: Mitchell Mfg. Co., Ltd., 19 Waterman Ave., Toronto 
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FOUR-COLOR ADS 

IN LEADING NATIONAL 

MAGAZINES. Again 

and again and again! 

AGAIN ON MAY 23, 
16,000,000 READERS OF 
SATURDAY EVENING POST 
will whet their appetites 


FOR MORE MOE LIGHTS! 
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Turn This Page Dy 
for your MOE LIGHT REWARD — 


Bonus fixture at no 
NEW Contemporary 









extra cost! Fas fixture turn-over. 


fixtures for your MOE Light 
Home Lighting Center! 
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Here’s How to get your BONUS 
new all-chrome instant start 
Circline Fixture! 


When these attractive new Contemporary fixtures 
are installed on your Moe Light Display, fill out 
your Bonus Reward card; have it countersigned by 
your Distributor Salesman and mail it to Moe 
Light. Moe Light will send you an M-1231 all chrome 
instant start circline fixture that retails at $10.95. 
Right now, with the major home-building season 
just ahead, it will pay you well to restore full 
effectiveness to your Moe Light Display — 
even install a new ofe (if you are not already 
equipped*), to make sure you get the most sales 
from Moe Light's sensational Spring campaign in 
the Saturday Evening Post. 








*1f you are not now a 
Moe Light dealer, write 
for full color brochure No. 
180 featuring assorted 
Moe Light merchandising 
display deals to Moe 
Light, inc., Fort Atkin- 
son, Wisconsin. 

Dept. 1359. 


MOE Giz 
“nw 


Form 197 


M-1231 


MOE LIGHT, INC., FORT ATKINSON, WISCONSIN 


' 


‘“‘FREDDIE the FILCHER’’ 


Stop this man — he’s killing your fixture profits. 
He is strangling fixture sales by draining Moe 
Light Displays of their life’s blood — the fixtures 


people want to see before they buy. 


REWARD for Prompt Action 


Moe Light has immediate relief for victims of this vampire — this 
scourge to sales. We call it our “blood bank” special ...a transfusion 
for anemic display boards —a shot in the arm for fixture profits! For 
just $59.95 you get 10 popular Moe Light Contemporary Fixtures (as 
pictured in Post full colored ad) to “dress up” and refurnish your Moe 
Light Home Lighting Center. We picked today’s best contemporary 
sellers — the last word in beauty and styling, and wrapped them up 
in this No. *M-5075 bargain package to reward you for immediate 
action through your distributor. 

*M-5075 consists of 2—M-1063, ea. $5.95; 2—M-1067, ea. $9.95; 1—M-1071, 
$12.95; 2—M-1073, ea. $9.95; 2—M-1075, ea. $7.95; 1—M-1078, $12.95. 


Retail prices shown. Prices slightly higher Denver and west. 


Remember — THE MOE YOU SHOW — THE MOE YOU SELL! 


M-5070 Animated 


Ceiling Merchandiser 


FOR ALL TO SEE — Your prospects see Moe Light Fixtures in full-color 
national advertising. Let them see these same ‘fixtures — displayed to sell 
— ima prominent place in your store. You can build bigger business, and 
save money, too, if you act without delay. 


World's Largest Manufacturer of Home Lighting 


Plants at FORT ATKINSON, PRINCETON, KY., and LOS ANGELES 








HEAVY-DUTY EXTENSIONS 
with MOLDED-ON caps and connectors 


a for POWER TOOLS 


* LAWN MOWERS 
. HEDGE CLIPPERS 


2 PROJECTORS 





@ rLoon potisuens 


° MACHINES, etc. 





“‘POWR-KORD” TAKES THE CURRENT 
WHERE THE TOOLS GO! 


Lengths from 10 to 100 feet 


. . - only “POWR-KORD” offers the complete safety 
of molded-on attachments . . . erg component fart 


fully Ul tested! 
ORDER FROM YOUR ROYAL WHOLESALER — TODAY 


MOLDED-ON 
ATTACHMENTS 


Pi ROYAL ELECTRIC COMPANY, Inc. 


TYPE “S” PAWTUCKET - RHODE ISLAND 
RUBBER CORD 


Manufacturers of WIRE © CORD SETS © FUSES © WIRING DEVICES 
and DECORATIVE CHRISTMAS LIGHTING 


Represented by FULWILER & CHAPMAN, ATLANTA - GREENSBORO - NEW ORLEANS 
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The horizon fairly glows with 


promises for the future under 


Dynamic Business— 


By CRAWFORD H. GREENEWALT 
President, E. |. du Pont de Nemours and Company 


INCE the turn of the century, the American busi- 
ness system has given our people a standard of 
living that is the envy of the world. It has made us 
strong enough to be the global guardian of freedom. 
The horizon fairly glows with promises for the future. 
How far have we come since 1900? The statistics 
are impressive. Here are a few from a study just 
published by Professor Frederick C. Mills of the Na- 
tional Bureau of Economic Research: 

1. During the decade ended in 1950, we produced 
five times as much as we did in the decade 1891-1900. 

2. This five-fold production required only an 80 per 
cent increase in total man-hours of labor. 

3. The output per man-hour of labor has nearly 
tripled in the half-century. 

This means the American people are producing more 
wealth with fewer hours of work than our grand- 
parents ever dreamed could be possible. It isn’t be- 
cause we are stronger, bigger, or work faster than our 
grandparents. New and better tools and methods, the 
creation of an ever-expanding industrial plant, the un- 
ceasing search into the unknown—these have given our 
people a fantastic reward. 

The material benefits of this quintupled production 
of goods and services are apparent wherever we look. 
In food, clothing, shelter and transportation, and in 
ease, convenience and comfort, the standards of even 
the most modest American home go steadily upward. 
What is initially hailed as a modern convenience 
quickly becomes a modern necessity. Where else in the 
world could an Official Consumer Price Index include 
such items as television sets and beauty parlor ser- 
vices? 

In sociological terms the change has also been 
marked. Fifty years ago there was a great difference 
in living standards between the working man and the 
owner of a factory. They lived in different neighbor- 
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hoods, wore different kinds of clothes, and had a 
widely different degree of comforts and diversions. 

Today they eat much the same meals. They drive 
to work in comfortable, dependable automobiles—one 
may ride in a Ford and the other in a Cadillac, but 
both travel well. Either may spend his vacation in 
Florida or in the Rockies. Their homes may differ in 
size, but they differ little in comforts for the family 
both have automatic heating units and modern equip- 
ment of all kinds in the laundry, the kitchen and the 
bathroom. They wear virtually the same clothes, and 
so do their wives. Both see the same television pro- 
grams on the same kind of set, attend the same con- 
certs and ball games. It is the only country in the 
world where this situation exists. 

Since 1900, our life expectancy has increased by 
nearly a quarter of a century. Diseases which once 
were almost certain killers have been conquered. Amer- 
ican boys and girls go on to college where their grand- 
parents had to start work at the grade school level. 
The work week has fallen from 60 and 48 hours to a 
40-hour standard. Mechanical appliances and revolu- 
tionary methods of preserving and packaging foods 
have emancipated women from the kitchen—and they 
now take an active interest in business, sports and 
civic affairs. 

All of these gains are by-products of business prog- 
ress. If this is disputed by fellow-thinkers of the left 
wing, let them try to institute by law or government ° 
fiat a 40-hour week for the workers of Red China. It 
would bring rebellion or starvation. Without tools and 
machinery, the people of China can’t produce enough 
to keep themselves alive without working longer hours. 
Nor was the shorter work week attainable by our own 
grandparents. Social reform stems from productivity 

it is never the root. 

Even the boldest of us would have difficulty fore- 
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REPRINTS up to five will be furnished without charge. 
Larger quantities will be supplied ot cost, 3¢ each. 
W. R. C. SMITH PUBLISHING COMPANY 
806 Peachtree St.. N.E., Atlanta 5, Ga. 


Best Guarantee of Progress 


No. 6 of a series on problems 


of business and government 


casting the full brightness of the future if American 
business is permitted to continue its development in 
freedom. There is no evidence that the prophets of 
1900 foresaw air-conditioned trains, fine fabrics made 
from air, water and coal, super-highways traveled by 
sleek automobiles, or man-made rainstorms. Certainly 
they didn’t envision intricate industrial plants where 
workmen watched gauges and were safer from acci- 
dent than in their own homes. Nor could they have 
foreseen the splitting of the atom to release energy 
terrible in war, but with vast potentials for peace. 


Competition is the Spark 

>ut even the prudent may assume with confidence 
that today’s industrial laboratories are testing formulas 
that could bring progress as spectacular in the last 
half of this century as we have witnessed in the first. 
For instance, half of the du Pont Company’s sales last 
vear were of products unknown or in their commercial 
infancy 20 years ago. Yet our company spent $50,- 
000,000 for research in 1952, and will spend at least 
as much for that purpose this year. Other firms, large 
and small, attach equal emphasis to the importance of 
research and development. They must if they are to 
meet their competition and survive. 

For competition, in the last analysis, is the spark 
which ignites our business system. There would be no 
progress if business were content to sell the same prod- 
ucts, made in the same way, at the same price to the 
same markets. If any firm tried to do that in Amer- 
ica, it would quickly discover that a competitor had 
developed a new or better product, or had found a way 
to manufacture the old product at less cost for sale 
at a lower price. The customer naturally would buy 
from the competitor. The standstill firm would go out 
of business. 

As long as men are free to seek reward through 
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MR. GREENEWALLT, who joined the du Pont organ- 
ization as a chemist immediately following gradua- 
tion from M.1.T. in 1922, has had an important 
part in many of the company's most notable 
achievements, including its contribution to the gov- 
ernment's atomic energy program. Widely recog 
nized as one of the nation's outstanding industrial 
leaders, he has been president, chairman of the 
Executive Committee and a member of the Fi- 
nance Committee of the du Pont company since 
January 1948. 


their own productive effort, the United States will 
never cross its last frontier, nor stagnate in a “mature” 
economy. A dynamic business system is our best guar- 
antee of progress and a better life for all. 

In recent years, Socialists in theory and practice 
have conducted a running attack upon American busi- 
ness and businessmen. Their theme is that “‘yovern- 
ment could do it better” than free men operating in 
a free economy. They found converts in recent federal] 
administrations. With skill and cunning they used the 
government’s powerful propaganda machinery and its 
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rich treasury to build up a substantial following among 
the general public. 

The American people can be thankful that their 
Congress, refusing to be swept off its feet, rejected 
many of the Socialist proposals which were advanced. 
Steps were taken, nevertheless, that already have ham- 
pered and could interfere seriously with the business 
development that is essential for continued progress. 


Financial Incentive Riddled 


Tax laws have been written, for example, which re- 
tard business development and destroy incentive. The 
misnamed “excess profits tax” discourages industrial 
growth and the introduction of new products. It is 
due to expire June 30, 1953, and it is to be hoped it 
will. If it had not been a temporary expedient, we 
would already be experiencing its dulling effects. If 
it is continued, we shall certainly feel them. 

Steeply progressive taxes on personal incomes pre- 
sent another problem. Since the war they have been 
raised to confiscatory levels which dry up the sources 
of capital for new business. These high rates also 
stand in the way of recruiting young people capable 
of assuming top business leadership in the future. 

Business management must compete with govern- 
ment, education, the armed forces, and the arts and 
professions for its new blood. These other careers 
offer intangible attractions such as personal prestige, 
public notice and power, more leisure and independence, 
and humane or scientific accomplishment. Business 
management is largely anonymous—a team effort with 
few featured performers—and its most important re- 
ward for work and worry is financial. 

While crushing taxation in the upper middle brack- 
ets has little effect upon the rates which those at lower 
levels must pay, it has riddled the financial incentive 
which is all business can offer to its future executives. 
As taxes eat away at incentive, so more of our able 
young people will seek other fields, and fewer of those 
who are with us will be urged on to those extra efforts 
that are the difference between success and mediocrity. 
And business will be that much less able to fulfill its 
responsibilities to the nation. 

There is another field for concern. While there must 
be rules for the conduct of business, just as in any 
other human activity, the laws as administered during 
recent administrations seem complex and often con- 
tradictory. A company which engages in aggressive 
competition, as directed by one statute, finds itself in 
trouble under another precisely because of its compe- 
titive vigor. Management spends both time and money 
better devoted to other ends in litigation and effort 
attempting to discover which business practices are 
permitted and which are not. 

Our expanding economy also has encountered in gov- 
ernment the curious theory that anything in business 
which is big is necessarily bad. Function should gov- 
ern size. We use a spoon to lift sugar into our coffee, 
but if we want to move a coal pile, we look for a steam 
shovel. It is interesting to note that so does the 
government. 

The critics of our business sytem have enlisted pub- 
lic support by cultivating the notion that government 
can and should guarantee security for everyone. We 
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must always remember that a government produces 
nothing. It is only when wealth exists that it is pos- 
sible to consider its redistribution. The idea of security 
as an obligation of the state can exist only in a country 
that has through generations of adherence to the 
opposite point of view, produced a great abundance of 
goods and services. 

Businessmen have an important role to play if they 
are to preserve and improve this system which has 
brought abundance to our people. They must, first of 
all, be conscious of their own responsibilities. The 
search for new and better products, for greater econ- 
omy and efficiency in manufacturing, for wider areas 
of distribution, must be diligent. Progress halts when 
we are content with what we have. 

It is also essential for business to observe its own 
fundamental rules. In a free economy, the rewards of 
invention and efficiency must be shared among owners, 
workers and buyers. Short-sightedness or greed, as 
reflected by the insistence of any of these groups to 
profit at the expense of, rather than along with, others, 
can be disastrous. Far more beneficial is cooperation 
and mutual understanding. 

Businessmen are busy, as the name implies. But 
too often in the past they have been so wrapped up in 
their own problems, so intent upon business affairs, 
as to give the impression that they lack interest in the 
general welfare. Their critics have exploited the ten- 
dency of business groups to take a negative approach 
toward questions of widespread public interest. Surely 
the ingenuity which conceived mass production and 
accomplished atomic fission is capable of offering re- 
sponsible alternatives to unsound schemes. 


Give Them the Facts 


It is equally important for business to emerge from 
its shell of reticence. Public misunderstanding of busi- 
ness methods and motives, of how business operates 
and what it has accomplished for the people, has been 
assiduously cultivated by Socialists and their political 
allies. If we give the people the facts, they can be 
trusted to make the right decisions. 

We have recently received assurance of a changed 
attitude on the part of our administration in Washing- 
ton. President Eisenhower pointed to the basic fabric 
of our economy in his State of the Union message 
when he said: 

“We are concerned with the encouragement of com- 
petitive enterprise and individual initiative precisely 
because we know them to be our nation’s abiding 
sources of strength.” 

In this country we have an economic system that has 
produced abundance for all of our citizens. We realize 
its imperfections and we have the will to improve it. 
But improvement does not mean that we must abandon 
that which is useful. It means simply that we must go 
on without turning our backs upon the fundamentals 
that have been proven sound. 

The problem is not just one of political change. It 
is something that goes far deeper. It is a question of 
reaffirming the high moral standards to which we 
have held so strongly for so many years. It is a ques- 
tion of re-examining our faith in our republic, and in 
the principles on which it is based. 
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How dealers are helping 


to sell adequate wiring 


by J. M. Mooney 


Wiring Consultant 
Louisiana Power and Light Co. 
New Orleans, Louisiana 


@ WHEN WE LAUNCHED our planned 
wiring program in 1949, it was di- 
rected towards two goals—to edu- 
‘cate our customers to a more com- 
plete understanding of its many 
benefits, and to motivate them into 
action with regard to doing some- 
thing about it. In carrying out the 
campaign, we offered our assistance 
to the contractors by helping to 
break down some of the sales re- 
sistance they were meeting. 

In 1952 we felt it was time to 
move along another step in the co- 
ordination of efforts to sell planned 
wiring. It was our belief that elec- 
trical appliance dealers offered an- 
other segment of the industry to 


A valuable tool in 
Louisiana Power and 
Light’s adequate wir- 
ing promotion plan 
was an eight-page 
booklet prepared es- 
pecially for the ap- 
pliance dealers. The 


help sell better wiring, inasmuch 
as they are always in direct con- 
tact with those people buying ap- 
pliances which overload the house 
wiring systems. 

We knew, of course, that many of 
them would be reluctant to make 
any mention of wiring at the point 
of sale. But we also believed that 
it was possible to convince many 
of them that promoting better wir- 
ing could profitable for 
them. 

Thus, we decided to gain dealer’s 
interest by pointing out to them 
that the results of inadequate wir- 
ing, such as burned out motors, re- 
turned appliances, free 


become 


replace- 


EVERY HOME REQUIRES THREE 
KINDS OF BRANCH CIRCUITS 





company recognized 
that the dealers could 
represent an impor- 
tant “voice” in the 
promotional program 
if they were interested 
and knew the ade- 


ments, unnecessary expensive ser- 
vice calls, and customer ill-will, all 
were actually costing them money. 
Once we had gained their interest, 
we felt we could count on many of 
add the 


tion of planned wiring. 


them to voice to promo- 

To accomplish the initial phase 
of this project, we prepared a book- 
let entitled, “Mr. Dealer—Here Is 
Your ‘Steak’ in Planned Wiring.” 
It was the 
dealer, as well as his sales and ser- 
vice 


designed to give to 


personnel, a basic story on 
use in 


recommendations to 


wiring which they could 
making 
tomers. 
paragraph on how electricity flows 
(the water pipe story), it contains 
a digest on the three kinds of 


branch circuits, the number to rec- 


cus- 


Following a diagrammatic 


ommend, wire and fuse sizes, spare 
circuits, convenience outlets, light- 
ing fixtures and wall switches, ser- 
vice entrance conductors, and main 
switches. 

While the booklet was being pro- 
duced, we secured a few hundred 
the Farm Market Re- 
porter, the tabloid-size newspaper 
jointly published by the National 
Adequate Wiring 
NEMA’s Farm 
reau. 


copies of 


and 
Bu- 


Bureau 
Electrification 


(Please turn to page 62) 


Wow Miany Brauch Circucts 


1. Generel Purpose Circuits 


one for each 500 aq. ft. of floor are. For 
exemple, a home with 1,500 sq. ft. needs 
three General Purpose Circus. 


2. Small Appliance Circuits 


For homes with up to 1500 sq. ft. require two each supplying some of the con- 
se venience outlets im kitchen. laundry and dining areas 


-* 


Over 1,500 sq. ft. requires three—one supplying convenience outlets in the 


quate wiring story and 


2 Smoll Appliance Circvits 


bitchen ond dining areas, one supplying convemence outien in the laundry, ont 


its relation to their 
business. 


one supplying some convenience outieh in both the kitchen and laundry 


tortew on 8 2 


SERVE REQUIRE 3. 


Oaty convenience out 20 ampere deloyed ac- 
fets—mo lights—in the tion fuses, oF circuit 
loundry, bichon ond dim | breakers, ond number 12 
inp crete, where porte ve 

bie cppieonce: ore uted : 


Individual Circuits 


FOR THESE APPLIANCES 


Range 
Full fed neenrg eapmen 
| sollte nities . —s Deb waster dace! 
Avtomone » athe 
= - Clothes dryer (240 volt 
i2 — ‘ Clothes dryer (120 volt 
oa Ame fon 
© Room cooler (1/3 ton 
- Room cooler (' 2 te 2 tons) 
Mome treeser 
Were pump 
Berroco neste 





_ %. individual Circuits 
This article is adapted 
from remarks made 
by Mr. Mooney at the pein 
9th Annual Adequate oh 
Wiring Conference 
held in Chicago, re- 

cently. 


4. Spare Circuits 
Showid be recommended on the bosh of ot leas! two te provide for tuture pur- 


chases of major electrical equipment 
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Extensive use of window unit room 


coolers in office buildings has 


necessitated large scale rewiring. 


by Sophie W. Ellis 


Rewiring for air conditioners 


@ WHEN THE LONG, hot summer of 
the Southwest starts, wiring for the 
office buildings tenanted by physi- 
cians, laboratories, and large offices 
using many electrical devices, has 
an additional load that challenges 
circuit capacity. That new load is 
the room cooler that every owner 
starts using early in the season. 
An office building that had ade- 
quate wiring even five years ago 
must now meet the power needs of 
tenants who are learning the com- 
fort of air conditioning from other 
tenants who installed their units 
last year or the year before. Every 
year new window units sprout from 
the buildings that permit their use. 
The building manager or build- 
ing engineer finds that the service 
he gives tenants who use air con- 
ditioning has a dual phase. He must 
cooperate with ‘the dealer who sells 
the unit, as well as with the tenant 
who buys and uses it. He also must 
employ sound business judgment 
and tact to protect the interest of 
those who own and operate the 
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building for income. Fulfilling the 
needs of hundreds of tenants who 
install their own air conditioning 
units is costly and complex for the 
building management. Some stand- 
ardization and rules for tenants are 
absolutely necessary. 

An outstanding illustration of 
co-operation between building ten- 
ants who own air conditioning units, 
and the dealer who sells the units 
is found in the Donaghey and Wal- 
don Buildings, operated by the 
George W. Donaghey Foundation, 
Little Rock, Ark. 

The attention of ELECTRICAL 
SOUTH was directed to these two 
buildings when it was learned that 
most of the air-conditioning units 
in both buildings were sold and in- 
stalled by one retail dealer (North 
Little Rock Tire & Supply Co.), and 
that extensive current rewiring is 
being done in the two buildings to 
care for expanding power needs. 

Why has one dealer already in- 
stalled nearly 300 window units in 
the fourteen-story Donaghey Build- 


ing and the five-story Waldon Build- 
ing across the street, with prospects 
of installing many more in the near 
future? This question, presented to 
Building Engineer J. M. Hammond, 
developed some interesting facts. 

First, here are the reasons why 
one dealer sells most of the air-con- 
ditioning units: 

(1) The dealer knows what units 
to install to serve the user without 
damaging the windows of the build- 
ing or, creating a hazard for pedes- 
trians. 

(2) The dealer gives such out- 
standing installation and mainte- 
nance service that the building man- 
agement does not have to follow 
behind or check installations. 

(3) The dealer’s salesmen center 
sales promotions on tenants in the 
buildings. 

Engineer Hammond insists that 
the building management does not 
promote the equipment of any one 
dealer. The lucky dealer who con- 
tinues to sell the tenants of the 
two buildings is successful because 
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he gives complete satisfaction to 
the tenants who buy air condition- 
ing units and to the building man- 
agement. 

To care for the electrical power 
needs of tenants who are waking 
up fast to the comfort and efficiency 
of package air conditioning, the 
George W. Donaghey Foundation is 
now completing a rewiring project 
for the two buildings at a cost of 
$50,000, designed to supply ample 
power for now and the future. 

Before the present rewiring was 
started, the Donaghey Building was 
served with 1,800 amperes main dis- 
connect fuse switches. There were 
twenty-six 30-ampere branch fuse 
panels, with three 2/0 main feeder 
wires to branch panelboards. 

The remodeling that provided the 
larger electrica! load includes a 4,- 
000-ampere circuit breaker, with 
fourteen 400-ampere three-phase, 
solid neutral disconnect switches, 
one for each floor. 

Branch panelboards consist of 
sixty-four 30-ampere circuit break- 
ers per floor, fed by 500,000 circular 
mil wire per phase to each floor, 
with 250,000 circular mil neutral to 
each floor. 


The building now has three-phase 
instead of single-phase available at 
each floor, so that the building en- 


ELECTRICAL SOUTH for MAY, 1953 


2 Pee-e 





gineer can connect to any phase 
without extending new circuits. 

The floor branch panelboards can 
serve loads at three-phase, 220 
volts; single-phase, 220 volts; or 
single-phase 110 volts. 

Building Engineer Hammond is 
now engaged in installing capaci- 
tors, one for each air-conditioning 
unit, at the branch panelboards. 

“The 
unit,”” he commented, “should make 
sure that the unit has a running 
capacitor on it. If it does not, the 
unit will lower power factor, draw 


purchaser of a window 


more current, and give fuse trouble. 
Before we started using capacitors, 
the power factor here in the 
Donaghey Building was down 10 
per cent lower than it is now. Now 
we are stacking capacitors to care 
for the air-conditioning units served 
by the branch panelboards on each 
floor.” 

The Arkansas Power & 
Company is currently 


Light 
expanding 
power service to the two buildings 
that will adequately care for all 
new air conditioning units to be 
installed. 

At the beyvinninyg of the season 
Building Manager T. W. Kirkwood 
presents a letter of instructions to 
air - conditioning, 


tenants using 


which sets forth building regula- 
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The addition of many air conditioning 
units in the Donaghey Building in Lit- 
tlhe Rock, some of which can be seen 
in the windows, has necessitated the 
installation of new circuits in many 
instances and complete rewiring of 
panelboards. Of special interest is the 
fact that capacitors are installed at the 
branch circuit panelboards as air con- 
ditioning units are added. At center, 
J. M. Hammond, building engineer, is 
seen examining a bank of capacitors. 
At right, one of the new branch panel- 
boards is being installed. 


tions regarding such installations. 

For window units of one ton or 
less, using no water, a charge of 
$25 per unit, per season is made by 
the building to cover the actual cost 
of additional power. Units equipped 
with evaporative condensers or the 
like, carry a service charge of $35 
per ton, per season. For units wast- 
ing water, a service charge of $50 
per ton is made 

The letter of instructions reminds 
tenants that the consent of the man- 
obtained before 


agemen* must be 


any air conditioning unit is in 
stalled. The building engineer will 
then check the proposed installation, 
to make certain that water and 
drainage can be supplied for a unit 
using water, an » that the new 


installation complies with building 
regulations 


Please ti fo page 74 





Use your attic fan demonstrator 


by L. H. Houck 


@ AN ATTIC FAN demonstration 
with an important added ingredi- 
ent, has doubled sales for M. F. 
Specie, owner of the Ace Electric 
Company, Moberly, Mo. 

That extra dollar-packed ingre- 
dient is the functional concept of 
the fan installation. Instead of 
plain action—just a fan turning— 
there was a fan installed properly 
doing the work it was supposed to 
do. As a selling factor there is as 
much difference as in day and 
night. 

Mr. Specie started selling fans 
several years ago. He selected a 
product that had plenty of back- 
ing, but he soon learned that even 
the best fan is hard to sell from 
a book. He hooked one up so the 
customers can see the blades go 
round, and feel the air movement. 
That was a better selling point, but 
not good enough. 

So two years ago Mr. Specie 
built a new building on one of the 
main streets and made a prover 
installation of an attic fan just 
over his desk with the air move- 
ment figured to remove the air 
from the main display room. That 
installation did the trick! 

It gets hot in Moberlv in the 
summertime, sometimes a hundred 
or more degrees, and seems even 
higher due to the humidity. Mr. 
Snecie’s store was just as hot as 
other spots in town. But he found 
that his new installation turned 
in a first-rate cooling job. Better 
than that, he could shut the fan off 
and the display room would be 
sweltering in a few minutes. 

Thus. Mr. Specie found that he 
had a demonstration that worked 
two wavs and sold fans both ways, 
too. If the fan were off, and the 
room hot, the customer would la- 
ment the fact. so that Mr. Snecie 
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would turn on the fan which 
cooled it off in a matter of min- 
utes. This spectacular demonstra- 
tion often produced a fan customer 
at the pull of the switch. 

On the other hand, customers 
who came in from a blistering 
street when the fan was going 
would usually remark how cool the 
store was and then add reflectively, 
“but I guess this is just naturally 
a cool spot anyway.” That was 
the cue for turning off the fan with 
an admonition to the customer to 
watch it get hot. 

All these conversations lead to 
discussions on the merits and de- 
merits of attic cooling, and give 
Mr. Specie a chance to get his en- 
gineering know-how and _ selling 
into willing ears. 

The fact is that the store dem- 
onstration not only feeds _ pros- 
pects continuously, it causes own- 
ers and prospects to send _ still 
other people. mostly sceptics, to 
see how his job works. 


But even following the _ proce- 
dure up to this point, the sale is 
not a certainty. It is easy to lose 
sight of the ball and lose sales, ex- 
cept for one important part of Mr. 
Specie’s credo: “Never sell or in- 
stall an attic fan inadequately.” 

Strict adherence to this rule has 
kept Mr. Specie from having to 
add dissatisfied customers to his 
problems. He believes that proper 
installation and engineering—a fin- 
ished job that does the job it is 
supposed to do—is the secret of 
attic fan selling. 

In order to deliver satisfactory 
results a fan must have more than 
adequate size. 

“Size is not enough,” Mr. Specie 
says, “because you can have over- 
size and if you do not have ade- 
quate discharge space it will not 
cool simply because the air it ex- 
tracts from the lower rooms can- 
not be discharged fast enough.” 

Mr. Specie measures a room, 
computes the size of the fan 


Customers who step into the Ace Electric Company's display room often 
comment on the cooling effect of the attic fan in use there, thus opening 
the way for a demonstration and sales talk by the owner, M. F. Specie. 
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needed, and then puts in enough 
discharge louvre space to aliow tne 
air to be discharged at the fan’s 
rate. An example is a house re- 
quiring a 36-inch fan, which han- 
dles 9700 cfm. 
feet of louvre space is provided for 
the discharge, part of the fan’s 
production is about as effective as 
blowing into a bottle. 

Even with such strict rules, Mr. 
Specie feels that his selling pro- 
gram is in no strait jacket. He 
prices his fans both installed and 
not installed but does the engineer- 
ing in both cases. 

For instance, a carpenter who 
buys a fan is not going to take 
kindly to having another carpenter 
install it in the attic. So in such 
eases, Specie sells the fan engi- 
neered and connected to the house 
wiring and then supervises the 
duct and ceiling installation so the 
buyer gets a first-class job. 

One of the obstacles to be over- 
come in selling, according to the 
Ace company owner, is price. His 
product sells for a higher price 
than some other brands, partly be- 
cause of its five-year guarantee 
and claim that it requires no at- 
tention after installation, and be- 
cause it puts out more than its 
rating. 

Mr. Specie reminds customers 
who discuss price that the fan is 
not arbitrarily priced but that its 
price is based on its construction 
quality. He then reminds the cus- 
tomer that he pays for winter heat 
as a matter of course, and there- 
fore should not complain when he 
pays to be kept cool in summer. 
Most customers will admit that 
this is a sound premise. Then Mr. 
Specie tells them that attic fans 
are like any other product; you 
get just exactly what vou pay for. 
and qualitv is alwavs cheapest in 
money and time. 

Considering it from these an- 
gles. seeing Mr. Specie’s fan in 


Unless 22 square 


ELECTRICAL SOUTH for MAY, 1953 


Mr. Specie explains that his demonstrator attic fan, installed in the rear of 
his display room, can be demonstrated two ways during the humid summers 
of Moberly, Mo. If the fan happens to be off and store is warm, he can show 
the prospect how quickly the fan will establish a cool breeze through the 
store; if fan is on and customer remarks about the pleasant coolness of the 
store, he can turn it off and demonstrate how quickly the display room 
becomes unpleasantly warm without the air changing fan. 


actual operation, and being as- 
sured that they will be given ade- 
quate installation, customers of 
the Ace Electric Company seldom 
fail to buy. 

Prospective buyers who remain 
hesitant through it all are often 
invited to accompany Mr. Specie 
on visits to inspect the actual in- 
stallations which the company has 
already made. 

One satisfied Ace customer 
phoned Mr. Specie one night to 
come over at once and take his fan 
out. Astonished, Mr. Specie asked 
him why. “Because the neighbors 
come in and sit and I can’t go to 
bed,” was his reply. 

Besides his active customers, 
Mr. Specie feels that he is building 
up a big potential in future cus- 
tomers by doing free fan engineer- 
ing for the builders of homes in 


new subdivisions. These contractors 
want to add the 
price of the fan to the home but 


usually do not 


are aware of the selling feature of 
having a home already planned for 
an attic fan. Mr. Specie goes 
about this procedure by computing 
the size of the fan the house should 
have, and the size of the opening 
and the louvres. In these cases the 
future installation consists of fan 
delivery and connecting—an _at- 
tractive deal for the new hom? 
owner. 

Many such installations have al- 
completed and Mr. 
Specie has designed the fan instal- 


ready been 


lation for several other subdivi- 
sions. The owner, of course, can 
buy any fan he likes, but usually 
Mr. Specie gets first chance at the 
since his 
Please turn to page 74) 
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business. 
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@ SECONDARY BANKING, the paral- 
leling of the secondary leads of two 
or more transformers fed by the 
same primary circuit, provides the 
advantages of improved voltage 
regulation, reduced lamp flicker, and 
reduced transformer capacity re- 
quired to serve a given area. 

Improved voltage regulation and 
reduced lamp flicker are possible 
because any given load is fed from 
at least two directions over parallel 
paths through the secondary. A re- 
duction of requirements for con- 
nected transformer capacity is 
realized through utilization of the 
increased diversity available among 
a greater number of customers. 

Secondaries may be banked by 
paralleling transformers along a 
line and leaving the ends of the 
secondary open (line banking), or 
the secondary may form a closed 
loop (loop banking). Banked sec- 
ondaries may be three-wire, 120 
240-volt, single-phase; or four-wire, 
120/208-volt, three-phase, wye. 

In the Norfolk District of the 
Virginia Electric and Power Co., 
the fast growing, heavily loaded 
commercial area of Portsmouth has 
been served with a three-phase, 
four-wire, 120/208-volt, wye con- 


This article was adapted from a 
paper delivered by Mr. Stallings at a 
recent meeting of the Engineering and 
Operation Section of the Southeastern 


Electric Exchange, in Edgewater Park. 
Miss. 
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nected, banked secondary distribu- 
tion system since 1935. The banked 
secondary area is fed by four 2.4- 
kv delta primary feeders, individu- 
ally regulated, and emanating from 
a common bus at Middle Street Sub- 
station. 

The distribution transformers in 
service in the area are all conven- 
tional transformers, some being 
three-phase, pole mounted, stack 
transformers, and some being con- 
ventional single-phase units’ in 
three-phase banks. Transformer 
primaries are fused in the same 
manner as they are in radial sys- 
tems, in accordance with VEPCo’s 
Standard Construction Manual. 

The secondary is generally #4/0 
to 500 MCM weatherproof copper, 
installed on bracket clevises or sec- 
ondary racks, and is fused in the 
secondary mains, between banks, 
with 200-N and 300-N ampere sec- 
ondary fuse links. 

In order to make secondary fus- 
ing simple, we have adopted a rule 
of thumb for the use of servicemen 
in fusing all banked secondaries: 

(1) If the secondary conductor 
is smaller than #4/0, and the 
transformer banks feeding that 
secondary are less than 150 kva, 
200-N ampere secondary fuse links 
are used. 

(2) If the secondary conductor is 
#4/0 or larger, and the trans- 
former banks feeding that second- 
ary are 150 kva or larger, 300-N 
amp. secondary fuse links are used. 


Experience 


Figure 1. This eight-block area in the 
commercial section of Portsmouth, 
Va.. has been served most successfully 
by a loop-banked secondary system for 
approximately 17 The four- 
wire, three-phase system operates at 
120/208 volts. Symbols are used to 
designate poles, transformer banks, 
and secondary fuse links. 


years. 


A portion of the banked second- 
ary area in the City of Portsmouth 
is shown in Figure 1. High Street, 
main thoroughfare through the 
heart of Portsmouth’s business dis- 
trict, divides the banked area. No 
secondaries cross High Street, but 


‘secondaries extend along either side 


of the 100 foot wide roadway from 
the Norfolk Ferry slip on the Eliza- 
beth River (Water Street) west for 
eight blocks through the business 
district, and encircle each block 
north and south of High Street for 
one block. The total area in which 
the secondaries are banked is about 
sixteen square blocks. 

Transformer banks are _ placed 
one or two spans from High Street 
and along King and Queen Streets, 
(as in Figure 1), and secondaries 
feed in several directions from the 
transformers. Secondary fuse links 
are installed at a point in the sec- 
ondary mains where load checks in- 
dicate a minimum of load current 
exchange takes place. 

Generally, the secondary is dead- 
ended on bracket clevises at this 
low load. point, or it is broken 
through a strain insulator, and a 
secondary fuse link is connected be- 
tween the two sections of secondary 
main with split bolt connectors. The 
fusible element is enclosed in a 
length of horn fibre tubing, and 
tails about twelve inches long are 
furnished for connecting the link; 
no fuse cutout is used. When the 
fuse is blown by a load unbalance 
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with banked secondaries 


by C. M. Stallings 


Virginia Electric and Power Co. 
Richmond, Va. 


(a secondary fuse has never been 
known to blow from a fault), a 
spring normally under tension with- 
in the fuse tube is released, and, 
acting as a target, indicates that 
the fuse is blown. 

In the early days of secondary 
banking in Portsmouth, personnel 
maintained a daily patrol of sec- 
ondary 
office, 


fuses from the company 
centrally High 
Street; however, as more experi- 
ence was gained with the new dis- 
tribution system, we learned that 
daily patrols were unnecessary. 
Now a blown fuse is located through 
calls from customers who note an 


located on 


increase in lamp flicker, or reduced 
on-peak voltage. 

Blown fuses are generally re- 
placed by first jumping the strain 
insulator with a load-pick-up Jump- 
er; then the new fuse is not re- 
quired to pick up the load or the 
load unbalance. 

There have been no cases of cas- 
cading in the Portsmouth system 
112.5 


kva, and no fuse larger than 300 


since all banks are at least 


amperes is used. If a transformer 
primary fuse is blown, the second- 
ary being fed by that transformer 
is isolated by the secondary fuses. 
Fuses installed at the low load point 
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Figure 2. (Left). When voltage com- 
plaints are experienced on the Ports- 
mouth banked secondary system, a 
load study of the area adjacent to the 
complaint is made, and necessary 
changes in transformer capacity are 
made. A sketch such as shown here 
is used by servicemen to record load 
check readings made with a splitcore 
ammeter. Figure 3 (Above). A small 
area in Richmond, Va., is served by a 
banked secondary system, utilizing 
conventional transformers and = 5-ky 
200-ampere fuse cutouts, with 200-N 
ampere fuse links in the secondary 
system. This is a four-wire, three- 
phase, 120/208-volt' system, also. 


in the secondary mains as. they are 
in Portsmouth, rather than in the 
transformer secondary leads, make 
the possibility of cascading negligi- 
ble. 

A further reduction of the pos- 
sibility of cascading may be realized 
by the use of specially designed 
banking which in- 
corporate two secondary breakers 


transformers 


co-ordinated with a primary pro- 
tective link 

The peak load season occurs in 
Portsmouth during the summer 
months when the commercial air 
3efore 


1935, voltage regulation, in some 


conditioning load comes on 
Please turn to page 69) 


29 





Lighting engineers mee 


@ ELECTRONICS now competes so 
successfully with power and light- 
ing that the campuses of American 
engineering schools send hardly 
any graduates into the latter field, 
and President E. M. Strong, of the 
Illuminating Engineering Society, 
asked “where we are and where we 
are going,” as he addressed the 
Southwestern Regional Conference, 
of IES, in Dallas, Texas, Apri! 12 
to 15. 

The national president, a member 
of the faculty of Cornell University, 
was actually the first speaker to 
appear before the conference al- 
though this remark was made to a 
pre-convention luncheon, attended 
jointly by delegates to the con- 
ference and members of the Dallas 
Electric club. 

It was a conference that at- 
tracted many national and regional 
IES personalities to Dallas, for it 
involved the first meeting of the 
national council in the Southwest 
and the second meeting of any re- 
gional conference. 

Deliberations of the national 
council were not reported to the 
conference, but following an execu- 
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tive meeting on local activities, it 
was revealed that Houston had been 
designated as site for the 1954 con- 
ference and San Antonio for 1955. 

And M. J. (Johnny) Myers, of 
the Public Service Company of 
Oklahoma, Tulsa, has been nomi- 
nated as regional vice-president to 
succeed W. E. Folsom of the Dallas 
Power and Light Company. Nomi- 
nation of Myers is tantamount to 
election. 

President Strong made a second 
appearance, during the first of 
three fully-packed technical ses- 
sions, and on this occasion used a 
series of slides in connection with 
his discussion, ‘‘How the Illuminat- 
ing Engineering Society Serves.” 

He commented that the society is 
approaching its silver anniversary, 
discussed relation of the society to 
engineering and pointed out, with 
the aid of slides, that every portion 
of the United States is now served 
by a chapter or section. 

He reviewed in some detail the 
society services on a national basis, 
said that he took pride in the fact 
that “we represent the future of all 
engineering worthy of the name,” 


t in Dallas 


and laid emphasis on the necessity 
for unabated research, adding that 
“in serving Our purpose, a quick 
definition for advancement is em- 
bodied in the word research.” 

But it was in the “kick-off” 
luncheon that President Strong 
somewhat plaintively related the 
campus problem of the industry 
and offered some criticism of em- 
ployers for not taking a more vig- 
orous interest, after he had re- 
viewed the strides made in electri- 
cal engineering since Franklin’s 
kite and Edison’s lamp. 

“What Edison had in mind all 
the time,” he continued, “was a 
means of distribution for getting 
this electric service into the home, 
and his system of distribution was 
really a greater contribution. For 
around 50 per cent of all power 
revenue comes from homes. 

“True, greater amounts go to 
other points, but the home buys on 
a retail basis. And in measure of 
power consumed, about 33 1/3 per 
cent is residential, 284 per cent 
industrial, 2742 per cent commer- 
cial, and the remainder is used for 
street lighting and other purposes. 


ELECTRICAL SOUTH for MAY, 1953 








“But I feel a little disturbed 
about where we are and where we 
are going, for the engineering 
campus is beset with the problem 
of the military situation... Students 
are bedeviled by the thought that 
eventually they are scheduled for 
military service, so why plan any- 
thing; and employers take the at- 
titude, ‘why hire them?’ Yet some 
employers come to us with a longer 
range of viewpoint. 


Personnel problem 

“However, many of these young 
men are not interested in the power 
field, they want to get into elec- 
tronics. There are not enough 
graduate engineers coming 
through, and those who are con- 
centrate on electronics. One rea- 
son is the near certainty of mili- 
tary service, and they are interested 
in all kinds of devices that will do 
a robot job for the military. 

“Also, there is a great amount of 
glamour to electronics and in that 
field the young man vizualizes him- 
self doing the sort of thing Edison 
did, but he does not vizualize what 
can happen in the power and light- 
ing field. 

“The utilities have done many 


fine things, but they have not 


In addition to President E. M. Strong. members of the J. S. Schuchert, J. E. Whitehead, Jr., and F. C, 


1952-53 IES Council included Past Presidents Walter Stur- 
rick and S. G. Hibben; A. H. Manwaring and Duncan 
Jones, vice-presidents; C. C. Keller, secretary; Kirk Reid, 
treasurer; G. W. Beale, Charles R. Long, Roy A. Palmer. 
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brought to our campuses an ap- 
preciation of opportunity in their 
own field—they have not pictured 
to our young students the possibil- 
ities of invention and adventure in 
this field. 

“This year, as is my custom, I 
surveyed the sophomore level at 
Cornell, and I found not one under- 
graduate at that level who is in- 
terested in going into a utility. 

“We don’t produce illuminating 
engineers because no one comes to 
the campus to hire them.” 

3efore the first of three, full- 
scale technical sessions, each of 
half a day duration, there was a 
semi-technical session immediately 
following the joint luncheon ad- 
dressed by President Strong. 

In this semi-technical session, de- 
voted principally to _ residential 
lighting, there originated a _pat- 
tern—in which discussions were 
supplemented by slides in small or 
large numbers—from which only 
three of 12 programmed speakers 
departed. This began with “Trends 
in Residential Lighting,” by Edith 
L. Bucholtz, home lighting consult- 
ant for Westinghouse. 

Miss Bucholtz used slides and a 
number of new lamps to illustrate 
her discussion and pointed out that 


vice-presidents. 


directors; F. P. Labey, Paul Hilderbrand, L. 
H. T. Rankin, L. B. Paist, George J. Taylor, Walter J. Lind, 
R. Cecil Paslay, L. A. Hobbs, and W, E. 


lighting the home is not merely a 


science, but also an art. 


Trend in home lighting 


“Needs, and the equipment avail- 

able, will constitute the basis for 
trends in residential lighting that 
we see in the next few years,” she 
emphasized. “So it is my purpose 
to give you an idea here of what you 
will see in the next two or three 
years. 

“Lighting the home is a real 
problem, for the home needs good 
reading light. We can develop the 
most wonderful equipment, and if 
it is not used right, we still get 
poor results.” 

She illustrated with slides the 
proper lighting of a television set, 
so that light falls over the wall 
area, but not on the screen. She 
demonstrated new lamps including 
several for picture lighting, and 
showed slides on how to light bath- 
rooms and outdoor flower culture. 

“Fluorescent is becoming more 
and more important to the home,” 
Miss Bucholtz added, “because the 
people working on ballasts about 
have that problem licked.” 

Miss Bucholtz, IES national 
chairman of the residential lighting 
forum, urged that such forums be 


Winkler, 
C. Twitchell, 


Folsom, regional 
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launched in the Southwest, with at- 
tendance of builders, architects 
and personnel of department stores. 

The first, full technical program 
was introduced by way of the re- 
port of Regional Vice-President 
Folsom, who said there was much 
that could be reported on, “for so 
much has happened,” but promised 
to keep it brief. 

“It was not so long ago that one 
chapter covered the entire South- 
west,” he recalled, “and we had 
four meetings a year spread out 
over the territory. Then we'started 
local study clubs and, frankly, the 
more territory the Southwest can 
lose, that much the better, for we 
are growing and decentralizing. 

“We now have a total of 352 
members and although we are one 
of the smaller regions, we are also 
one of the most active. Of course, 
we should continue to grow, but I 
believe we should put emphasis 
elsewhere than on growth. 

“T would like to suggest that our 
goal be to have the very best pro- 
grams obtainable and the highest 
possible attendance.” 

Kirk M. Reid, of the General 
Electric Lamp Division, discussed 
“Recent Developments in Street 
Lighting” and at the outset desig- 
nated as noteworthy among favor- 
able influences publication of the 
new edition of “American Standard 
Practice in Street and Highway 
Lighting” and acceptance of this 
edition. He said that 25 per cent 
of the streets in the United States 
are now lighted in accordance with 
IES standards. 

“There is a growing use of elec- 
trical discharge lights,” he contin- 
ued, “and this is a very good appli- 
cation on danger spots. About 2 per 
cent of the total of street lighting 
sockets are now filled with mercury 
lamps, compared with half of 1 per 
cent some years ago. This is largely 
because of the lower over-all cost 
of mercury lamps. 

“Back in the 1930’s there were 
many discussions involving fluores- 
cents for street lighting, and now, 
although the initial cost is two or 
three times that of mercury instal- 
lations, savings in maintenance may 
offset this initial cost. But also the 
fluorescent installation realizes for 
us big gains in both visibility on 
wet pavement and comfort. 

“What is, the future of fluores- 
cent in street lighting? Well, right 
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now we are reaching the amount 
of light needed for safety alone. 
But let’s not sell comfort short, 
even if it costs more money. And 
here is a proposal I would like to 
make to this industry. 

“Let’s get into service within 
the next year or so, at least 50 or 
100 fluorescent installations and in 
a couple of years we will know if 
operating economies offset cost, and 
if they are superior.” 

Later, after he had presented a 
paper on industrial lighting for a 
colleague who could not be present, 
Mr. Reid asked permission to di- 
gress on a chosen topic, “A Street 
Lighting Engineer Looks at Mod- 
ern Industrial Lighting.” 


Street lighting analysis 

Prepared on the spur of the 
moment, it was a brief discussion 
in which Reid drew certain com- 
parisons between the two fields, 
pointing out that although the dif- 
ferences are great in some respects, 
there are some points of similarity, 
such as: 

(1) Large areas to be lighted, 
with square footage of industrial 
plants approaching that of paved 
streets in many municipalities. 

(2) High mountings, with some 
industrial mountings higher than 
for streets. 

(3) Mounting difficulties: on 
streets, conflict with power and 
telephone lines and trees; in indus- 
try, conflict with structural fea- 
tures of buildings, cranes, convey- 
ors, and equipment. 

(4) Environments which range 
from fairly clean to very dirty. 

(5) Need for lighting mainte- 
nance facilities for large-scale op- 
eration. 

(6) Attention to environment as 
an integral part of the visibility 
problem. On streets, value of light- 
toned pavements is stressed; in in- 
dustry, the parallel is light-toned 
ceilings and side walls. 

(7) Attempts to make the visual 
task easier. At night, pedestrians 
are urged to carry a light or wear 
something white, particularly on a 
poorly-lighted street. In industry, 
color combinations on machines are 
urged. 

(8) Illumination is built up at 
critical points — intersections of 
streets, and critical work areas in 
industry. 

Reid said there were three basic 


differences, namely, general range 
of the visual task, acceptability of 
light that departs from so-called 
white light and progress toward 
lighting comfort. 

Declaring that industrial instal- 
lations are well ahead of street 
lighting in comfort, Reid confessed 
“a bit of envy for our colleagues in 
industrial lighting,” and concluded: 

“I don’t like it when top execu- 
tives in the electrical industry tell 
me they have finally seen street 
lighting which is really good, in 
visibility and in comfort. Where? 
Not in this country, but in England 
and France, where there is already 
a substantial amount of fluorescent 
lighting and, particularly in France, 
where its growth is quite rapid. | 
hope we in this country will soon 
catch up with our European 
friends.” 

C. L. Crouch, technical director 
for IES, was on the program for a 
discussion identified as “A Bushel 
of Light,” but briefed his remarks 
because of the time element. After 
some introductory remarks to make 
his point, he contended that an en- 
gineer can never judge an installa- 
tion unless he gets inside of it, and 
continued: 

“We are thinking principally in 
terms of mechanics and we are 
producing such a monotony in in- 
teriors. It is not just a matter of 
adding a mechanical touch here 
and there. 

“Let me urge that we stop and 
think and begin to vizualize our in- 
teriors as living values. We have to 
think in terms of the over-all en- 
vironment.” 

He told of a letter from a mer- 
chandising institution asking if it 
would be practical to introduce 
color and adding that there was 
plenty of light, but something 
seemed to be wrong. Later, a dec- 
orator of Crouch’s acquaintance 
visited the place and reported that 
although the lighting job provided 
75 to 100 foot-candles, the place 
was dead and cold. 

“While we have to have fixtures,” 
Crouch continued, “let’s put those 
fixtures in in an interesting and 
stimulating manner. Can I make a 
plea? Can’t we sit down and think 
in terms of the living environment 
which we hope to design? We in 
this field must have vision and in- 
genuity.” 


Dr. D. B. Harman, the brilliant 
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school lighting expert formerly re- 
tained by the state of Texas, made 
his usual indelible impression upon 
the conference. 

However, Doctor Harman ap- 
proached nearer the peak’ of per- 
plexing terminology than ever be- 
fore in appearances before the con- 
ference, his choice of descriptive 
words running largely to the aca- 
demic and clinical and some light- 
ing engineers confess that for com- 
prehension they must wait for a 
digest of his discussion by those 
more conversant with the doctor’s 
thinking. 


Lighting for schools 

He told the conference he is now 
retained by several different insti- 
tutions which are interested in 
child future. He chose to reminisce 
on advances in school lighting dur- 
ing the past ten years, and said: 

“Generally, things making a child 
‘tick’ are only secondarily related 
to light and ten years have seen us 
come a long way from ‘how many 
foot-candles?’ 

“Formerly, we have been told 
that the contrast between the type 
and the page had to be as high as 
we could make it. But now we want 
it high only when the individual is 
thoroughly acquainted with details 
of the task. If the individual is not 
thoroughly acquainted with the 
task, such high contrast is not 
needed.” 

Doctor Harman showed few 
slides, but those used served the 
purpose of emphasizing the impor- 
tance of contrast. He started with 
one slide mounting an apparently 
white block in the center. Then, by 
adding borders in succeeding slides, 
proved the original center block was 
not the color it had appeared to be. 
He continued: 

“Space is actually defined by con- 
trasts and in the next ten years con- 
trasts will largely influence activity 
in the school room. More has been 
accomplished in the last ten years 
in visual research than in the pre- 
ceding 100 years, and we are also 
developing better insight into learn- 
ing. 

“But we have been most con- 
cerned with the vision field of the 
child as if we were trying to tie 
him to his desk. Now schools are 
more and more informal, less desk- 
centered. So today, any position is 
a central position in the school 
room. And we should apply to any 
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area of the room the same contrast 
we would apply to the central area. 

“And because the learning child 
gets his concrete experience from 
modeling shadows, our job for the 
next ten years is to illuminate those 
classrooms for adequate modeling 
shadows and show three dimensions 
for what it is. 

“IT would like to repeat what I 
said ten years ago, that the job of 
the illuminating engineer should be 
that of human engineering, a task 
that enables us to get the optimum 
of expression.” 

Using diagrams, projected from 
slides, William C. Anderson dis- 
cussed in considerable detail the 
requirements for ballasts in vari- 
ous categories. He is chief engineer 
of the Jefferson Electric Co., of 
Bellwood, III. 

“Some of our earlier difficulties 
probably resulted from the fact 
that users were unfamiliar with re- 
quirements,” Anderson commented. 

“Ballast improvement is steadily 
being made, and one of the handi- 
caps to overcome is the ‘hum’ that 
is characteristic and objectionable 
to some users. 

“It is realized there is room for 
improvement, but we believe the 
fixture manufacturers should do 
their share. Ballasts are so inti- 
mately tied to lamps that to make 
any predictions about the future 
would be pure speculation.” 

The “Lighting Progress Report,” 
by Ted Sargent, of Sylvania Elec- 
tric Products, was a report being 
made for the committee, the speaker 
made plain, adding that he would 
take advantage of “what you’ve al- 
ready heard and will hear later” 
and would not discuss residential, 
streets, ballast, industrial, flood- 
lights, and fixtures. Sargent de- 
voted himself first to incandescent 
lights. 


Lamp trends 

“Addition of various types of 
coatings are characteristic of the 
field,” he reported, “and represent 
one classification of development 
giving evidence of extensive study.” 

He demonstrated various new 
developments and explained: 

“These special shapes and coat- 
ings are in order to condition the 
output. The blue, yellow, and red 
lamps I have shown are not ob- 
tained by a sprayed coating, but 
with a ceramic that is fused into 
the bulb. It is a new technique that 


will contribute permanence in that 
field. 

“The reflector bulb technique has 
gone through various steps of de- 
velopment, and the life and power 
of such lamps has been increased to 
an extent that they are more useful 
than before, but they are not 
weather proof and should be used 
with a metal protector. 

“In the mercury vapor category, 
there is a very significant field of 
development because ther initial 
characteristics have been so well 
explored and developed and because 
public acceptance is so complete.” 

Demonstrating mercury vapor 
lamps, Sargent commented that the 
changed “shape of the outer bulb” 
begins a trend in design. 

“This results in greater economy 
and improved optical advantages,” 
he added, “and such lamps are now 
long-lived up to 6,000 hours and are 
becoming more and more adapted 
to industrial and street purposes.” 

Sargent said the mercury would 
be available in wattage of 100, 250, 
400, 700, and 1,000. 

Benjamin S. Benson, Jr., assured 
the conference that the only con- 
nection between his name and the 
name of his employer—Benjamin 
Electric Manufacturing Co., of Des 
Plaines, Ill.—‘‘is that I work for 
them and they pay me.” 


Floodlighting technique 

For his discussion of “‘Floodlight- 
ing Design and Application,” he 
brought many “props” including 
miniature dummy buildings, water 
tanks, signs, and a score of mini- 
ature flood lights, each one especi- 
ally made from a flash light. When 
completed and assembled the mini- 
ature “floods’ resembled an _ ex- 
tremely stubby flash light and re- 
quired a special panel for their op- 
eration. 

Grouping and re-grouping his 
miniature “floods” before various 
arrangements of dummy buildings 
and other structures, Benson dem- 
onstrated vividly the do’s and 
don’t’s of flood lighting. 

“Floods are not to be confused 
with searchlights nor with spot 
lights,” he indicated. “Sometimes 
attempts are made to use them for 
both, but it won’t work. Floods are 
useful in enabling us to deliver 
large quantities of light and con- 
stitute a wonderful advertising 
medium in a gentlemanly sort of 

(Please turn to page 64) 
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Delivers Greater Lighting Efficiency 


due to Alzak glass-surfaced aluminum reflectors and KIRLIN prism lens. 


There are many advantages when the Kirlin Method is used. There is more useful light 
trom the lamps—a wider distribution of light rays—fixtures can be re-lamped from 
above the ceiling. Lighting maintenance costs are less. 


USE THE KIRLIN METHOD FOR HOMES + OFFICES « PUBLIC BUILDINGS 

















ae 
BRICK ot me eee 


Installation costs are less with Kirlin fix- 
tures. Regular building wire, such as rub- 
ber covered, is run direct to exclusive 
heat-insulated junction box. No asbestos 
wire is needed. 


@ Made in all sizes—square or rectan- 
gular—and in Fluorescent. 


@ Hinged rust-resisting doors in die cast 
frames suitable for outdoor locations. 


@ Wide-angle or concentrating lens. 
@ UL and IBEW Labels. 
@ In stock at leading wholesalers. 


Installed cost is less than cheap units! 


























WITH THE irlin METHOD NOTHING DAN- 


GLES FROM THE CEILING TO COLLECT DUST, AN 
IMPORTANT FACTOR IN THE HOME OR OFFICE 
AS WELL AS IN PUBLIC BUILDINGS. 


THE CO. 


3435 E. Jefferson Avenue © Detroit 7, Michigan 
, Representatives in 28 principal cities. 




















How your Kaiser Aluminum conductor 


distributor fits into your picture 


Unoer any market conditions, the wide range of services offered 
by your Kaiser Aluminum electrical conductor distributor makes 
him an important part of your picture. 


He has available a large line of Kaiser Aluminum conductor 
—including the largest range of sizes and constructions of cov- 
ered aluminum wire in the industry. This distributor availability 
gives you the benefit of fast delivery to help reduce your inventory. 


He learns your problems, suggests solutions based on his spe- 
cialized knowledge and years of experience handling problems 
like yours. And he makes available to you top-notch engineering 
services of his own and of Kaiser Aluminum. 


He keeps himself —and you — up-to-date on new developments. 
And he gives your order friendly, personal attention, whether the 
job is large or small. 


Get in touch with your nearby Kaiser Aluminum electrical 
conductor distributor now. Refer to the list below and your local 
telephone directory. 


Kaiser Aluminum offices located in principal cities. Kaiser 
Aluminum & Chemical Sales, Inc., Oakland 12, California. 


Kaiser Aluminum 


setting the pace —in growth, quality and service 


Neoprene and Polyethylene Covered Conductor, Solid and Stranded 
Self-Supporting Triplex Cable @ ACSR @ Al! Aluminum Conductor 


KAISER ALUMINUM ELECTRICAL CONDUCTOR DISTRIBUTORS 


General Electric Supply Company 


Line Material Company 


Westinghouse Electric Supply Co 


Capital Electric Supply 
Central Electric Supply Co., 
City Electric Distributors, inc 
Crescent Electric Supply Co 
Dauphin Electrical Supplies Co. 
Dutton-Lainson Company 
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Electrical & Mechanical Supply else e Super 
Eoff Electric Company 
Florida Electric Supply, Inc 
George H. Wahn Company 
Inc. Hunzicker Brothers 
Interstate Electric Co 
of Shreveport, Inc 
Maydwell & Hartzell, Inc 


Mine & Smelter Supply Company 
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® A THOROUGH understanding of 
direct job expenses and overhead 
expenses is held to be essential to 
correct figuring of costs, as electri- 
cal contractors spend a considerable 
portion of their income to defray 
such costs, and they cannot be re- 
covered unless they are included in 
the contracts which in turn are 
based upon the estimates. There is 
held to be a tendency to consider 
as overhead expense many items of 
cost which are truly direct job ex- 
penses and do not make a sufficient 
allowance for overhead to cover 
them. 

Direct job expenses are cited as 
those items directly chargeable to 
a given job, in addition to material 
and payroll, which have to be paid 
for because of the job and which 
would not have to be paid for if the 
job was not being done. Overhead 
costs are defined as all of the costs 
which have to be paid irrespective 


This is the concluding article in the series 








by C. E. Wright 


of whether any particular job is be- 
ing done. 


Twilight zone expenses 

These definitions are qualified by 
NECA, however, in this way: “De- 
pending upon the size and charac- 
ter of a job, there exists a twilight 
zone where, in accounting and esti- 
mating practices, certain items of 
cost, which in a pure sense come un- 
der the definition of direct job ex- 
penses, are sometimes handled as 
overhead expenses.” As to what 
should guide the estimator in classi- 
fying twilight zone expenses, these 
items are cited: 

1. Depreciation and consumption 
of tools by the job. 

2. Job engineering and supervi- 
sion. 





3. Working drawings and in-place 
drawings. 

4. Job truck. 

5. Transportation of men. 

6. Freight and drayage 
than direct shipment. 

7. Storage and stock men; pur- 
chasing and procurement; expe- 
diting. 

8. Job field office expense. 

9. Job timekeeper; payroll clerk. 

10. Job telephone and telegraph. 

11. Job watchman service. 

12. Estimating changes in the 
job. 


other 


13. Energy charge temporary 
light and power used on the job. 

14. Interest on borrowed money 
to finance the job. 

15. Reserve for contingency and 
guarantee of the job. 

There are special items which 
should be looked for as direct job 
expenses in certain cases; for ex- 
ample, if it is necessary to obtain 








describing the course in electrical estimating 
which some 1,500 electrical estimators and 
would-be estimators are studying. The course 
is sponsored by the National Electrical Contrac- 
tors’ Association and represents a part of its 
expanded services to members. The objective 
of the course is to increase the accuracy of elec- 





trical estimating and to reduce the number of 
below-cost bids that plague the trade. Obviously, 
this series of articles can only present the high- 
lights of the course which is copyrighted by 
NECA and represents an important member- 
ship advantage. However, the articles will out- 
line the subject matter of the course for those 
who would like to pursue the study further. 


ELECTRICAL SOUTH for MAY, 1953 





The contractor thought it was silly... 


till he proved to himself the Stab-Iok’ system costs least to install 








REPORT OF INTERVIEW WITH CONTRACTOR: 


Q—We understand you compared the time to install 
different circuit breakers. What was the result? 


A—It wasn’t even close! Stab-lok was way out ahead. 
Stab-lok is so much quicker to install that it cuts labor 
costs way below other systems. 


Q—What are the special features that speed up Stab-lok 
installation? 


A—Well, first, Stab-lok plug-in type individual pole 
breakers provide the quickest method of securely con- 
necting breakers to busses. Second, Stab-lok’s solderless 
lugs give you today’s simplest and fastest form of con- 
nection. Then, too, Stab-lok’s lug type neutral saves the 








Federal Noark products: Stab-lok Circuit Breakers, 
Motor Controls, Safety Switches, Service Equipment, 
Industrial Circuit Breakers, Panelboards, Switch- 
boards, Control Centers, Bus Duct * Sales offices in 
principal cities. 
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bother of wire looping...and removable main lugs, in 
the larger devices, save time when installing main 
conductors. 
4 

Besides these four features, there are still others that 
make Stab-lok least costly to install...easily removable 
interiors...large gutter space...conveniently located 
knockouts... simplest adjustme nt to plaste r level on 
flush enclosures. 

In addition, Stab-lok is the most modern, complete 
and flexible circuit protection system on the market. 
Write for full information, and order Stab-loks from 
your distributor. Federal Electric Products Company, 
50 Paris Street, Newark 5, N. J. 











a special license for only one job, 
as in another town or city. Some 
items of electrical equipment, such 
as switch-gear, transformers, car- 
loads of conduit, large reels of 
cables, etc., may require payment 
of charges for direct freight and 
drayage. These charges may be 
costly in an unusual location, such 
as on islands, in mountains, or other 
inaccessible areas. Fire insurance 
premiums, it is held, are a job ex- 
pense if the contractor is required 
to carry such insurance to cover the 
value of material in place or on the 
job site. 

Allowance for depreciation and 
use of tools is another subject to 
which adequate attention is being 
paid. In too many cases, it is said, 
an adequate allowance is not made. 
The principles which should guide 
the allocation of tool costs to either 
direct job expense or overhead ex- 
pense are said to be these: On small 
jobs where tools and equipment are 
used for only a short time, it may 
be impractical to charge the cost as 
a direct job expense, but on larger 

. jobs where tools remain on the job 
for several months an allowance 
should be made as a direct job ex- 
pense. 

The most practical way of allo- 
cating pro rata costs of tools and 
equipment in an estimate is to es- 
tablish a monthly cost or rental per 
tool, calculated in general on the 
basis of the estimated life of the 
tool. Three different procedures for 
determining the total tool cost are 
outlined in the course. 


Other direct job items 

Other costs which should be in- 
cluded in direct job expense under 
certain conditions are said to be 
these: 

An allowance for supplemental 
engineering in the case of small 
jobs for which no plans or specifica- 
tions have been prepared and in the 
case of larger jobs which are in- 
adequately engineered. 

An allowance for special jobs su- 
pervision should be made when such 
supervision other than that pro- 
vided by the job foreman or gen- 
eral superintendent is required for 
more efficient job management. 

An allowance should be made in 
the estimate for preparation of sup- 
plemental drawings whenever work- 
ing drawings, detailed approval 
drawings or in-place drawings are 
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THE SUMMARY or the final ac- 
cumulation of all estimating 
costs, and the determination of 
the final quotation is held to be 
of great importance “because 
more serious errors are prob- 
ably introduced into the final 
quotation in the summary than 
in any other part of the esti- 
mate preparation.” Students in 
the NECA course are being 
taught that the summary should 
include the following groups of 
data. 


Cost of listed material and 
labor. 

Allowance for miscellaneous 
material and labor. 

Job factor allowance. 

Direct job expenses. 

Overhead allowance. 

Special costs —that is, sales 
and excise taxes, payment and 
performance bonds, etc. 

Profit allowance. 


A good summary form is es- 
sential as a sound guide to ac- 
curate summarizing of the esti- 
mate, as it will provide title 





Importance of the summary sheet 


spaces for the entry of all nec- 
essary cost figures and also 
serve as a reminder and check 
list. NECA recommends to its 
students the use of its own 
form 12-E as giving full consid- 
eration to all the factors usually 
involved in properly summariz- 
ing an estimate. 

It also recommends the segre- 
gated basis of summarizing, 
which calls for the entry of sub- 
totals of material value and 
man-hours of labor for each 
segregated section of the job, 
and provides a quick and obvi- 
ous check against major “leave- 
outs.” 

Further, it allows for a com- 
parison of the ratio of labor 
man-hours to the dollar value of 
the material in the case of 
branch circuit wiring, heavy 
power wiring, and service feed- 
ers. 

The course emphasizes that a 
segregated summary facilitates 
job cost analysis by automati- 
cally providing the man-hours 
allowance for each segregated 
section of the job. 








required by the job _ contract. 

An allowance for freight and 
drayage should be made where the 
nature of the job is such that a con- 
siderable portion of the time of one 
or more trucks will be required to 
service a job, as a direct job ex- 
pense. 

An allowance for storage costs 
should be made when storage facili- 
ties have to be provided at the job 
site or in other warehouse space in 
addition to the regular storage 
available at the contractor’s own 
shop. 

An allowance should be made for 
the time and expenses of a stock 
man or purchasing agent on any 
job which is of sufficient scope that 
a large part of the time of that per- 
sonnel will be directed to servicing 
that particular job or where it may 
be necessary to set up a job office 
and warehouse. 

An allowance for borrowed money 
should be included on large jobs 
which require supplemental finan- 
cing over a period of time. 

Direct job expense, it is held, 
should be incorporated in an esti- 
mate on a dollar value basis, it be- 


ing held that percentages must 
necessarily depend upon averages 
and introduce a greater opportunity 
for error than when an estimator 
determines a dollar value cost 
“tailor made” for a given job. 


Allowing for overhead 

The importance of the overhead 
allowance in summarizing the esti- 
mate is highly stressed in the NECA 
course because it is always a large 
item, commonly ranging from an 
eighth to a quarter of the total cost 
of a job. Salaries of officers or own- 
ers should be clearly indicated in 
calculating the total overhead costs. 
If the owner works all or part time 
on jobs, the value of the time 
worked on each job should be 
charged to that job, and the differ- 
ence between the owner’s time 
charged to specific jobs and the to- 
tal value that he places on his ser- 
vices to the should be 
charged to overhead expenses. 

If a combination type of business 


business 


is being operated, expense items ap- 

plicable to each division should be 

segregated, but if this is not prac- 
(Please turn to page 61) 
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THESE 
THREE 


ARE 


ANI 


for LOW COST, TROUBLE-FREE OPERATION of 
SIGNAL, CONTROL and COMMUNICATION CIRCUITS 


Here’s a list of the top quality benefits you get when you buy Simplex 
Polyethylene-Plastex Signal Cables. For more complete information send for our 
newly-revised Simplex catalog +1010 in care of the address below. 


POLYETHYLENE INSULATION 


eHigh Dielectric Strength 

@Low Dielectric Constant 

@Low Power Factor 

®High Insulation Resistance 

®Good Physical Properties 

®Low Water Absorption 

*Resists Oils, Chemicals, Sunlight, 
Aging 

®Low Cracking and Shattering Tem- 
peratures 

®Resists Deformation 


®Permits Use of a Thin Wall 


Simple. WIRES & CABLES 
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PLASTEX JACKET 


@ Tough yet Flexible 
eLow Cracking Temperature 
e Wide Temperature Range 


eResists Abrasion, Oils, Chemicals, 
Flame, Sunlight, Aging 


@ Low Water Absorption and Diffusion 


COMPLETED CABLE 


@Small in Diameter 

®Light Weight 

®Low Capacitance and Attenuation 

® Electrical and Mechanical Stability 

®Comes in Three Types Shown Above 
for Duct, Underground and Aerial 
Service 


SIMPLEX WIRE & CABLE CO. 
79 SIDNEY STREET, 
CAMBRIDGE 39, MASS. 








INDUSTRY NEWS 


Timely items relating to contractors, light 


and power companies, electrical wholesalers, 


electrical manufacturers and their agents. 





Specialty contractors 
seek protective laws 


THE SPECIALTY contracting in- 
dustries that perform approxi- 
mately one-half of the dollar value 
of new building have asked the 
Congress to enact legislation re- 
quiring that government construc- 
tion agencies prescribe a fair bid- 
ding procedure on all federal pub- 
lic works. 

Representatives of the heating, 
plumbing, electrical, air condition- 
ing, piping and ventilating indus- 
tries appeared before a joint hear- 
ing of the Senate Judiciary Monop- 
oly Subcommittee and the House 
Judiciary Claim Subcommittee to 
urge prompt passage of the Federal 
Construction Contract Bill. 

The proposed legislation would 
require general contractors to list 
their major subcontractors and 
the amount of these subbids on fed- 
eral lump sum contracts and would 
require the government on cost- 
plus-fee contracts to use only ex- 
perienced, qualified mechanical 
specialty firms. 

Speaking in behalf of the more 
than 75,000 independent small busi- 
ness mechanical specialty contract- 
ing concerns employing a half mil- 
lion of the highest skilled crafts- 
men in the construction industry, 
Paul M. Geary, executive vice-presi- 
dent of the National Electrical Con- 
tractors Association, testified that 
the bill had the overwhelming sup- 
port of these industries. 

Mr. Geary pointed out that op- 
position to the measure was based 
on erroneous interpretations and 
misrepresentations. It is not, he 
emphasized, a measure requiring 
separate contracts for the mechani- 
cal work and it does not diminish 
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the responsibility of nor does it in- 
jure the ethical general contractor. 

“It is aimed at the widespread 
unethical fair trade practices 
known as bid shopping and bid 
peddling,” Mr. Geary testified. “It 
imposes no appreciable burden on 
the federal construction contract- 
ing agencies and will result in low 
competitive prices stated at the 
outset without the endless haggling 
and chiseling that now charac- 
terizes practically every federal 
construction contract proceedings 
with the attendant lowering of 
quality of construction.” 


MeClurkin heads 
utility association 


THE NEW PRESIDENT of the 
Southeastern Electric Exchange, 
elected at the recent general con- 
ference held at Boca Raton, Florida, 
is Lee C. McClurkin, president, 
Savannah Electric and Power Co., 
Savannah, Ga. 

Other officers elected at the meet- 
ing of the Exchange are first vice- 


L. C. MeClarkin 


president, Harlee Branch, Jr., 
president, Georgia Power Co., At- 
lanta; second vice-president, W. J. 
Clapp, president, Florida Power 
Corp., St. Petersburg; and third 
Dinwid- 
die, president, New Orleans Public 
Service, Inc., New Orleans, La. 
New directors elected to the 
M. Smith, president, 
Alabama Power Co., Birmingham; 
L. T. Smith, vice-president and gen- 
eral manager, Gulf Power Co., 
Fla.; and George M. 
Nelson, president, Eastern Shore 
Public Service Co., Salisbury, Md. 
Mr. McClurkin, the new president 
of the Exchange, has been with the 
Savannah Electric and Power Co., 
since 1948. Before joining the 
Savannah company, Mr. McClurkin 
was president and general manager 
of the Upper Peninsula Power Co., 
of Houghton, Mich. Previously, he 
had been associated with various 
cther electric operating companies, 
including Gulf State Utilities Co., 
Arkansas Utilities Co., West Coast 
Power Co., and the California Pub- 
lic Service Co. The latter three 
companies he served as president 


vice-president, George S. 


board are L. 


Pensacola, 


and general manager. 


Tulsa eleetrie code 
liberalized for homes 


RECENT amendments to the 
Tulsa, Oklahoma, electrical code 
made by the city commission per- 
mit the choice of several different 
wiring methods in new construc- 
tion or remodeling of one and two 
unit residences, not exceeding one 
story in’ height. 

The wiring methods permitted 
include the use of armored cable 
(BX), flexible metallic conduit 
(Greenfield), electrical metallic tub- 
ing, and non-metallic sheathed cable 
(Romex). The amendments pro- 
vide that the use of these wiring 
methods is permitted when _in- 
stalled in accordance with the Na- 
tional Electrical Code. 

The revised city electrical or- 
dinance specifies that all wiring for 
heat, power, or light in all future 
construction except one and two 
unit residential buildings not ex- 
ceeding one story in height shall be 
installed in rigid conduit. The same 
applies to remodeling work. 

The electrical ordinance formerly 
in effect did not recognize the use 


of armored cable (BX), although 
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ALLIS-CHALMERS 


9/8% STEP 
VOLTAGE REGULATORS 


Get Accurate, 
Reliable Service 


The chart above shows why it will pay you to analyze changes in 
system economics brought about by Allis-Chalmers distribution regu- 
lators. They give you highest quality voltage regulation at a cost lower 
than any other method of regulating voltage. 

Result of 20 Years of %% Development 
Allis-Chalmers distribution regulators give you all the advantages of 
47% step regulation. You get a + 1 volt band, 20% range, and a 
wide line that includes a rating for nearly every voltage need. In 
addition, you get Allis-Chalmers features like “Feather-Touch” control, 
unit-type construction, long-life contacts, and a mechanism that can 
withstand five million operations. 


Get Cost Comparison Charts 
A set of six charts is available to help you analyze savings you can 
make on many different systems with Allis-Chalmers distribution regu- 
Jators, Call your nearby A-C district office or write Allis-Chalmers, 
Milwaukee 1, Wisconsin, for full information. A-4043 


ALLIS-CHALMERS <©) 


Originators of %%> Step Regulation 
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this wiring material was permitted 
during the war on a temporary 
Such installations were still 
allowed even though the 
provisions permitting 
the use of armored cable within 
the city had expired in December, 
1951. 

In adopting the new amendments 
to the city electrical ordinance, the 
Tulsa city commission gave con- 
sideration to recommendations 
made by associations of Tulsa home 
builders and electrical contractors. 
The recommendations of these 
groups, however, were not followed. 

The recommendation of the home 
builders and electrical contractors 
would have outlawed the use of 
armored cable (BX) and would per- 
mit the use of non-metallic sheath- 
ed cable (Romex) in one-story 
dwellings of 1500 square feet or 
less, provided it was installed in 
accordance with the National Elec- 
trical Code and provided that a 
third wire would be installed for 
grounding all metal box connec- 
tions of each such installation. 


basis. 
being 
emergency 


GE visual program 
on industrial wiring 


A VISUAL PROGRAM which outlines 
the latest electric power distribu- 
tion practices for industrial plants 
has been announced by the General 
Electric Co. 

The new program presents 12 
ideas to help industrial plants 
maintain power continuity, reduce 
installation and operating costs, 
safeguard personnel and _ equip- 
ment, and plan modern, efficient, 
flexible power systems. 

The latest in the G-E More Power 
to America series of presentations, 
it consists of a 35-mm sound-color 
slidefilm, a 28-page power distribu- 
tion manual, and allied literature 
with additional product informa- 
tion. 

The 20-minute film, called “The 
Vital Link,” offers information on 
how to select economical unit sub- 
station sizes, what circuit arrange- 
ments fit specific needs, how to 
select and maintain proper volt- 
ages, and what protective devices 
should be built into a power system. 

Advantages of neutral grounding 
and radial and secondary-selective 
circuit arrangements are pointed 
out in the 106-frame _ slidefilm. 
Tables and cost-comparison charts 
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Interlocked armor cable is easy to install and saves 20 to 40 per cent over 
rubber insulated cable in conduit. A 350 MCM interlocked armor cable will 
safely carry as much current as a 500 MCM RH rubber-insulated cable in 
conduit. (One of the frames from the new G-E More Power to America 


slidefilm, *“*The Vital Link.) 


aid in the discussion. The benefits 
of high-voltage lighting, rectifiers, 
capacitors, interlocked armor cable, 
and plug-in busway are illustrated. 

Explaining the modern practices 
of electric power distribution in 
greater detail and in more techni- 
cal manner than the slidefilm is the 
two-color, illustrated manual en- 
titled “Industrial Power Distribu- 
tion Idea Book.” This publication, 
designated GEA-5900, stresses the 
same 12 points as the slidefilm, but 
goes into a deeper analysis of each 
idea. 

Another bulletin included in the 
program package is GEA-5896, a 
12-page booklet of case histories 
which show power distribution sys- 
tems installed in industrial plants 
of various types throughout the 
nation. 


Light-conditioned homes 
shown in North Carolina 


SIXTEEN thousand citizens of 
Wilmington, N. C., and vicinity 
turned out recently for a preview 
of the “New Look” in lighting. 
Four new homes in which “light 
conditioning” was featured were 
opened for public inspection. 

Carolina Power and Light rep- 
resentatives were on hand to show 


the visitors the advantages of 


lighting. Sunday traffic 
was so heavy, extra policemen had 
to be called to control it. 

The public’s approval of light 
conditioning (three of the four 
homes were sold during the inspec- 
tion tour) was especially pleasing 
to the company’s sales department 
in Wilmington. These homes are 
the first there to have light condi- 
tioning, and are the second in 
North Carolina. The first light- 
conditioned home in North Caro- 
lina was in Winston-Salem. 


planned 


New tubing shown 

A NEW DEVELOPMENT in electrical 
metallic tubing, “Colorline E.M.T.” 
manufactured by Nikoh Tube Co., 
5000 S. Whipple St., Chicago 32, IIL., 
will be shown to the industry for 
the first time at the N.A.E.D. con- 
vention and trade show in Chicago’s 
Conrad Hilton Hotel May 24-29. 

According to Robert Sullivan, 
more than five years of comprehen- 
sive research by working electri- 
cians and contractors had gone into 
developing the product “to conform 
with the most practical of thou- 
sands of from the 
field.” Details of the improved fea- 
tures will be announced in the near 
future. 


suggestions 
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weve yyy & A Ness 
NEW BENJAMIN "PANEL-GLO” “SASS SOOO 
cuts former Benjamin Price for MAAAAAAAA RARE 
ceiling louvers by as much as 50%! NEW BENJAMIN "SKY-GLO” 
Louvers now priced 
approximately 33'4% less! 


2 Great Advancements Insure Quality Lighting 
to Benjamin’s High Standards at New Lower Prices! 


NEW Simplicity brings down installed price! 


NEW, Easier Installation brings down installed price! 
New low prices and all-around simplification of Benjamin luminous : 
ceiling lighting enable you to increase your ceiling lighting prospects 
by offering a lower installed price. Benjamin “Sky-Glo” and 
“Panel-Glo” represent a brand-new approach to ceiling lighting 
for stores. offices. ete. Here is lighting that is O 
engineered for simple, low-cost installation ... designed 
for high-level, well-diffused lighting quality, featuring 
the maximum seeing comfort always associated with 
Benjamin translucent ceiling lighting. 
Send for Free “Sky-Glo™ and “Panel-Glo” Data Bulletin. 


Benjamin Electric Mfg. Co., Dept. Z-1, Des Plaines, Illinois NOW, figure the complete price of a ceiling-lighting job by the sq. ft.! 


BENJAMIN 





NAMES IN THE NEWS 


Three changes in its field sales or- 
ganization have been announced by 
General Electric’s Trumbull Electric 
Department, of Plainville, Conn. 

J. E. Kerby, for the past two years 
manager of the company’s Southwest 
District, has been named manager of 
the newly created West Central Dis- 
trict, with headquarters in Kansas 
City. The new district will cover the 
‘entire states of Kansas and Colorado, 
and parts of Oklahoma, Arkansas, 
Wyoming, New Mexico, and Missouri. 

Having served for several years as 
a Trumbull sales representative in 
the South Carolina area, A. P. Me- 
Graw will now become manager of 
the Southwest District, with offices 
in Houston. This district covers all 
of Texas and parts of New Mexico, 
Oklahoma, Mississippi, Alabama, Ar- 
kansas, Louisiana, and Florida. 

J. E. Van Effen has been named 
manager of the newly established 
Cleveland District, with headquarters 
in Columbus. Before a recent tour of 
duty with the Air Force, Mr. Van 
Effen was manager of the Atlantic 
District. His new district will include 
parts of Ohio, Pennsylvania, and West 
Virginia. 

& 


At the annual stockholders meeting 
of Day-Brite Lighting, Ine., St. Louis, 
the board of directors announced the 
appointment of O. W. Klingsick as 


oO. W. Klingsick 


executive vice-president, James F. 
Whitehead, Jr., as vice-president in 
charge of sales, O. C. Klingsick as 
vice-president in charge of operations, 





Dates Ahead 


Southeastern’ Electric Ex- 
change, Industrial Power Sales 
Conference, Fort Sumter Hotel, 
Charleston, S. C., May 21-22, 
1953. 


National Association of Elec- 
trical Distributors, 45th Annual 
Convention, Conrad Hilton Ho- 
tel, Chicago, Ill., May 24-29, 
1953. 


National Industrial Service 
Association, 20th Anniversary 
Convention, Hotel Statler, New 
York City, N. Y., May 24.28, 
1953. 


National Store Modernization, 
4th Building and Maintenance 
Show, Madison Square Garden, 
New York City, N. Y., June 
9-12, 1953. 


American Institute of Elec- 
trical Engineers, Summer Gen- 
eral Meeting, Chalfonte-Haddon 





Hall Hotel, Atlantic City, N. J., 
June 15-19, 1953. 


International Association of 
Electrical Inspectors, IAEI Sil- 
ver Jubilee Meeting, joint meet- 
ing of Eastern, Southern, West- 
ern, Northwestern, and South- 
western Sections, Ed;rewater 
Beach Hotel, Chicago, Ill., Sept. 
21-26, 1953. 


American Institute of Elec- 
trical Engineers, Middle East- 
ern District Meeting, Daniel 
Boone Hotel, Charleston, W. 
Va., Sept. 29-Oct. 1, 1953. 


National Association of Cor- 
rosion Engineers, South Central 
Region Annual Meeting, Mayo 
Hotel, Tulsa, Okla., (tentative 
dates) October 7-9, 1953. 


American Institute of Elec- 
trical Engineers, Fall General 
Meeting, Muehlebach Hotel, 
Kansas City, Mo., Nov. 2-6, 
1953. 








and William F. Coffing, as vice-presi- 
dent-controller. 

Prior to these appointments, O. W. 
Klingsick was vice-president, Mr. 
Whitehead was general sales man- 
ager, O. C. Klingsick was in charge 
of operations of the St. Louis and 
Tupelo plants, and Mr. Coffing was 
controller and office manager. 


Ennis S. Joslin, manager of the 
Corpus Christi District of Central 
Power and Light Co., was recently 
elected a vice-president and director 
of the company. He will continue to 
serve in the capacity of district man- 
ager. 

As a vice-president and member of 
the board, Mr. Joslin succeeds J. T. 
Persons, who retired after more than 
25 years of active service with the 
company on March 31. 

Company officers re-elected are Lon 
C. Hill, president; J. L. Bates, vice- 
president and general manager; 
Dwight Carlsen, vice-president and 
advertising manager; G. W. Gilliam, 
vice-president; N. A. Easter, vice- 
president and rate engineer; W. D. 
Boone, secretary-treasurer; Tom D. 
Pierce, secretary; Alice 
Huebner, assistant secretary; E. B. 
Rhodes, assistant treasurer; James A. 
Manley, assistant treasurer; and Gar- 
net Menger, auditor. Messrs. Bates, 
Boone, Carlsen, Easter, Gilliam, and 
Hill are also members of the board of 


assistant 


directors. 

An employee of Central Power and 
Light for more than a quarter of a 
century, Mr. Joslin has spent all but 
one year of his public utility career 
in the Corpus Christi office. He joined 
the company in 1927 as a cashier. 


Wayne D. Bennett, who had been 
vice-president and general manager 
of Interstate Electric Co., since it was 
recently purchased from Percival 
Stern, has been named president of 
the company at a meeting of the com- 
pany’s board of directors. 

At the time he became vice-presi- 
dent and general manager, Mr. Ben- 
nett was an executive of Dallas Rupe 
and Son, investment bankers of Dal- 
las, Texas. 

Also elected were: Charles Sullivan, 
formerly of Woodson-Bozeman, Mem- 
phis, and McGregor’s, Inc., Memphis, 
named vice-president in charge of the 
Major Appliance Division; and L. J. 
Olivier, formerly manager of Graybar 
Electric, New Orleans, named vice- 
president in charge of the Electrical 
Division. 

Other officers named at the direc- 
tors’ meeting were: E. D. Conway, 
vice-president in charge of Dixie 
Auto-Lec Division; Walter Brown, 
vice-president in charge of purchas- 
ing; Hans Kuttner, vice-president in 
charge of operations; Elvin Breaud, 
vice-president and _ secretary, and 
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OF TRUMBULL 
SAFETY SWITCHES 


let you fit practically any low voltage ap- 
plication with a new high in dollar value 


Trumbull presents a complete and superior line 
of safety switches, each designed for a clearly 
defined type of service. Trumbull has always 
provided the selling advantage of “more product 
for the customer's dollar.” Now the comparison 
can readily be made crystal clear to contractor, 


specifier, and user. 














*HEAVY DUTY INDUSTRIAL 
Exceeds NEMA Type A Standards 


The Trumbull Style HCI Front Oper- 
ated Safety Switch is without any ques- 
tion the finest switch ever built by 
Trumbull, the Safety Switch leader. It 
has every installation convenience, 
every operating and maintenance 
advantage, and all the protection we 
know how to build into a switch. Its 
unique and thoroughly proved pole 
units introduce a Gectealie superior 
switching principle. It is deliberately 
designed and built to exceed today’s 
requirements and last as near to for- 
ever as a switch can. 








= 





*STANDARD DUTY 
Meets NEMA Type A Standards 


The Trumbull Style HCI Side Operated 
Safety Switch will meet all but the 
most rugged demands with plenty to 
spare. It features the HCI pole unit 
with circuit breaker are quenching 
action. While it meets NEMA Type “A” 
specifications it offers substantial cost 
savings. No Trumbull safety switch 
ever offered more for the money. 








*The pole units of Style HCI switches 
feature the magnetic-repulsion 
principle of arc-quenching, similar 
to that of a modern circuit breaker. 
Grid pins break up and quickly 
dissipate thé arc. Double-break 
visible contacts are actuated 
by a heavy spring, with practically 
instantaneous make and break. 

These exclusive features result in 
high interrupting capacity and longer 


switch life. 
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GENERAL USE 
Meets NEMA Type D Standards 


The Trumbull Style D Safety Switch is 
designed for many applications where 
service is not severe and continued 
overloads unlikely. This well-engi- 
neered and sturdily built switch does 
its job at real savings in first cost. It is 
suited for use in many distribution and 
branch circuits, for flood or sign light 
ing. service entrances, heating and ait 


conditioning equipment 


There is a Trumbull safety 
switch to meet practically any appli- 
cation up to 1200 amperes, 600 volts AC or DC. 


TRUMBULL(T) ELECTRIC 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
PLAINVILLE, CONN. 





ACCURATE FRICTION 
APE—High grade 
rubber carefully com- 
pounded with finest 
cotton base provides 
maximum mechanical 
protection for every 
wrap. Made in Stand- 
ard and A.S.T.M. 


ACCURATE RUBBER 
TAPE — Features high 
elasticity, excellent 
cohesion, high dielec- 
tric and super aging 
qualities. Available in 
Standard and A.S.T.M. 
—A.A.R. grades. 


ACCURATE PLASTIC 
TAPE — Offers a bulk- 
reducing combination 
of thin coliper, good 
mechanical ond di- 


SUPER AGING QUALITIES 
MAKE THE DIFFERENCE! 


Electrical wraps made with Accurate Tape 
actually improve with age. The raw materials 
engineered into Accurate Tapes are selected for 
extra durability and maximum electrical and 
mechanical protection. For example, Accurate Rubber 
Tape features high elasticity, excellent cohesion, 
high dielectric and super aging qualities. No heat or 
extra pressure is required during application, 

yet the job improves with age. Whether you use 
Accurate Friction, Rubber or Plastic Tape, you can 
be sure there’s no finer tape at any price... 
Accurate provides positive tape protection! 


WRITE FOR NEW CATALOG—AIll you need to know 
about electrical tapes in one handy brochure. 
Call or write for your copies to: 


ACCURATE MFG. COMPANY, GARFIELD, N_.J. 


YOUR BEST BUY IN TAPE! 
MORE THAN A _— 


CENTURY OF TAPE SPECIALIZATION 
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Robert E. Dennard, vice - president. 
Walter H. Weil, Jr., is treasurer, Ken- 
neth Seidenberg, assistant secretary, 
and Everett I. Gares, assistant treas- 
urer. 


Appleton Electric Company has an- 
nounced the appointment of John O. 
Bell, Jr., as district sales manager fo 
the entire state of Texas, with head- 
quarters in Houston. 

Mr. Bell has been actively associ 


Type ARTC Ex- 
plosion- Proof 
Tumbler Switch 
Unilet. Made of 
unbreakable 
MALLEABLE 


ccc" = Protect all Hazardous 

‘e~y) Locations with 
APPLETON EXPLOSION-PROOF 
2.0. tell. EQUIPMENT 


ated with the electrical industry fot It’s a comfortable feeling to know that all hazardous 
‘eight years and for the past five vears locations in your plant have Appleton positive protection 
he has been with Appleton as a sales AA-51 Series against fire or explosion from electrical causes. 


. ° aa Vent T Bae H : : 
engineer in the Southeast Texas ter- Me eile a Appleton Explosion-Proof Equipment confines all short 





citory. lighting fixture. Circuits, switch arcs, flames or explosions within the 
; ° ones switch box, conduit fitting or fixture. All threaded con- 
service. nections have five full threads to imprison flames or arcs, 
and to cool escaping gases after an internal explosion 
has occurred. Flat joints at cover openings are accurately 
City, has been elected president of the machined for flame-tightness, and have extra screws 
Wheeler Insulated Wire Company, and : for added strength. 
George B. Horn, of Waterbury, Con- ~ 
necticut, vice-president and general 
manager of the Waterbury concern, it 


Dawson J. Burns, of New York 


Unbreakable malleable iron gives extra strength and 
lightness. Appleton Explosion-Proof fittings 
H ' : withstand at least four times the maximum 
ea epee aie recently bs vay 1a Am possible internal pressures without 
ickers, president of the Sperry Cor- SS = bursting or loosening screws 
~~ - i i . or joints. 
wir, »urns, WhO Wi aiso re a di- » ° 
, : All Appleton Explosion- 
rector of the company, succeeds A. : = ‘ : "alle 
, - Type EFU Explosion-Proof Proof Equipment meets the 
Roy Welton, who retired at the end fluorescent lighting fixture. Avail- , : . 
of last year. Mr. Burns has been with able for two 40 Watt, 48” lamps; 7 requirements of Class I, 
ee : , ; or two 100 Watt, 60” lamps. . Groups C and D, hazardous 


the Sperry Corporation since 1949 and ; yr : 
; F locations. Write for details. 


prior to that time was president of the 
Ward-Leonard Electric Company, Mt. ”: 
‘Vernon, New York. He is still asso- RY owners 

ciated with the Sperry Corporation in A 2] o L & T | A 
an advisory capacity and will main- ie 

tain his headquarters in the parent 
company office in Rockefeller Center. 


L. Melvin Grawemeyer has been 


‘ rn \ - ' * t 
elected vice-president in charge of : 
sales of the Illuminating Division o . § 
_— rf . g : , : f Type FSQX Explosion-Proof and 
The Miller Company, Meriden, Conn Dust-Tight plug and receptacle 

Mr. Grawemeyer has been associ- with interlocking safety switch. 


ated with the company since 1927. He Sold Through Electrical Wholesalers 


has had broad experience in lighting APPLETON ELECTRIC COMPANY 
ssles having represented the company : 1754 Wellington Avenue © Chicago 13, Illinois 
in field sales capacities in the Georgia 

and Pennsylvania territories and since CONDUIT FITTINGS ¢ LIGHTING EQUIPMENT ¢ OUTLET AND 
early in 1951 as Illuminating Division SWITCH BOXES  EXPLOSION-PROOF FITTINGS © REELITES 


sales manager. Sales Engineers in All Principal Markets 
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You-Metallic 
FIXTURES 


Accommodates 
Standard 
3%" Globe 


NON-CORROSIVE! 
NON-STAINING! 


These fixtures are molded of Non-Corrosive 
and Non-Staining Bakelite. Thus they prevent 
the unsightly staining of the paint so often 
evident with the conventional metal fixtures. 


On the sea coast where salt laden at- 
mospheres rapidly destroy metal fixtures, 
UNION‘S Non-Metallic fixtures are unsur- 
passed. 


No. 169 is also Dust and Bug Proof, there- 
by eliminating the constant chore of globe 
cleaning. 


Porch Light 
BUG PROOF - VAPOR TIGHT 
NON-CORROSIVE 


No. 169 


Fits 34 or 4” 


Box 


IN 


PARKERSBURG, W.VA. 





NEW PRODUCT NEWS 


Remote control oil switch 


LINE MATERIAL Co., Milwaukee 1, 
Wis., is now manufacturing a motor 
operated oil switch, the 1-m Kyle Type 
NR, rated at 14.4 kv, 200 ampere 
nominal load and 9000 amperes RMS, 
a symmetrical momentary current 
rating. It is designed for low cost 
switching of capacitors up to 3500 
kvar, street flood, and airport light- 
ing; sectionalizing, load-break appli- 
cation and remote control switching. 


The contact structure is designed so 
that heavy currents increase contact 
pressure and give the switch high 
momentary and short time current 
ratings. The contacts are spring-load- 
ed and provide a very fast “break,” 
thus eliminating restrikes and mini- 
mizing contact erosion when closing 
in on a large capacitor bank or in- 
terrupting capacitor or load currents. 

Bushings are the clamp-on type 
which makes replacement easy. They 
are furnished with plated Universal 
terminals which are the only external 
energized parts. They will take alu- 
minum or copper conductor, No. 8 to 
2/0. Bushings are oil-filed for lowest 
radio noise level. 

The switch mechanism is housed in 
a heavy gauge steel tank and holds 1% 
cian of oil. All of the inner mechan- 
ism is insulated from the tank and 
the head and operating handle are 
electrically dead and may be grounded 
for maximum safety. A dip stick is 
provided on the head for checking the 
oil level. 

£ 


New Swivelier catalog 


COPIES OF THE NEW catalog of 
Swivelier Universally Adjustable 
Lighting Products, Bulletin 132, may 
be obtained by writing to Department 
S, Swivelier Co., Inc., 43 34th Street, 
Brooklyn 32, N. Y. 

The catalog covers the entire line, 
which consists of over 300 units engi- 
neered to meet every adjustable light- 
ing need. It replaces all other Swive- 
lier catalogs, and features ten brand- 


new Swivelier items and 13 redesigned 
units. 

The 40-page book is handsomely 
lithographed in two colors with a five- 
color center insert which describes 
Swivelier “Vogue - Lites,” modern 
lamps for modern interiors. Products 
are arranged in the catalog into eight 
sections—Canopy Shade Units, Port- 
able Units, “Vogue-Lites,” Recessed 
Fixtures, Wiring Devices, Units for 
outdoor Use, Special Units, and 
Lighting Accessories, and contains 
information on the unique, patented 
Swivelier Socket, “Shur-Mount,” 
method of wall attachment, and de- 
tailed specifications of Swivelier units. 

Bulletin 132 is being distributed to 
the manufacturer’s list of national 
electrical wholesalers, architects, con- 
tractors, utility executives, depart- 
ment store display managers, theatres 
and government purchasing agents. 


® 
Bus duct application booklet 


BUS DUCT APPLICATION to distribu- 
tion systems of commercial, institu- 
tional, and industrial buildings is 
described in a 12-page booklet now 
available from the Westinghouse 
Electric Corp., P. O. Box 2099, Pitts- 
burg 30, Pa. 

Four types of bus duct are de- 
scribed: (1) plug-in duct which pro- 
vides outlets every 12 inches; (2) 
low-impedance duct for long feeder 
runs or where minimum voltage drop 
is important; (3) weatherproof feeder 
duct for outdoor installations; (4) 
weatherproof low-impedance duct. 

Photographs and application data 
from actual installations show how 
bus duct solves distribution problems 
connected with modernization, expan- 
sion, or new building programs. The 
use of prefabricated elbows, tees and 
crossovers, and new sliding-type can- 
tilever hangers to make runs of bus 
duct in any direction, around obstruc- 
tions and corners, is also described. 


7 
Lay-in duct 


SquarRE D Co., 6060 Rivard St., De- 
troit 11, Mich., is now making avail- 
able to electrical contractors what it 
calls a completely new and simplified 
installation method through the intro- 
duction of Lay-in Duct, a steel-en- 
closed wiring trough for carrying 
feeders, branch circuits and other 
groups of conductors. 

Designed to afford ample protection 
to wire or cables, the Square D Lay-in 
Duct is a raceway, manufactured in 
standardized sections with a hinged 
cover and catches for fastening in the 
closed position. Opening of the hinged 
cover of the duct and duct connector 
provides unobstructed working area 
to lay-in wires. 

The new Square D product is de- 
signed to eliminate threading or pull- 
ing in conductors, thereby reducing in- 
stallation cost. A complete unbroken 
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ILG UNITS FOR EVERY VENTILATION NEED. Portable a standard ILG unit designed to provide efficient flow 
floor fans for spot cooling ...circulators and window of cool, refreshing air wherever it’s needed. And, you'll 
ventilators for offices ...self-cooled propeller fans and find them all conveniently available through your near- 
universal blowers for large-volume circulation — there’s by Graybar office. 


Put fresh air to work for your customers 


You can make your customers’ plant a healthier, more 
comfortable place to work through adequate ventilation. 
temoving fumes, heat, dust, and stuffy air with efficient 
ILG ventilating units, cuts worker fatigue... reduces 
costly accidents and material spoilage ...speeds produc- 
tion all around. 

Graybar-distributed ILG fans and blowers are the best- 
designed and best-built units you can provide. Call your 


7 f | 








nearest Graybar office for free survey help on any ventila- 
tion job—we’ll be glad to work with you and your customer 
in the selection of the ILG equipment best suited for indi- 
vidual requirements. 

Remember, Graybar is an all-inclusive source for every- 

Unit heaters, infra-red drying units, and accesso- : : ? . . . 

aters, infra-red drying , and accesso gy electrical. We distribute over 100.000 electric: 
ries, too, are distributed by Graybar. Combined with thing ele : ree i v di ane O : 1 ? electrical 
an — ventilating system, you can provide for items for wiring, lighting, communication, power as well 
even heat distribution during cold weather. Your ar “14s ‘eonahawy Mioctrine (" _#K uti ren: 
Graybar representative will be glad to furnish accu- as Vé ntilation. Gray 17 Electric ( 0., Ine. Executive Offices: 


ormation to help you prepare bids and work Graybar Building, Ne uw York i N. 
out practical job time tables. 


Call Graybar tist ror... 


IN OVER 
100 PRINCIPAL CITIES 
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FORM 


a 


SAVES BOTH CIRCUIT AND CUSTOMER 
(FOR 120/208 VOLT AC OR 125/250 VOLT DC NETWORKS) 


POSITIVE PROTECTION AGAINST SUPERCURRENTS 


Low voltage AC and DC networks give large utilities and their customers greater 
continuity of service and easy expansion of their systems. ‘The only drawback to 
this type of network is the constant threat of danger from heavy short-circuit or 
fault currents. Shawmut’s new FORM 208 Amp-trap eliminates this danger from 
these circuits. On actual test, its amazingly fast ‘“‘chop-off” stops a short-circuit 
even before it reaches the peak of its first 4 cycle — even if the available peak current 
could reach 560,000 Amps! It anticipates and prevents the destructive build-up 
of heavy fault currents so dangerous to office buildings, stores, hospitals, theatres, 
schools, etc. FORM 208 saves both circuit and customers. 


USES & SPECIFICATIONS 


Amp-trap FORM 208 is made for Entrance Switch Service, Underground Net- 
work Conductors, Distribution & Panelboards and other applications. It is built 
in Ampere ratings of 1000, 1200, 1600, 2000, 2500, 3000, 4000 and 5000 for En- 
trance Switch Service and for cable sizes from 4/0 to 1000 MCM. It runs “cool” 
and carries 100% of its rating with temperature rises less than those reeommende d 
in the Underwriters’ Laboratories Standards for Fuses. The watt (power) loss is 
equeere!! lower than for any other over-current protective device. Hence it may safely 
installed in vaults and steel enclosures and subjected to long continued loads. 


LOW IN COST — EASY TO INSTALL 


FORM 208 Amp-traps clear fault currents long before | 

they can burn or ser bus bars and switch gear. Yet they 208 
are small in size, low in cost and easy to apply. They have 
a variety of mountings for flat, bus or tubular connectors. 
Adapters can be supplied for switch cubicles now equipped | 
with copper or aluminum alloy links. FORM 208 is the 
“little brother” of the famous FORM 600 Amp-trap which 
has long been used so successfully on 600 volt circuits. 
Write today and find out about FORM 208 at once. 


Copyright 1953 The Chase-Shawmut Co. 


WITH TUBULAR TERMINALS 


T° le od ; 
208 AMP-TRAP — “Sunde “1 /he Curlch 


nan rc THE CHASE-SHAW MUT co. 
Beni 382 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 
ED, G&G FW 


Pe, 
Seip Toni) ~88~ c.0-97 
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wireway system can be installed us- 
ing various fittings all of which are 
designed to retail Lay-in features. 

Connector for the duct is a square 
shaped unit with one side hinged by 
means of a special friction hinge which 
prevents it from falling closed. Tele- 
scope attachment provides a means for 
making connections to Lay-in Duct 
fittings at varying distance of approxi- 
mately 2 to 12 inches. One of the 
time-saving features of the new prod- 
uct is the use of adapter fittings which 
adapt Lay-in Duct to Square Duct and 
also serve to connect duct to panel- 
board cabinets or switchboards. 

The Lay-in Duct is available in 2% 
in. x 2% in. and 4 in. x 4 in. sizes in 
lengths of 1, 2 and 5 feet. A complete 
line of associated fittings is available. 

Lay-in Duct is versatile in installa- 
tion and adaptable for use in various 
mounting methods. A complete bul- 
letin illustrating product and uses is 
available. 


e 
Eleetromode heaters 


“COMPLETE OR AUXILIARY Electric 
Home Heating” is the title of new 
literature issued by Electromode Cor- 
poration, Rochester 3, N. Y. This 
four-page, two-color folder, Form EC- 
140, contains illustrations and com- 
plete specifications for Wall- Type 
and Portable all-electric Heaters in 
designs and capacities for all size 
rooms. Sent free upon request. 


Attie fan 


PARTICULARLY ADAPTABLE in small, 
mass-produced homes, the “822” verti- 
cal discharge attic fan manufactured 
by the Viking Air Conditioning Corp., 
5601 Walworth Ave., Cleveland 2, 
Ohio, is a 22-in. fan of compact de- 
sign. Requests for information should 
be addressed to the Publicity Depart- 
ment. 

The “822,” which is_ sufficiently 
small and economical to permit instal- 
lation in pairs, comes equipped with 
a % hp motor and belt drive which 
move the fan blades at 750 rpm ex- 
hausting 3100 cubic feet of stale air 
every minute. 

Accessories for the fan include 
spring-tension shutters of rigid-but- 
light rolled aluminum which keep out 
dirt, insects and hot attic air. The 
spring-tension mechanism opens the 
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BULLDOG INDUSTRIAL /4o¢-¢:uct 
| LETS POWER 


RIDE WITH THE JOB 
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It’s every inch an outlet! That's why BullDog Industrial 
Trol-E-Duct gives you complete mobility of power. 


Any moving load is speedily handled by one of the six 
tvpes of trolleys that operate in this enclosed bus bar 
electrical system. Straight or curved sections are pre 
fabricated . . . fit any building contour or production 
line design. 


Compietely reusable, Industrial Trol-E-Duct brings vou 
substantial production gains because it practically elimi 
nates “downtime.” Trolleys can be removed and re placed 
without current shut-down ... no sagging wire conductors 
to halt production for maintenance. There's no more time 
wasted hunting for a free outlet . . . no more messy, 
dangerous extension cords. 


Industrial Trol-E-Duct is another thoroughbred BullDog 
product designed to give vou matchless economy with 
highest efficiency and flexibility. Write today for free 
Bulletin IT-655. BullDog Electric Products Company, 
Dept. ES-53. Detroit 32, Michigan. BEPCO 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 





CONSULT THE FOLLOWING SOUTHERN REPRESENTATIVES ———————————— 
Walker Electrical Company, Inc. Wilson Electrical Equipment & Company Standard Electric Mtg. Co. 


70 Bennett St., N.W., P.O. Box 8, Section D 2930 Commerce Street 101 E. Maple Street 2401 Federal Street 


Atlanta, Georgia Houston, Texas San Antonio, Texas Oelles 1. Texes 
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Revolutionary 
fixture design 


Now, for the first time, FIVE outstanding construction 
features, each a new concept of fixture engineering, that 
will save at least one fourth of installation and maintenance 
costs. These important innovations, found only in the Gibson 
HOLO-77, are available at no increase in cost over 
conventional quality fixtures. 


UNI-RACE*, a sectional beaded channel that provides automatically exact fixture spacing with 
calculated clearance between units — positive alignment — a continuous open wireway. 


TERMINAL BLOCK CONNECTOR an be wired-in using only a screw driver in as 


little or 32 seconds. No lead, rubber tape or wire nuts required with 90% saving of wiring in time. 


INTEGRATED CONSTRUCTION with each part locked to each adjoining part form- 


ing an inseparable unit of greatest possible strength and rigidity. 


“V” TYPE GIRDER, 4%" deep, capable of supporting more than 40 pounds at center without 
perceptible deflection in eight feet, provides the heart of this rugged unit. 


DIVERSIFIED DUAL STEM MOUNTING providing adaptability to practically 


all dual stem sets without modification through positioning of multiple knockouts in the Uni-Race. 
*Trade Mark 


Standard fixture wired in rapid start or slimline e 40 watt, 62 watt, 75 watt e two and four lamp 
shielding angle 35° lateral 45° longitudinal or 35°-30° e side panels of plastic, metal and plastic or glass 
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INTEGRATED CONSTRUCTION DIVERSIFIED DUAL STEM MOUNTING 
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holo 


TRADE MARK 


ible open wireway which can be infinite in "lrath, It is 
adaptable to any type of mounting and is punched for 
automatic spacing in continuous runs to a tolerance of 
less than .040. 


STEP 2: Hook the fixture in slots on the Uni-Race with 
as much ease as hanging an ordinary louver assembly. 
Slots on Uni-Race assure perfect alignment and spacing. 


STEP 3: Terminal block connectors are provided on 


Mounting Uni-Race | | th +4 hi ti der! ar 
Vaprce e unt oO make a positive, soiceriess connection To 


the fixture from the Uni-Race and from one fixture to 


: another. 
—— 
i 4: Unit is snapped closed and take-up screw 


. ~=—tightened-te—make a rigid, vibrationless connection. 
Relamping may be accomplished in position and in- 
stallation or replacement can be made with only a 
screw driverin less than 60 seconds. 


Snapping closed 


Wiring-in 


MM anutacturing Ca. 1919 Piedmont Circle, N.E., Atlanta, Georgia 
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TEAL CORPORATION 


Eminent Manufacturers of the Quality, Reliable Line of 
WEATHERPROOF LAMP HOLDERS 
WEATHERPROOF WIRING BOXES 
VAPORTIGHT FIXTURES, GUARDS & PLATES 
ISLAND LIGHTS & YOKES 
EXPLOSION PROOF FITTINGS 
have appointed JULES J. DREYFUSS’ SONS their agents 














Lcemesse ian ES 
SERVING THE GREAT SOUTHEAST 





We are indeed proud to add this fine line to the several manufacturers 
we now represent: 





STAR-A ELECTRIC MFG. CO., INC. 


WIRING 
DEVICES 


CORD SETS 
SPECIALTIES 


269 Meserole St. 


Brooklyn 6, N. Y. 





AMPLEX 


se 
LAMPS — 


FROM E ae 


INSIDE FROSTED 


THROUGH MERCURY VAPOR. THE 
LARGEST ASSORTMENT AVAILABLE. 





OHM 
WIRE AND CABLE 


BROOKLYN, N. Y. 


POT, Thermostat Cable, and Bell Wire 


COMMERCIAL ENCLOSED 
FUSE COMPANY 


PLUG FUSES 
NON-RENEWABLE FUSES 
RENEWABLE FUSES—LINKS 





MERIT 
ELEC. MFG. CO. 


PROVIDENCE, R. I. 





NEWART MFG. COMPANY 


Complete Line of Switch Boxes, 
Outlet Boxes and Covers in all 
standard types and sizes. 





JULES J. DREYFUSS’ SONS 


MEMBER 


ELECTRICAL FACTORY AGENTS paar) 


1361 N. W 
PLEASE ADDRESS MAIL TO 


P.O. BOX 187 


23rd STREET 


ALLAP. STA 
MIAMI, 42, FLORIDA 
PHONE 2-6736 


WE MAINTAIN STOCKS OF ELECTRICAL DEVICES IN OUR WAREHOUSES 
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shutters instantly when the fan starts 
and closes them when the fan stops. 

Also made available by Viking is an 
electric timer with an illuminated dial 
which permits the fans to run any 
length of time shutting them off auto- 
matically. 


Motor mounting starters 


TO MOUNT A STARTER or contactor 
directly to a motor quickly, and at 
any motor position is a new idea in 
magnetic controls found in the new 
Furnas Motor Mount Starters and 
Contactors. These controls save labor 
and conduit between starter and 


motor, by being designed to provide 
a safe, factory-made type of mounting 
installation. 

The process is made possible by a 
change in the Furnas starter case 
design, and the use of two types of 
simple adapters for attachment to the 
motor. The Furnas products are 
manufactured by Furnas Electric Co., 
1064 McKee St., Batavia, Ill. 


* 
Lighting transformers 


MARCUS TRANSFORMER Co., Hillside, 
N. J., announces a new line of general 
purpose lighting transformers de- 
signed specifically for quicker, easier 
installation outdoors as well as in- 
doors. 

Designated as Marcus “Type C,” 
the new transformers are avaiiable in 
sizes from 1 to 15 KVA, singie phase 
and three phase, up to 600 volts. As 
in all latest Marcus dry type trans- 
formers, the new models feature 
Class B heatproof, hi-dielectric, hi- 
heat insulation. 

To permit mounting outdoors, the 
housing of the new transformer has 
been redesigned with an electrically 
welded sheet steel case, and vents 
scientifically placed to provide weath- 
erproof ventilation. 


1953 





Cable dependability is essential in airport and 
street lighting circuits. In addition to the danger to 
aircraft and automobile traffic, cable failure means 
great expense for repair or replacement. Under- 
ground, cable must be dependable to be econom- 
ical...and here’s where Hazasheath performance 
pays off. 

Top quality materials plus simplicity of con- 
struction combine to provide Hazasheath’s long- 
lived reliability. Hazard Watertite insulation, a 
rich rubber compound designed for superior mois- 
ture and heat resistance, maintains its excellent 
electrical and mechanical properties even after 
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years of continuous immersion in water. The Haza- 
prene sheath, vulcanized under heavy pressure in 
a metal mold, adds a tire-tough covering to with- 
stand chemically and physically all the rigors of 
underground service. 

Hazasheath Underground Cable, Type RR, has 
the approval of the Civil Aeronautics Authority 
for airport lighting systems. When planning any 
type of underground installation, investigate the 
advantages of Hazasheath. Ask your Hazard rep- 
resentative for full information or write today 
to the Hazard Insulated Wire Works, Division of 
The Okonite Company, Wilkes-Barre, Pennsylvania. 









































For many years Contractors from Coast to Coast have used 
Briegel All Steel Indenter Fittings. U. L. approved as 
concretetight and for general use, B-M Indenter Fittings 
are faster, easier to use and neater in appearance. 


Installation is simple and less expensive. Two quick 
squeezes sets them forever. Try B-M Indenter Fittings and 
get more profits fromm each job! 





Cross Section 


“e5 URGE 


Distributed by GALVA,*® ILLINOIS 


The M. B. Austin Co., Northbrook, lil.; Clayton Mark & Co., Evanston, Ill.; Nikoh Tube Co., 5000 South Whipple St., Chicago, Ill.; Clifton Conduit Co., Jersey City, N. J.; 
The Steelduct Co., Youngstown, Ohio; Columbia Cable & Electric Corp., 255 Chestnut St., Brooklyn, N. Y.; Pittsburgh Standard Conduit Co., Pittsburgh, 
Penn.; Wagner Malleable Products Co., Decatur, Ill.; J. R. Richards Co., Carnegie, Penn.; Kondy Mfg. Co., itd., Preston, Ont, 
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For Maximum Braneh Cireuit Protection 


NOP QUICKLAG P 
: INSTALL Cireuit Breaker 


PANELBOARDS 


THE LATEST @ contribution to more flexible and efficient 
branch circuit protection . .. panelboards that are not only 
safe, dependable, long-lasting and trouble-free but have the 
added advantage of providing adequately for today’s electrical 
needs as well as future requirements. 


Small and compact, these new and improved panel- 
boards feature the new QP Quicklag P Circuit Breaker 
with thermal magnetic overload protection and manual or 
automatic quick-make and quick-break operation. 


@ NQP Quicklag P panelboards are available in eleven pair hy aaa 

sizes of enclosures — six with main lug connection and five 
for main circuit breaker connection, 50 — 225 amp capacity. 
These, plus a stock of individually packed single and double 
pole @ QP Quicklag P circuit breakers will fit any job re- 
quirement. Because all circuit breakers are interchangeable, 
it is easy as replacing a light bulb to make changes or add 
new units. 








Install these panelboards on all your branch circuits. 
You'll find that they will virtually pay for themselves in effi- 
ciency and service. For additional information, contact your 
nearest representative, listed in Sweet’s or your contractor , @ na Quicklag P Cire 
or wholesaler. — cuit Breaker. 


@ NQP QUICKLAG P FEATURES 


1) Quick-make and quick-break operation manually or 
automatically on harmless overloads, short circuits or 
severe overloads. Handle position indicates “tripped.” 


Quick restoration of service simply by moving handle ® epee nage 
to “off” and then to ‘‘on” position. ee we "> 


is oo vate 


a. ——et 





Screwless assembly (just slip breakers in) with one 
pressure type connection between circuit breaker and 
bus bar CAPACITIES: 15, 20, 30, 40 and 50 amps; 120 


volts, single pole or 120/208 volts, double 

, pole, individual trip; 4 to 42 poles; 120/240 

“Sequence bussing"” to balance the load and permit ng cai aan pacino 120/208 o— 

double pole, individual trip combinations. 4 wire three phase mains with lugs only 
or main circuit breaker. 


Boxes only 14” wide with 4” gutters. 


Srank eC(dam Glectric Co. 


P. O. BOX 357 = ST. LOUIS 3, MISSOURI 


Makers of: BUSDUCT @ PANELBOARDS e SWITCHBOARDS e@ SERVICE EQUIPMENT @ SAFETY SWITCHES @ LOAD CENTERS ¢ QUIKHETER 
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STANDARD CUSTOM 


---CAST BOXES* BY HOPE 


em er 


200 Type 
164 sizes 
from 4x 2x2 1048 x 36x 17 


FLAT FLANGED BOXES 
H8000 


87 sizes 
from 4x4x3 to 36x36 x12 


HINGED COVER BOXES 
3200 Type 
128 sizes 

from $ x § x 3 to 36 x 36 x 12 


FLANGED RECESSED COVER BOXES 
H7000 Type 


51 sizes 
from 4x43 to 30x 24x12 


CHECKERED COVER SIDEWALK BOXES 
H5800 Type 
$3 sizes 
from 6x6 x4 10396 x 24x 14 


‘service and affractive appearance. Weatherproof keted 
co pot ayo a nw, lw st at wml es 





ELECTRICAL PRODUCTS CO., INC. 


338 Wilson Avenue, Newark 5,N.J., Mitchell 2-4426 





CUSTOM VARIATIONS 


You can specify any of these modifications in standard BOXES by HOPE 
have them factory-made at moderate cost-and get prompt delivery. 


DRILLING— 
or drilling and tapping— 
of conduit entrances 


BOSSES— 
to provide extra thickness 
for five-thread conduit entrances. 
Drilled and tapped to specification 
if desired 


SPECIAL GASKETS — 
Neoprene for fungus resistance in hot, 
humid climates * pure gum for extreme soft- 
ness and resistance to special acids * 
Vellumoid for resistance to oils and fats * Sen 
graphite-free compressed asbestos 


for installation near boilers or steam pipes 


MOUNTING LUGS— 
drilled for any desired 
bolt size 


INTERIOR MOUNTING BUTTONS— 
—tapped blind 


fo specified centers NA 


AND ... you can order these custom modifications, as well as 
standard BOXES by HOPE, conveniently and quickly, through 
your local electrical distributor. 


* OUTLET SOXES AND FITTINGS *« JUNCTION AND PULL BOXES °« 
HINGED CABINETS: © TERMINAL BOXES * EXPLOSION HOUSINGS 











EXPLOSION HOUSINGS BY HOPE 


have been extensively used in Class 1, Groups C and 
D hazardous locations, such as chemical, petroleum 
and powder plants, pump rooms and paint plants. 


GET THE FULL STORY ON BOXES BY HOPE — 
WRITE ON COMPANY LETTERHEAD FOR CATALOG 
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New lamp assembly 

McGILL MANUFACTURING Co., INC., 
of Valparaiso, Ind., has recently 
placed on the market their new Levo- 
lier No. 4200 Lamp Assembly, which 
is equipped with a compact, stream- 
lined housing with a single Levolier 
No. 41 switch for controlling both 
sockets. The switch is unconditionally 
guaranteed, and the sockets are 
heavy-duty, industrial quality, and 
can be swiveled nearly 360 degrees 
to provide greater flexibility in light- 
ing. 

Housing of the Levolier No. 4200 
is made of molded phenolic, and wir- 
ing is simplified with the two posts 
being fully exposed when the cover 
is removed by loosening three screws. 

The new product is suited to pro- 
duction manufacture of lamps as well 
as replacement and repair. It is 
adaptable to both floor and table 
lamps in all price categories. 


How to estimate 
(Continued from page 40) 


tical then the pro rata amount of 
the overhead application to the wir- 
ing construction section of the job 
should be determined by calculation 
or estimate. A “moving annual 
total,” or a cumulative statement 
of overhead, is held to have certain 
advantages in that the true average 
overhead for the preceding 12 
months can be determined, the 
overhead percentage is never more 
than 30 days old, and the contractor 
does not have to depend throughout 
the entire year on the total found 
for the previous year. 

Past overhead cannot always be 
applied, it is contended, to esti- 
mates which are actually in antici- 
pation of future performance with- 
out intelligent analysis. These fac- 
tors should be analyzed if past 
overhead figures are to be used: the 
relation of future business volume 
to past volume, the relation of the 
general pattern of the work to be 
performed in the future to that per- 
formed in the past, the relation of 
special types of jobs to the usual 
pattern of work performed, and the 
size of the job being estimated. 


Overhead changes 

The danger of using past over- 
head, however, is indicated by the 
fact that a point is often reached 
where an increasing volume of busi- 
ness will require a sudden short- 
time increase in overhead costs. 
There is probably a point at which 
a business can operate most effi- 
ciently; an increase in volume over 
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demand the best... 
insist on... 


MERIT 
WALL PLATES 


FIT ALL STANDARD WIRING DEVICES 
neruaeen anes BROWN and IVORY 
ALL STYLES—I1 to 4 GANG 


The Merit line offers the wholesaler a depend- 
able wall plate source for prompt service, top 
quality, and excellent returns. Merit is a good 
fast selling line — embracing the most popvler 



































demand standard types. Simplify your inven- 
tory problems by standardizing on America’s 
top wall plete line — MERIT. 


and now... 


Ai, WALL KLEEN 
j 


\\ SWITCH PLATE SHIELDS 
1 and 2 GANG STYLE | 
CLEAR AND IVORY 


PROMPT DELIVERY 
Send for Catalogue 
and Prices Today 


/ 
c 








atwrobe provucts 


FLOOR BOXES *« WIRING SPECIALTIES 


Fire Proof Adjustable Floor Boxes 


All Latrobe" Adjustable Watertight Floor Boxes 
are completely fire proof and comply with the 
National Electrical Code. 


Adjustable Boxes come in single—round or 
square bodies. Also in square type Single Gang, 


Two Gang, Three Gang and Four Gang Boxes. 
No. 252-R Two Gang 


Adjustable Floor Box Latrobe products are easily and quickly installed. 


Floor Boxes © Cover Plates ¢ Pipe or Conduit Hangers * Gang Boxes * 
Nozsles ¢ Fish Wire © Cable Supports ¢ Junction Boxes ¢ Insulator 
Supports ¢ Staples and Cable Clips 


Represented in the South by 
FULWILER & CHAPMAN, INC. LEIGH A. DOXSEE CO. 


P ~ 
702 Whitehall St.. S.V tlanta. G 4030 Chouteau Ave 


2 FRED H. SIMMER CO. 


3 
445 English St., Greensboro, N. C. 1406 S. Akard St., Dallas 


FULLMAN MANUFACTURING CO. 
LATROBE . . . PENNSYLVANIA 








this point may not bring a decrease 
in overhead percentage, but might 
even cause it to increase. 

For example, the overhead cost 
caused by industrial maintenance 
and modernization may vary con- 
siderably if the business suddenly 
engages in large new construction 
work. There is a tendency, it is 
held, for contractors to underesti- 
mate the percentage of overhead re- 
quired for work with which an or- 
ganization is not familiar. In gen- 
eral, it is recommended that all pos- 
sible so-called twilight zone items 
be included in the estimate on such 
jobs along with direct job expenses. 

A small job usually has a higher 
percentage of overhead costs than 
a large job. The overhead expense 
caused by an electrical construction 
‘job is more dependent upon the 
amount of labor involved than on 
the amount of material. 

When the estimate has been com- 
pleted down to the point of adding 
the overhead, the known data per- 
taining to a particular job are: cost 
of material, cost of labor, direct job 
expense, total of these, or prime 


cost, and hours of labor. Several 
methods for determining from the 
records of the business the proper 
amount to be added as overhead ex- 
pense to the prime cost of the job 
are outlined in the course. 

To determine the correct over- 
head percentage for a given job, 
NECA recommends that these four 
factors be given adequate weight: 

1. The contractor’s estimated an- 
rual volume of business. for the 
duration of the job. 

2. The contractor’s average over- 
head as a percentage of prime cost. 

3. The prime cost of the given 
job. 

4. Any deviaton from the normal 
pattern of work. 

Whatever method may be em- 
ployed, the average percentage ap- 
plied must always be determined, it 
is pointed out, by each contractor for 
his own business. General figures 
made up from the figures of a large 
number of contractors, it is held, 
have a value for the purpose of com- 
parison, but should not be used in 
estimating as a basis for arriving 
at the overhead allowance to be in- 





Type FS— 
Waterproof 
Receptacles 
and Plugs 


Receptacles, 
Plugs and 
Switches 











—first line of defense against weather, 


water and industrial hazards! 


R&S receptacles, plugs, connectors and switches ore available in an endless vari- 
ety of weatherproof, waterproof and explosion-proof types, sizes and assembly 
combinations —the most complete line of fittings ever made to meet every indus- 
trial operating requirement. R & S quality adds permanency and protection to 


your wiring plans. 


Write for literature concerning items in which you have a specific interest. 


Angle Type Plugs 
and Receptacles 


Receptacles and Plugs 


REY Type FS—Waterproof Explosion-Proof Delayed Action 
CF Switches 


RUSSELL & STOLL COMPANY, INC. + 


Interlocked Switch 


Ever-Lok Plugs and 
Receptacles and Plugs 


Receptacles 


125 BARCLAY STREET, NEW YORK 7,N.Y. F6 


RUSSELL & STOLL 


PRECISION-BUILT ELECTRICAL 


EQUIPMENT—SINCE 1902 





cluded in the job costs. 

A pitfall in estimating is some- 
times the “labor only” job. What 
the buyer really expects to get, in 
addition to labor, are such things 
as tools, cartage, field supervision, 
construction and engineering ser- 
vices, construction and shop draw- 
ings, storage facilities, insurance, 
inspection, guarantee of work per- 
formed, testing, financing of the 
labor, services of the general con- 
tractor’s office force, and adminis- 
trative management, all of which 
are direct job expenses. 

Estimating cost-plus contracts 
also presents some tricky problems 
if the bidder is not to wind up with 
a loss. It is recommended that the 
estimator take the following steps: 

Items generally recognized as re- 
imbursable include all or part of 
the material (except on “installa- 
tions-only” jobs) payroll for all pro- 
ductive labor, payroll for all instal- 
lation supervision such as non- 
working foremen, all travel time or 
travel expense for productive and 
installation supervision labor re- 
quired by the applicable labor 
agreement, social security, unem- 
ployment insurance, workmen’s 
compensation insurance, pensions, 
local health and welfare, etc. 

All other items of direct job ex- 
pense and overhead are not gen- 
erally recognized as items of reim- 
bursable cost unless _ specifically 
enumerated in the estimate and con- 
tract. Says NECA: 

“Contractors not having previous 
experience with such jobs or not 
having sufficient cumulative cost 
data relative to them are flirting 
with bankruptcy, for in bidding on 
cost-plus jobs, it is shear idiocy to 
gaze into a crystal ball and guess 
a fee or percentage.” 

Adequate wiring 
(Continued from page 23) 

Our dealer service representatives 
made the initial contact when they 
called on each dealer and discussed 
with him the case histories pre- 
sented in the Reporter. After the 
discussions, they arranged for our 
sales representatives and sales as- 
sistants to come into the dealers’ 
stores and present our own booklet 
to the sales and service personnel, 
as well as to the dealers. In this 
manner we were able to tie to- 
gether the information in the book- 
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Build 


all these things and more 
with versatile 
UNISTRUT' 


METAL FRAMING 


Rack conduit, cable and pipe— | 
Frame power load centers— Hi 
Mount switches, meters and panelboards 


Those who use completely adjustable UNIsTRUT metal framing know it’s 
easy to handle and quick to erect—that it provides great strength without 
bulk—that adjustments, changes and additions are easily made at any 
time. 

The UNISTRUT system cuts costs, too. You save time in engineering 
detailing and eliminate the need for trained erection crews—anyone can 
build with UNnistruT channel and fittings. No drilling, no welding, no 
special tools or equipment—all you need is a hacksaw and a wrench to 
build wire and cable reel racks, fluorescent fixture supports, transformer 
vaults, electric motor mounts, bus duct supports and many other struc- 
tures. It will pay you to try UNistruT framing on your aext job. 


Write for NEW Free 84-page Pocket Catalog 800 


U. S. Patent Numbers 
2327587 2329815 2345650 
2363382 42380379 2405631 
2541908 Other Patents Pending 


FOR THE MAN ON THE JOB! 84 pages packed with 

pictures, drawings, ideas and data on how 

to frame, rack, mount, suspend and sup- 
rt all kinds of electrical equipment with 
NISTRUT channel and fittings. 


Ba 

Way 7 Foe 
Distributors and Warehouse Stocks in Principal 

Cities. Consult your Telephone Directories. 


Most Flexible All-Purpose Metal Framing 


be ee ee we oe ee ee ee HF 


UNISTRUT framing 
and pipe clomps sup- 
port heavy bonks of 
conduit leading to 
motors in plant of 
large pharmacevtical 
manufacturer. 


Load center built with UNISTRUT 
channel and fittings. Framing system's 
adjustable feature permits quick 
location of gear to spot desired. 


Photo shows how o large power 
company used UNISTRUT framing 
and pipe clamps to rack rows of 
conduit in steam plant installation. 


Framework of UNISTRUT channel 
and fittings support switch gear in 
typical cubicle installation 


Basic Components 
of the UNISTRUT 
Metal Framing System 


UNISTRUT Products are Bonderized 


UNISTRUT PRODUCTS COMPANY Dept. ES5 
1013 W. Washington Bivd., Chicago 7, Ill. 

Please send me the new Pocket Catalog No. 800, without 
obligation. 


Nome—— 





Compony_ 


Address. 





City 











let and the appliances actually be- 


n ing sold by the dealer. 
KUHLMAN S SOUTHERN DIVISION Over 600 contacts were made in 


; our territory and the meetings 
— always ready to serve your transformer needs ite Beets aie ie thes Rene de 
Rapidly growing industry throughout the South can depend on the new modern plant pending upon the size of the group 
of Kuhiman Electric Company at Crystal Springs, Mississippi, to supply them with the 
sturdy, dependable transformers they need to keep production humming. Nearly 60 Peas ‘ gE 
setngl eaten in building sale, oblidunt “te So and a consistent record of As a result, among dealers agbeoce 
leadership in the improvement of modern transformer design is Southern industry's area who are actually telling a wir- 
assurance that Kuvhiman will serve them well. Specify Kuhlman transformers for your ing story, there has been an appre- 
next installation. Write us today for complete details and the name of your nearest 
Kuhiman representative. 


and the questions asked. 


ciable decline in customer ill-will, 
returned appliances, and unneces- 
sary service calls. 

Several have rewired their stores 
and homes to enjoy the benefits 
which planned wiring brings to 
their living and sales. 

A few, who are also contractors, 
‘have adopted the policy of includ- 
ing in the sales price the installa- 
tion of separate circuits for major 
appliances. 

To us, as a utility, an important 
result of this dealer project is that 
many of them now contact our dis- 
*& Denotes Sales Offices. trict offices when a major appliance 


: is sold. We encourage this prac- 
hy k@e tice because it makes it possible for 
our salespeople to follow-up on both 
“Ub Ineen ELECTRIC COMPANY the wiring and to show the cus- 
BAY CITY, MICHIGAN @ CRYSTAL SPRINGS, MISSISSIPPI tomer how to get the greatest effi- 
ciency from the appliance. Also, it 
makes it possible for district forces 
to keep close tab on the local dis- 
tribution system and see to it that 
proper sized transformers are in 
operation. 

To the distributor and manufac- 
turer, the dealer’s interest in bet- 
tering the customer’s wiring is im- 
portant because it hastens the day 
when the customer becomes a pros- 
pect for more appliances, utilization 
equipment, and wiring materials. 

It is of significance to the con- 
tractor because with another seg- 
ment of the industry helping to 
promote better wiring, it helps to 
stimulate the contractor to sell his 
own service. 




















And so it would appear to us that 
for the whole electrical industry to 
@ The well designed, accurately made, Wagner ae the customers’ wiring the at- 
tention it deserves, the dealers offer 
another opportunity and challenge 
riety of types and sizes. It’s the line that affords for helping to sell adequate wiring. 


Every step under 
our own control 
... From Molten 
Metal to Finished 
Fittings. 


Malleable Fittings are available in a wide va- 


the exact quality required for each application. Lighting engineers 


(Continued from page 34) 


way.” 
WAGNER MALLEABLE PRODUCTS CO. He mentioned the Wrigley Build- 


General Sales Office: 222 W. Adams St., Chicago 6, Illinois ing, in Chicago, - = example and 
Foundry and Plant: Decatur 60, Illinois said “floods” are available for light 
\ J or heavy duty, for fixed or diffused 
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from frail strands .. AN ENERGIZED AND LIVING CABLE 


Many races, colors, creeds, every type of human strength and weakness, 
the genius and the sinews of a million men and women are the strands 
that form the living cable to which a whole world clings in hope— 
AMERICA'S dream of liberty, justice, opportunity. 


In its modern plant, on machines built by individual initiative, financed 
by private capital, and operated by FREE, highly-skilled labor, SOUTH- 
ERN ELECTRICAL CORPORATION produces strands of wire and strong 
CABLES that transmit the nation's vital products — LIGHT and POWER. 


Thus, in America, LIBERTY and JUSTICE, LIGHT and POWER, are all 
parts of the same glorious melody. 


Let us supply your needs on ACSR Conductors, Galvanized Steel Strand, Copper 
Wire and Cables, Weatherproof Wire (Aluminum or Copper), ACSR Accessories. 


SOUTHERN QUALITY = = = SOUTHERN SERVICE 


MEETS EVERY TEST ea a EXCELS THE REST 


Phone 7-3325 ee (oe ee P.O. Box 989 


CHATTANOOGA, TENNESSEE 
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70 BE SURET 


ALWAYS INSIST ON... 


AMERICAN & 
BONDED 
ARMORED CABLE 


DOES THE JOB BETTER . . . MORE ECONOMICALLY 


When you specify AMERICAN Bonded Ar- 
mored Cable when ordering at your local 

wholesaler’s, you can be sure that you are re- 
ceiving the very finest cable made . . . cable 

that will provide years and years of dependable, 
trouble-free service! 


Atlanta Warehouse ¢ 516 Elm N.W. 
Cc. C. MYRICK 


146 COIT STREET 
IRVINGTON 11, N. J. 


AMERICAN METAL MOULDING CO, 





here... 


There’s order in this plant—and in the 
many, many other factories and offices 
equipped with Faraday signals and 
systems. They stop confusion and save 
steps, paging and signaling clearly 
and faithfully, day-after-day, 
year-after-year. 
For generations, Faraday engineers 
have designed bells, buzzers, 
horns, chimes and complete systems 
to meet an endless variety of 
signaling needs and sound level 
requirements, 


Consult your electrical wholesaler for 
details on the complete Faraday line. 





HOLTZER-CABOT FARADAY STANLEY & PATTERSON 


CONSOLIDATED BY 


SPERT] FARADAY INC. aorsan, mice. 


BELLS - BUZZERS HORNS - CHIMES - VISUAL AND AUDIBLE PAGING DEVICES AND SYSTEMS 





focus, open or enclosed, general pur- 
pose or ground area, in various 
finishes, in types of general service 
incandescent and 
charge. 

“Manufacturers are restricted in 
design as to size,” he added, “be- 
cause of physical appearance, for 
people don’t like the shape that is 
most efficient. Although some of 
these were manufactured, they had 
to be taken off the market because 
of public resistance. 

“Generally, there are seven major 
steps to a flood light installation. 
First, determine what effect you 
want. Then decide on the level of 
illumination and that is predicated 
by the reflective surface character- 
istics of the building. Determine 
where to put your. projectors, 
spread of the beam, size of projec- 
tor, type of lamp, and the number 
of units required.” 

Benson later specified that ribbed 
covers should be used to give a more 
even spread of light and reduce 
“specular kick.” He added: 

“One pitfall to avoid is that of 
misapplication. You must realize 
in advance what the results will 
be, and don’t try to make an in- 
stallation with only the plan of the 
front elevation of a building. Try 
to get a side elevation, too, as it 
may keep you out of trouble. 

“Don’t spread your floodlighting 
dollar too thin. If there is not 
enough money, don’t try to light 
the whole thing, but pick out a dis- 
tinctive feature and emphasize that. 
And don’t forget to consider the 
neighbors.” 


gaseous. dis- 


The spot on the program re- 
served for E. A. Linsday for a dis- 
cussion of ‘Modern Industrial 
Lighting” was filled by Kirk Reid, 
of the same company and division, 
as Linsday was unable to be pres- 
ent. However, Reid displayed famil- 
iarity with both slides and text and 
occasionally digressed to point out 
significant features. 

The “insday paper advanced the 
theory that there is more going on 
in industrial lighting than in any 
other field and that accelerated 
activity during the past few years 
has resulted in a veritable revolu- 
tion in industrial lighting. The 
paper contended in part: 

“The important part played by 
comfortable brightness _relation- 
ships in creating good seeing condi- 
tions in offices and drafting rooms 
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expect the best value from G-E fluorescent lamps 


New G-E fluorescent 
lamp starts quicker, 
needs no starter 


ELECTRICAL SOUTH for MAY, 1953 


Se a PP RM 


ROG OM Pies 


Watch the clock. Above are four unretouched photos taken about one second 
apart. On the left are regular fluorescent lamps, on the right the new General 
Electric Rapid Start fluorescent lamps. All were started at the same instant. 

Within two seconds, all five G-E Rapid Start lamps are fully lighted. The 
regular lamps are only beginning to light. 

Two new General Electric developments made the Rapid Start lamp 
possible: a special development of the triple coil cathode and a Rapid Start 
ballast that pre-heats the lamp automatica ly. No starter needed. No wait for 
pre-heating. Starting is almost instantaneous, maintenance simpler, cheaper. 

Rapid Start lamps and ballasts are now available. You « xpect the best value 
from G-E fluorescent lamps. Here’s one more reason why you can. 

For free folder, “Facts About Rapid Start” write General Electric, Dept. 
166- ES-5, Nela Park, Cleveland 12, Ohio. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 


67 








has long been recognized. Progres- 
sive plants are starting to realize 
that their investment for each fac- 
tory worker usually far exceeds 
their plant investment per office 
worker; therefore, the benefits to be 
derived from comfortable, efficient, 
working conditions are fully as im- 
portant in the production areas as 
in those other areas where com- 
fortable environments have been 
achieved in the past.” 

There followed a large number 
of slides showing various industrial 
installations, with detailed discus- 
sion in proportion to significance 
of the installation. 


Trends in fixtures 


Sead for NEW CATALOG William Kahler, of 


Westing- 
bd house, in a discussion of “Trends 
DONGAN ELECTRIC MFG. COMPANY in Lighting Fixture Design,” ob- 
2998 Franklin Detroit 7, Mich. jected at the outset of his talk to 
en P ; the designation, “fixture,” saying 
euthorn Representative: that manufacturers make _ lumi- 
George R. Koein eae —_ = — 
144 Walker St., S.W. —. “ oe : goad he = - 
Atlanta 3, Ga. was conten o call t em ixtures 
since that is common terminology. 
ae , 5 “Trends are something more 
= The Dongan Line basic than just the product itself,” 
Since Nineteen-Nine he 





insisted, “and I would rather 
talk about reasons for trends—the 
things in light sources that are in- 
fluencing design technique. For 
we must recognize the business as 
well as the lighting requirements.” 


A NAME Then, doggedly, and with slides, 


he tracked down the trend in prac- 


GROWING BIG | =. tically every field where fixtures 
—ELECTRICALLY i ff —~N are used. Speaking first of fluores- 


cent, he opined: 

“The trend is for use of the 5- 
foot lamp of 90 watts, and the slim- 
line lamp is improved, especially in 
the 8-foot. The 6-foot slimline is a 
good lamp, but it actually moves 
slow because it is being over- 
shadowed by the 8-foot. 

“The rapid start is very new and 
a new standard, which will prob- 
ably change most of the ballast, will 
be available soon. We can expect 
some growing pains in this devel- 
opment. But the trend is toward 
trying to reduce ballast, especially 
in the slimline. 

“Another trend reflects the Amer- 
ican economy and standard of liv- 
ing—the trend to make more things 
available and get more production 
per man hour. This trend is rep- 
resented in the fact that a higher 
volume of fixture business justifies 
the expense of better tooling. It 
can, for example, justify an expen- 


NEW ADDRESS—590 MEANS STREET N. W.—ATLANTA, GA. diture of 25, 50 or 100 thousands of 
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dollars for tooling up for a line of 
fluorescent fixtures. 

“And there is a definite trend in 
the lighting industry toward a 
standard design of luminaires. The 
manufacturers are setting up for 
volume and can give a man more 
for his money. And there is a 
trend toward prefabrication, and 
we may be coming closer to unitized 
lighting installation and greater 
simplification.” 

Kahler appealed for closer col- 
laboration between the lighting en- 
gineer, electrical engineer, archi- 
tect, and decorator. 

In the preliminary, semi-techni- 
cal session, awards were made in : . 
the “My Most Interesting Lighting a F Wall Insert, and Surface Mounted Heaters 
Job Contest,” but Southwestern are cleaned this way in 
regional officers made no secret of 
the fact they were disappointed that — 3 MINUTES OR LESS! 
there were but three entries. a . 

First place with a $25 prize went 3 Both the Wall Insert and Surface Mounted 
to E. J. Whitlow, of the McClure ™ ; 4 models are made in 1, 1'/2, 2, 3, and 4 KW 
Electric Co., of Dallas, for his pre- R 
sentation on the lighting of a tele- 
vision tower. 

Second place and $15 went to 
Harry Hrivnatz, of the Houston 
Lighting and Power Co., for “Re- 
lighting an Underpass.” Hrivnatz 
was unable to be present and the 
presentation was made to Carrol] 
Osborn of the same company. 

John L. Healy, of the leader Elec- SSS 
tric Co., of Dallas, got honorable UT a eae 
mention on “Relighting a Bank.” Vik 

This contest was presided over 
by V. J. (Tex) Graham, of the Gen- 
eral Electric Lamp Division, Dal- 
las. 

In addition to Folsom, South- 
western regional officers are: 

E. S. Richardson, chairman of 
the Alamo Chapter, San Antonio; 
Harold F. Miller, chairman, Okla- . a _ 
homa Chapter; Marcus L. Ken- % ‘oie iil CAVALIER PORTABLE HEATERS 
nard, chairman, San Jacinto Sec- CAVALIER FLOOR FURNACE are easily cleaned in 


tion, Houston, and W. T. Kimery, made in 5 KW and 8 KW sizes 
MINUTES OR LESS! 
After grille and element guard are 5 0 


chairman, Southwestern Section, 
Jallas. . . . : 

Dallas lifted out, elements swing up this Made in 2, 3, and 4 KW sizes 
way for quick, easy cleaning. 











NAA Oaaseenas 





General conference chairmen were 
H. R. Heitzman, Dallas Benjamin 
representative, and P. M. Ruther- CAVALIER IS YOUR BEST BET FOR MORE SALES! 


ford, Dallas Power and Light Co. a 
Trouble free! Easiest to sell! Easiest to install! 


A complete line of automatic electric heaters from one source 
Write for catalogue 
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(Continued from page 29) 
cases as high as 10% to 15°, was 
becoming intolerable, and lamp 
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able with the increase in air con- fone Waee:4, Lelelce:\ y TENNESSEE 
ditioner motor loads. Secondary 
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banking reduced complaints of poor 
regulation, low voltage, and lamp 
flicker to an almost negligible 
minimum, correcting regulation to 
about 4% 

When voltage complaints do occur 
in the banked area, we first look 
for blown secondary fuses on either 
side of the low voltage condition. 
In many cases, replacement of a 
blown fuse rectifies the trouble. 
However, if the complaint is not 
occasioned by a blown fuse, a dia- 
gram of the area in trouble is made 
as in Figure 2. The diagram, with 
load check points indicated is given 
to a serviceman, along with a ciip- 
on ammeter, and during peak load a 
check is made of secondary currents. 

An unbalance of load currents 
may be found to be causing the 
voltage trouble, and a relocation of 
existing transformers nearer the 
heavy load may clear up the dif- 
ficulty. Or, the need for increased 
sapacity may be indicated, in which 
case a new bank of transformers is 
merely paralleled with the existing 
secondary. Since transformers are 
located originally by estimating 
loads, it is seldom necessary to re- 
locate them unless extremely heavy 
loads are added in one location. 

Secondary banking in Ports- 
mouth’s commercial area satisfac- 
torily solves a particular problem: 
it gives Portsmouth most of the 
advantages of a secondary network 
through the use of standard mate- 
rial in a well defined, isolated area 
without the expense of the special 
equipment necessary for a network. 

The banked area is well defined 
and isolated in Portsmouth for a 
purpose. Since other areas of the 
city are fed by radial secondaries, 
it would be dangerous to service 
personnel if the banked portion of 
the system were not isolated; a line- 
man might think he was working 
on the radial system, and after 
opening the primary fuses, consider 
a transformer to be de-energized. 

Of course, our safety rules dis- 
tinctly prohibit removing the cover 
of any transformer without first 
disconnecting both primary and 
secondary leads, but men have been 
known to forget or ignore safety 
rules. To ignore that particular 
rule in a banked area might easily 
prove fatal. Therefore, it is deemed 
advisable to confine the banked sec- 
ondaries to a well defined, isolated 
area. 


There are no single-phase banked 
secondaries in the City of Ports- 
mouth because no large area lends 
itself to banking, and safety con- 
siderations rule out mixing banked 
and radial secondaries in any area. 

On the whole, the people who op- 
erate the banked secondary distri- 
bution system in Portsmouth are 
well satisfied with it after seventeen 
years of experience, but they feel 
that an extension of banking to 
single-phase secondaries is_ not 
feasible at this time in the more 
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lightly loaded residential areas. 

Because of the increase in trans- 
former capacity requirements in 
the downtown Portsmouth area, we 
are now in the process of installing 
underground transformer vaults to 
accommodate larger transformers 
than could be pole mounted. Al- 
ready, in some areas, there are 
transformers on every pole, and the 
area is becoming unsightly. 

The new vaults will be fed from 
radial 11-kv primary circuits, and 
the secondaries will be tied together 
in an overhead secondary network 
temporarily. Gradually banked sec- 
ondaries in Portsmouth will be re- 
placed by an underground network, 
but they will have served their pur- 
pose satisfactorily and economical- 
ly. 

Other districts of our company 
operate banked secondary systems, 
but on a smaller scale than does the 
Portsmouth area. Richmond Dis- 
trict operates a line bank of three- 
phase, four-wire 120/208 volt, wye 
secondaries in the southeastern sec- 
tion of the City of Richmond, util- 
izing conventional transformers 
and 5-kv, 200-ampere fuse cutouts, 
with 200-N ampere fuse links in 
the secondary mains. The second- 
aries form a line bank along Hull 
Street, from 12th Street to 17th 
Street, as shown in Figure 3. Trans- 
formers in 150-kva banks, installed 
along streets just off Hull Street, 
are fed from a_ single 2.4-kv 
primary. 

This small, isolated banked sec- 
ondary system serves the same pur- 
pose in Richmond as the larger 
system does in Portsmouth: it eco- 
nomically improves voltage regula- 
tion and reduces lamp flicker in a 
heavily loaded commercial area 
which cannot be fed conveniently 
from the city’s underground net- 
work. 

There have been, in the past ten 
years, varying degrees of single- 
phase secondary banking in Rich- 
mond District, made necessary by 
a scarcity of materials during the 
war years, but experience with the 
system has been something less 
than satisfactory. 

First, no clearly designated area 
was selected for banking second- 
aries; whenever a situation of hard- 
to-correct voltage regulation or ex- 
cessive lamp flicker occurred, sec- 
ondaries were banked. Usually, 
these secondaries formed line banks, 
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which are much less likely to pro- 
duce satisfactory results than are 
loop banks. 

Secondary banks were _inter- 
mingled with radial secondaries, 
and a lineman was easily confused 
by the combination of both systems 
in a given location. Cascading was 
common, and many man-hours were 
required to patrol secondaries, 
locate blown fuses, and keep the 
system in operation. 

In some locations, CSP trans- 
formers were banked with conven- 
tional transformers, and no fuses 
were installed in the secondary 
mains. If the CSP transformer hap- 
pened to open its secondary break- 
ers from overload or a transformer 
fault, the conventional transformer 
promptly burned up, and in many 
cases, cascading began. Some sec- 
ondary fuses were used, and in 
many cases, failed to indicate that 
they were blown, causing a loss of 
time in correcting voltage com- 
plaints and restoring service. 

There were instances in which 
linemen pulled primary fuses and 


ussumed transformers were de-en- 
ergized. Luckily no fatalities re- 
sulted, and it was here in the 
Richmond District that our safety 
rule concerning the removal of 
transformer covers was suggested. 
Single-phase secondary’ banking 
would have proved satisfactory in 
Richmond District had it not been 
installed under emergency condi- 
tions; however, line foremen now 
have standing orders to remove all 
secondary banking fuses found in 
the district, and to report their lo- 
cation to the engineering depart- 
ment so that voltage and load checks 
may be made in the area. 

Franklin, Virginia, a small mu- 
nicipality served wholesale in our 
Norfolk District has had in opera- 
tion since 1947 a banked secondary 
system throughout 90% of the town. 
In 1947, many voltage regulation 
problems confronted the electrical 
supervisor. The local. distribution 
system was composed of small pri- 
mary and secondary conductors, and 
load was growing at a rate of about 
15% per year on the system. 


It was impossible to correct exist- 
ing voltage conditions by the in- 
stallation of primary regulators 
alone, for most of the losses were 
occurring in the secondary system, 
and it was impossible, economically, 
to rebuild the town’s secondary sys- 
tem. 

The electrical supervisor read in 
a manufacturer’s pamphlet about a 
transformer designed with second- 
ary breakers specifically for bank- 
ing applications. He purchased sev- 
eral of these transformers and be- 
gan to loop bank his secondaries in 
a given area. Results were so sat- 
isfactory that he now uses banked 
secondaries over most of his sys- 
tem, and radial secondaries are the 
exception rather than the rule on 
his property. 

Few three-phase customers oper- 
ate in Franklin, and these are 
served from separate banks of con- 
ventional transformers. At one 
time, single-phase transformers 
were banked with the lighting trans- 
former of three-phase delta con- 
nected banks with no secondary 
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fuse. Results were not satisfactory. 

In one section of town, the mu- 
nicipal system serves a group of 
shanties near a large paper manu- 
facturing plant. Up to five years 
ago the area was fed by thousand- 
foot runs of #4 secondary. Re- 
cently, occupants of these shanties 
have installed electric ranges, tele- 
vision sets, and other major appli- 
ances which would have overloaded 
the system and required its com- 
plete rebuild. However, the applica- 
tion of banking transformers to 
the existing system is today satis- 
factorily taking care of the load in- 
crease and its attendant voltage 
problems with a minimum of trans- 
former capacity and secondary con- 
ductor additions. 

In the five years Franklin has 
operated a system of banked sec- 
ondaries, no primary protective iink 
has ever blown. When a section of 
banked secondary is isolated by the 
operation of secondary breakers, 
service is restored by two linemen 
using radio equipped service trucks. 
A lineman is stationed at each 
transformer, and one transformer 
breaker is closed. As soon as the 
closing is reported by radio, the 
second transformer breaker is 
closed, thereby picking up the load 
before the first breaker can open 
again from overload. In the ab- 
sence of radio equipment, the first 
man closes his breaker, and when 
the second lineman sees lights come 
on dim in the area, he closes his 
breaker, picking up the load. 

In some cases in which load de- 
velops faster on one side of a bank- 
ing transformer than on the other, 
and begins to trip secondary break- 
ers, the two sets of breakers are 
paralleled to utilize the full capac- 
ity of the transformer until it can 
be relocated or replaced. For in- 
stance, suppose 14 kva fed in one di- 
rection from a 15 kva _ banking 
transformer and 1 kva fed in the 
other direction; the signal light on 
the more heavily loaded side would 
come on, or breakers on that side 
might even trip. 

If the gap in the secondary at 
the transformer is jumped, the 
breakers are paralleled and an emer- 
gency is temporarily averted. This 
procedure saves maintenance time 
due to tripped breakers, and al- 
lows more time between reports of 
red warning lights and transformer 
replacement, but it does expose 
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larger areas to outages from faults 
during the period of the temporary 
connections. 

From our seventeen years of ex- 
perience with banked secondaries, 
we conclude that such a secondary 
system economically solves the prob- 
lems of poor voltage regulation and 
lamp flicker in areas where load 
density is not great enough to jus- 
tify the expense of underground or 
overhead networks, but where load 
is more dense than in rural or scat- 
tered residential areas. 

When used in the proper locali- 
ties, under suitable loading condi- 
tions, secondary banking will im- 
prove the quality and reliability of 
service, and provide these improve- 
ments with less transformer capac- 
ity and smaller secondary copper 
than would be required on a radial 
system. 

The advantages of secondary 
banking may be obtained most eco- 
nomically using conventional trans- 
formers with fuses connected in 
the secondary mains, but greater 
service reliability may be realized 
through the use of banking trans- 
formers with self-contained pri- 
mary protective links and secondary 
circuit breakers. 

Attie fan demonstrator 
(Continued from page 27) 


fan fits the plan. Planning the fan 
installation when the house is built 
saves considerably as compared 
with cutting the holes after the 
home has been built and occupied. 
The Ace company believes in start- 
ing early in the season with store 
displays which tie in to the fan 
installed there, and with news- 
paper and radio advertising. This 
year he will run spots on the radio 
and newspaper ads on attic fans 
throughout the summer months. 
This promotion will feed a steady 
stream of prospects. 

Since they come to the store to 
get details they are exposed im- 
mediately to the properly installed 
store demonstrator which is so ef- 
fective that completed sales per 
100 prospects are more than 75 per 
cent. 

At the same time, window fan 
displays attract the attention of 
those passing on the busy highway 
in front of the store. 

When Mr. Specie moved to his 


new building from a side street lo- 
cation, he installed his office attic 
fan right away, and the demon- 
stration sold three installations 
within the next five days—and the 
ratio continued to climb. 

Mr. Specie can’t stress it 
enough. “Movement by itself is not 
enough. It takes movement in 
functional surroundings so the cus- 
tomer can feel the action and see 
or visualize the installation in his 
own home.” 


Rewiring for coolers 
(Continued from page 25) 
Window units using only elec- 
tricity are usually installed without 
trouble, but these units must not 
project too far beyond the building 
wall, or make an unsightly appear- 
ance from the outside, drip water to 
the street, or endanger pedestrians 
below. Cutting, drilling or removal 
of a window frame for installing a 
window unit is not permitted. 
Each time an air conditioning 
window unit is installed, the elec- 
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trician pulls one circuit out of the 
conduit and installs two new cir- 
cuits. It is estimated that this ser- 
vice costs the building $15 or $20, 
an expense that the building bears. 

Most of the air conditioning units 
used in both buildings use electricity 
only; these are favored by the man- 
agement, and tenants are encour- 
aged to install this type. 

The management feels that com- 
plete co-operation with the tenant 
desiring air conditioning is a refine- 
ment in service that does much to 
keep the tenant satisfied and happy 
with the space he occupies. 

Although the building engineer 
checks every new installation, he in- 
sists that little is left for the build- 
ing to do except furnish adequate 
wiring and power. The dealer who 
sells the majority of the units puts 
them in right and keeps them ser- 
viced. 

“Service is just about everything 
when a tenant installs air condition- 
ing,” Mr. Hammond said. “The 
average user has no idea of the 
service and skill necessary to the 
selection of the right unit, correct 
installation, and adequate power 
facilities. To give our tenants good 
service, we have had to have some 
standardization and make certain 
rules and regulations. Every year 
more units dot every wall of our 
two buildings. Tenants learn that 
the right air conditioning enables 
workers to perform efficiently in the 
hottest weather. Those without 
their own units are ready now to 
listen to the air-conditioning deal- 
er’s salesmen. 

“Our two buildings have made 
ready, with remodeled wiring, to 
take care of our tenants for many 
years. The electrical feeders 
throughout the two buildings are 
designed to take care of expanding 
needs. Besides air-conditioning, we 
must supply the power needs of ten- 
ants using. medical diagnostic and 
therapy equipment, which puts a 
heavy electrical load on the two 
buildings. Now, also, many of the 
larger medical offices have five or 
more window air conditioning units. 
Some of the insurance offices have 
as many as thirty.” 

The George W. Donaghey Found- 
ation is especially eager to serve 
tenants well because of what the 
foundation represents. The late 
George W. Donaghey, ex-governor 
of Arkansas, and his wife, Louvenia 


Wallace Donaghey, deeded the two 
buildings to the Little Rock Junior 
College. All, profits from the opera- 
tion of the two buildings are used 
to help maintain the college and to 
supply scholarships. 

With service to the people of the 
state the foremost aim of the 
Donaghey Foundation, the board of 
directors, as well as the building 
management, feel that efforts to 
give tenants the best in air-condi- 
tioning service is in keeping with 
the spirit of the foundation. 
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MAKE IT SLIMLINE 


STA-BRITE FLUORESCENT MFG. CO 
325 NW 22nd Lane, Miami, Fia. 





Quality Residential 
Lighting Fixtures 


The Packaged Line 


Ace Lighting Products Co. 


914 Piedmont Ave., N.E. 
Atlanta, Georgia 











IMMEDIATE DELIVERY FROM LARGE 
STOCKS OF ELECTRIC WIRE & CABLE 
* All Sizes * Any Quantity 
® Every Construction 


UNIVERSAL WIRE & CABLE CO. 


2878 Clybourn Ave. 1406 Jefferson Ave. 

Chicago 14, til. Houston 3, Texas 

Ph.: EAstgate 7-4777 Ph.: FAirfax 9468 
Cable Address: Uniwire 














JOBBER SALESMAN WANTED 


Large Independent Wholesale Electrical House in 
New Orieans has territory open in Southern Missis 
sippi and Louisiana Possibilities and Earnings 
unlimited for right man. Must be experienc 
capable of handling large ndus 

Answer in your own hand 

experience in detail 

806 Peachtree St. N. E 











ELECTRICAL SOUTH for MAY, 1953 




















— 4 
ZB 
4 a 5 
47 = 
7 nw 
, LA 
‘ 
; he 
AS 
a’ 
' 
tw Ab 


_% 


SSA 
NAICS) 


= 
QMS 


= 


¢t 
\\ 


\\ 


s 


SN 
SSRAAYS 


Md daias 


<i 
\ 


=, 


aoe 





“Almost every customer who walks in our store 
asks for the largest size fan practical for windows. 
Since we carry the Viking “944”, we have the fan 
they want at the price they want to pay. Women 
really go for its smart styling and the new grill design 
that protects the kid’s fingers. And we go for Vik- 
ing’s extra-feature Optional Automatic Timer. 
Actually, it gives us two models — means more sales, 
more profit — and it’s a snap for our servicemen to 
install. That’s why it’s Viking for us and our cus- 
tomers,” says Russ & Dorothy Gray of Russ & Dorothy 
Gray Appl., Miami, Fla. 


All our dealers have jumped on the Viking bandwagon 
and are going all-out to push fast-selling Viking “944” ’s 
And no wonder — this quality-built 22” window fan is the 
size most demanded by their customers, because of the 
terrific job it does cooling up to five big rooms. Our dealers 
don’t have to stock a lot of slow-moving models. They save 
valuable space — have less money tied up in inventories. 
Last year’s sales record is positive proof of how customers 
went for mechanically perfect Viking Window Fans.” 
This story from Jimmy Madden of Florida Electric Co., 


ing 


5601 Walworth, Cleveland 2, O. 








“I’ve found that the Viking Co-op Ad Plan makes my 
selling job a lot easier. With each fan, Viking gives me 
a Vadnit Coupon worth $3 toward 50/50 co-op ad 
vertising. They also provide plenty of hard-hitting 
newspaper mats, public ity, radio and television com- 
mercials that do a real selling job. And I use all of it 
right in my neighborhood where it sells a lot of new 
customers.” That from Sam Amlin of Appliance Sales and 
Service, Miami, Fla. 


EASILY INSTALLED 
TIMER GIVES YOU TWO MODELS 


To make the three-step, one minute 


iking 


installation, your serviceman simply 
follows the instructions packed with 
the Timer. He just pops out the 
chrome button on the top panel, 
makes the wiring connections and 
inserts the timer button. 


Spectacular Viking Display Now Available 





a 
A, [A Flood of Business is Heading Your Way in 
inct’s Summor Showor Campaign 
Get Ready For It° | 
¥ \ 
Special Promotions! 


Special Products! \ 
\ Special Give-Aways! | 


Special Values! 


\ \ Special Identification! 


A DELUGE OF SPECIAL ACTIVITIES AND 
PROMOTIONS TO FLOOD You WITH BUYERS 


The lightning strikes nation-wide when Hotpoint’s four-color spread in the 
June 3rd issue of Saturday Evening Post thunders the message of this earth- 
rocking special promotion, offered for the first time by Hotpoint. This same 
theme will be repeated later in June and in July in the national magazines and 
will be given a solid sell throughout June on Hotpoint’s sensational radio 
and television show . . . “The Adventures of Ozzie and Harriet.’ 

As a special ‘‘get-acquainted” offer, millions of magazine readers will be 
invited to Hotpoint dealers’ for a special gift. In addition to Hotpoint’s full 
and complete line of appliances, you'll be able to offer a special low-cost 
Hotpoint Automatic Electric Washer and Dryer and a special low-cost Hotpoint 


ae Deluxe Electric Range. You can identify your store with impelling window- 





displays. You'll have a special personalized ‘‘Hospitality Home” prospect 
mailer that offers a FREE copy of “Hospitality Home.’” This is to be the 
‘ promotion of promotions! 
Your Hotpoint distributor has all the details of this Hotpoint Hurricane 
of Special Values. See hima at once and be prepared! 


RANGES * REFRIGERATORS * DISHWASHERS * DISPOSALLS® * WATER HEATERS 
FOOD FREEZERS * AUTOMATIC WASHERS * CLOTHES DRYERS * ROTARY IRONERS © CABINETS * DEHUMIDIFIERS 
HOTPOINT Co. (A Division of General Electric Compony) 5600 West Taylor Street, Chicago 44, Illinois 
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THE PROFIT “NATURAL” (3? 


REPLACEMENT 
 e | You need only 4 units and 9 pans 


to be in business. Profitable because 
you don’t have to invest heavily in stock 
(and over 50 range manufacturers now use 
TK Monotubes® as original equipment). 


MODERNIZATION 

This is the key to extra sales, extra 

profits. And you'll sell many a new 
range while promoting modernization of 
your customers’ old ranges. You'll find 
“Simplified Cooking” has tremendous 
appeal to women. Why not cash in on it? 


--. 3 WAYS 


NEW RANGE SALES 
eS With or without the ““Moderniza- 


tion” promotion, you'll find “Sim- 
plified Cooking” with TK Monotubes is 
your best bet for new range sales. Tell your 
prospects about Monotubes’ instant all-over 
heat at every cooking speed and up to 32.8% 
greater utensil contact. Show them, too, 
how Monotubes’ exclusive “swing-away” 
action makes them the easiest surface units 
in the world to clean. 
Take advantage of TK Monotubes’ exclusive 
3-way profit features by selling “Simplified 
Cooking” to your very next customer. 
* Must be mstalled by authorized TK representative. 


MAIL THIS COUPON TODAY! 





Gentlemen: Please send me the new No. 6 Catalog 
giving complete details on TK Monotubes and “Sim- 


plified Cooking.” 
Please send me the free Monotube Promotion Package. [_} 
NAME 


SC 
FRAO 


TUTTLE and KIFT, INC. iia 


ELECTRICAL SOUTH for MAY, 1953 











oe ee Oe ee ee MOOELS “2° @ : and REVCO UPRIGHTS ‘11' and 


EXCITING NEW UPRIGHT 


LARGER CAPACITY...REVCO ‘17'...MORE COMPACT 


NEW HANDY DOOR SHELVES 
NEW EASY PULL-OUT BASKETS 
NEW EXCLUSIVE SIGNAL SYSTEM 
NEW FEATURES THAT SELL... 





Yes, this great new freezer ... Revco ‘17’ 
Upright . . . gives you the most modern, 
“slenderized” upright design that’s sure to 
win approval among housewives in your area. 

Its appearance advantage alone, over other 
large capacity upright freezers, is certain to 





capture more freezer sales for you. It is only 
32” wide and 30-3/16” deep overall hard- 
ware. Its 73’ height makes it easily adapted 
to the most desirable and convenient location 
in the home. 

Among its many outstanding features are: 
refrigerated top, bottom and sides of faster- 
freezing all aluminum food compartment, plus 
two refrigerated shelves for direct contact 
freezing of foods. Two shelves, non-refriger- 
ated, are the new open-grille type for rapid 
circulation of cold temperature throughout 
the interior. 

Easy pull-out food baskets and handy door 
shelves add greater convenience. The new, ex- 
clusive Revco Signal Light System, a highly 
desired feature and not found in most upright 
freezers, adds more sales appeal to help you 





close more freezer deals! 


WIRE, PHONE or WRITE “or the name of 
nearest Revco Distributor. Sell the outstand- 
ing 1953 line of Revco Freezers including the 
very popular 8, 15 and 23 CHILL CHEST 
Models and Revco ‘11’ and ‘17’ Upright 
Freezers. See Revco Full-Page Ad appearing 
in May 4th issue of LIFE! 


— 


ICO UPRIGHT MODEL UF173 .. . Sure to be the popular Seller in your area. | REVCO, INC. | 
< fast growing Revco family of independent appliance dealers who enjoy greater a 
profits with the fast selling Revco Freezer Line. 7: 

oe : : ( eee) 


DEERFIELD, MICH. 
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New 1953 WINDOW TYPE 


ROOM AIR CONDITIONERS 
truly the finest sold today! 


° , 

- ‘ 

a7 

7 Ce a HASSOCK FAN 
Thermostatic Control for variable Cooling Fat 
built-in at no extra cost! Low low priced and un 


conditionally guaranteed. Available in three 
dos... BMF.... %h OP... 1 OP 





EXHAUST FAN 


Electrically Reversible WINDOW FANS KITCHEN VENTILATC 
6 Quiet speeds .. . 3 Speeds exhaust .. . ~ 


3 Speeds Intake at the mere flick of a switch. “ay WL 


FRIGIDEE—”) 


FANS ond Ze 
AIR CONDITIONERS _—_LAYDOWN FAN 
FOR HOME — ‘ 
OR INDUSTRY 


ALSO A FULL LINE OF * 





BLOWERS SHUTTERS, ETC 
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Here’s a year-round sales gal, Margaret Lindsay. 
She’s helping to sell the Crosley Full Line on 
that popular TV program, ‘‘What’s My Name?”’, 
on the NBC Television Network. 


_ *Manufacturer’s Suggested Retail Price 
In Canada: Crosley Radio and TV, Limited, Toronto, Montreal 


Cools the air 
Ventilates the room 
Wrings moisture from air 


Circulates the air 


Pumps out stale air, smoke, 
and odors 


Filters out dust, dirt, and 
even pollen 


Cuts cleaning bills 


Muffles outside noises 








(a cies bepiennce, ; 


YOU'LL ENJOY YEAR-ROUND PROFITS WITH 


the {O54 CROSLEY 


ROOM AIR CONDITIONER! 


There’s big profit ahead in air conditioners 
this summer. And there’s a doubly profitable 
summer in store for the dealer who’s ready 
with plenty of Crosley Room Air Conditioners. 


With the beautifully styled Crosley Room 
Air Conditioner, you not only have more 
to offer summer customers, but you can 
create year-round sales as well. Here’s why 
you should carry Crosley. 


You sell year-round air-conditioned comfort 
when you sell Crosley. The Crosley does more 
than cool the air. It cleans the air of dust, 
dirt, and even pollen. It wrings moisture out 


MODEL ACE-33 MODEL ACE-50 


¥ horsepower—for small 
rooms. $229.95* 


4 horsepower—for average 
rooms. Automatic thermostat 
control. $329.95* 


ACE-75 D, except without ther- 
mostat. $379.95* 


ROSLEY 


of the air and circulates it without causing 
drafts. It whisks away smoke and cooking 
odors and keeps your customers in the 
Crosley Comfort Zone all year long. 


Moreover, the Crosley Room Air Conditioner 
operates quietly and muffles bothersome 
outside noises. Easily and quickly installed, 

it provides weather-tight fit with no pipes, 
ducts, or special connections. 


Set your heart on Crosley Room 

Air Conditioners and stake your claim 

in the year-round air-conditioning market. 
You'll find it a gold mine of profit! 


‘om ) oe) 


MODEL ACE-75 S$ MODEL ACE-100 


% horsepower—similar to 1 horsepower—for large rooms. 


Complete with automatic ther- 
mostat control. $469.95* 


DIVISION 


(AvGQ) 


Cincinnati 25, Ohio 


Better Products for Happier Living 


Shelvader® Refrigerators ...Shelvader® Freezers . . . Electric Ranges . .. Range and Refrigerator Pantries . . . Automatic Dishwashers . . . Electric Water Heaters . . . Electric Feed Waste 
Disposers . .. Sinks ... Stee! Wall Cabinets ... Steel Base Cabinets . . . Vinyl-on-Steel Continvows Counter Tops ... Handy Accessories . . . Television ... Radies . .. Reem Air Conditioners 





ne 


Some like ‘em fat. iq v n\} Some like ‘em thin... 


the compact, standard Ss. a complete 
kitchen counter choice of sizes 
height, table top models... i in round models 


easiest table tops 





to fit your 


to install and to service See requirements 























But everybody 
likes the 


wonderful HEDGES tine 





AUTOMATIC WATER HEATERS: SAF-T-HOT...ACTANE...MERTLAND 


Built by Water Heater Specialists 
M. M. HEDGES MANUFACTURING CO., INC., Chattanooga, Tennessee 


GAS and ELECTRIC 
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QUIET-OFRING [MOUNTED 


RESIDENTIAL and COMMERCIAL 


-for complete 
comfort 
cooling! 


Quiet operation, quick and 
convenient installation, high 
air deliveries and certified 
ratings are all features of 
Chelsea’s spring mounted 
comfort coolers for the home 
and for commercial applica- 
tions. Complete package units 
including fan, springs, sup- 


ports, automatic shutter and 
nae eed sre ae Be ens canvas boot which forms anti- 
COMFORT COOLER — For vibration seal between fan 
cooling homes, offices, stores, and attic wall or floor. See 
restaurants, churches and your Chelsea distributor, now! 
shops. Eleven sizes 24 to 60% 


TYPE EVB COMPLETE 
PACKAGE UNIT, 
FLOOR - MOUNTED 
COMFORT COOLER— 

For vertical discharge 
installation especially 
recommended where 
space is limited be- 
tween ceiling and roof. 

Five sizes 24” to 48”. 
Also, Type INEV for commercial 
ond industrial installations. 





TYPE WPJ 12 WINDOW 
FAN WITH ADJUSTABLE 
PANELS, TWO SPEEDS — 
Chelsea junior size fan for 
homes, offices, cpoartments 
and stores. 


TYPE WM 20 WINDOW FAN 
FEATURING HIGH AIR. DE- 
LIVERY — Quiet operation; 
equipped with two speed 
switch and adjustable panels. 
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' 
WRITE FOR LITERATURE on all residential 
and commercial installations address Dept. P-5. 


This is your symbol of certified ratings 
LS This is your symbol of quality 


A. CHELSEA FAN & BLOWER CO...Inc 
wv, 


PLAINFIELD, NEW JERSEY 





S07 the homemaker, 


see 


get io 


Super High-Speed 





Are You Making Use 
of Our 


Reader Service? 


The editorial and business 
staff of ELECTRICAL SOUTH 
One 


way in which we can help you 


is eager to serve you. 


is to make it easy for you to 
draw upon the wealth of tech- 
nical an: 


promotional ma- 


terial available from manu- 
facturers. 

In the accompanying pages 
are the descriptions of scores 
of useful catalogs, applica- 
tion information booklets, and 
technical publications, These 
are available without charge. 

Check over the list of pub- 
lications available, circle the 
the ones 


numbers of you 


need, and mail the coupon 
to us with your name, title, 
company and address plainly 
We 


manufacturer to send directly 


written. will tell each 
to you the information you 


want, 


The staff of ELECTRICAL 
SOUTH will be glad to help 
you with other problems. They 
will obtain expert advice for 
and 


you on both technical 


business problems. The ser- 
vices of a number of consul- 


Whether 


your problem relates to sales 


tants are available. 


promotion, lighting or wiring 
layouts, applications of the 


National Electric Code, or 
equipment application, it will 


receive careful attention. 


Chromalox makes the new Super Hign Speed Rocket... * 
Sell it for service and replacement and pocket a pretty profit! 


See your Distributor or write direct to 


Make more money and more EDWIN L. WIEGAND CO. 
F Nprormgl 
Snes cestomars! Weite for 7600 Thomas Blvd., Pittsburgh, Pa. 


complete details on modernizing E iy R © IM ANIL Ox 


all electric ranges with Chrom- 
Electric Cooking at its Best! 


Address your requests to: 





Reader Service 
ELECTRICAL SOUTH 
806 Peachtree St., NE 
alox Super High Speed Units Atlanta 5, Ga. 
and Adaptor Rings. RC-63 
C. B. Rogers, 1000 Peachtree St., N. E., Atlanta 5, Ga: Lo. Ro Wara « it. ¢ erce S$ 
Dallas 1, Texas; 1814 Texas Ave., Houston 3, Texas; 1519 So. Boston Ave Tulsa 14, Okla.; 

Ranson, Wallace & Co., 116% East Fourth Stre« Charlotte 2. N.C. 
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(Additional items will be found on pages 7, 9, 89) 


2012—Electric Heating File offered by Electromode Cor- 
poration, Rochester 3, N. Y., is made up to suit individual 
requests for information on Electromode Heaters for do- 
mestic, industrial or farm use; or to contain material on 
the complete Electromode line if desired. Included are 
specification sheets, illustrations, installations, how to 
select the right capacity heater, how to figure heat loss, 
wiring diagrams, and price sheets. 


2014—Hot Water Heaters. Informative and well-illus- 
trated data are available from M. M. Hedges Manufac- 
turing Co., Inc., Chattanooga, Tenn., on their line of Auto- 
matic electric and gas water heaters. 


2018—Electric Fans. A 28-page, profusely illustrated 
booklet describes in complete detail, this company’s line 
of fans. Booklet available from Emerson Electric Manu- 
facturing Co., 81st and Florissant Ave., St. Louis 21, Mo. 


2022—Night-Air Cooling Window Fan. A two-page cat- 
alog sheet, completely illustrated and containing descrip- 
tive information on the 1952 Viking Window Fan is now 
available from the Viking Air Conditioning Corporation, 
5601 Walworth Avenue, Cleveland 2, Ohio. Illustrations, 
installation sketches, prices, specifications, and cooling 
diagrams are included. 


2024—Electric Water Heaters. New specification sheets 
are now available for a full line of cylinder and table 
top models, featuring the Water Hotter, from the White 
Products Corp., Middleville, Mich. 


2030—Electric Fans & Drills. Signal’s complete line is 
shown in a new catalog just off the press, featuring a 
wide variety of desk, pedestal, exhaust, and vent fans 
Literature on drills, telegraphic equipment, and motors 
is also available from the Signal Electric Mfg. Co., 
Menominee, Mich. 


2034—Electric Flat Irons. Full information on Amer 
ican Beauty Electric Flat Irons in a weight, a shape, a 
size for household, as well as every industrial and manu- 
facturing use, is available in literature from the American 
a Heater Company, 6110 Case Ave., Detroit 2. 
cn. 





2038—Murray Ventilating Fans. A set of specification 
sheets is available describing the Murray line of fans, 
including 20 and 24 inch window fans and vertical and 
horizontal ventilating fans. H. C. Biglin Co., Inc., 177 Har- 
ris St., NW, Atlanta 3, Ga., is exclusive sales agent for the 
line which is manufactured by Murray Co. of Texas, Inc. 


2040—Electric Blowers and Exhausters, Bulletin 3014-D 
describes Types “E” and “RE” Buffalo blowers and ex- 
hausters manufactured by Buffalo Forge Co., P. O. Box 
985, Buffalo 5, N. Y. Characteristics of the Blowers. 
graphs, charts including capacities and static pressure, 
_ exact dimensions are all contained in the 8-page 
older. 


2056—Electric Heaters and Heating Units sold through 
electrical dealers for home or farm are described in a new 
folder available from E. L. Wiegand Co., 7600 Thomas 
Blvd., Pittsburgh 8, Pa. The folio contains data and price 
sheets covering the profitable Chromalox line of table 
stoves, air heaters, range and water heater units and the 
new flexible Thermwire heating cable. 


2058—Exhaust Fans. A new Emerson-Electric Exhaust 
Fan catalog, illustrating and describing in detail this line 
of fans for all types of buildings, is offered by the Emer 
son Electric Mfg. Co., 81st and Florissant Ave., St. Louis 
21, Mo. 


2064—Electric Fans. An attractive 12-page Catalog 
of Zephair fans has been made available by the Hunter 
Fan & Ventilating Co., P. O. Box 2858, Memphis 2, Tenn. 
A comprehensive description of this company’s products 
is given, with complete specifications and dimensions. 


2066—Shutters & Dampers. A 12-page catalog (No 
46) is available from the Elgo Shutter Mfg. Co., 2738 W 
Warren Ave., Detroit 8, Mich., describing the 17 different 
types of shutter and dampers manufactured by them, and 
as used in connection with ventilating and air-condition- 
ing installations. 


2070—Zephair Fans. Hunter Fan and Ventilating Co., 
Inc., 400 So. Front St., Memphis, Tenn., offers a new 8- 
page catalog containing detailed information on the Hunter 
Zephair Fans, for home and industry. 





ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 


Gentlemen: 
Please send me the bulletins and catalogs indicated. 


(Print Plainly) 
Name Title 
Company 
Address 


City & State 





May, 1953 


Circle numbers below. Bulletins and 
catalogs will be mailed promptly. 





2012 2014 2018 2022 2024 
2030 2034 2038 2040 2056 
2058 2064 2066 2070 = 2072 
2078 2092 2108 2114 2116 
2118 2136 2140 2142 2144 
2150 2154 2156 82162 2164 
2168 2170 217: 2174 2176 
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NEW. ELECTRICALLY REVERSIBLE 
20-INCH WINDOW-TYPE VENTILATOR 


Be first with Diehl’s new Window-Type Ventilator— 

it’s electrically reversible. One switch controls both 

; ON and OFF, and two speed IN or OUT air flow. 

+ Stale air OUT—fresh air IN—at the flick of a switch. 

TABLE AIR CIRCULATOR Adjustable to fit any window width from 27 inches 
It’s a Table—It’s a Fan 


to 39 inches, 
Whatever the weather—whatever the season—the new Diehl 
Table Air Circulator provides year-round comfort. Its dual 
utility wins wide appeal. Unique and distinctive, it’s an eye- 
catcher—a natural all-year-round sales leader! 


Start now—display —adver- 

tise—demonstrate—talk fans. 

Diehl helps you sell—get the 
new 1953 fan promotion PACKAGE UNIT QUIET 
aids—they’re yours for the oF) ATTIC VENTILATORS 
asking. Catalogs * En- , ees, Se 24-Inch, 30-Inch and 
velope Stuffers * News- | _ ial 36-Inch Sizes 

.. paper Mats * Manuals ¢ , ras 
Displays * Posters ®* 
Window Decals * Dis- 
play Cards. 


Other DIEHL FANS you can Sell POPULAR AND QUIET MODELS AIR CIRCULATORS ED 
with Profit DESK AND BRACKET FANS 24-Inch Oscillating and 24 and 
‘ ; 10, 12, and 16-Inch 30-Inch Non-Oscillating Floor, 
Kitchen Ventilators Counter, Wall and Ceiling Models 
Pedestal Fans 
Exhaust and Ventilating 


Fans piel DIEHL MANUFACTURING COMPANY 


A size and type for every Electrical Division of 
need. THE SINGER MANUFACTURING COMPANY 
Well balanced - FINDERNE PLANT © SOMERVILLE, N. J. 
Seuthora warehouse stocks District Offices: Atlanta @ Baltimore @ Boston @ Chicago @ Detroit e New York @ Philadelphia e Worcester 
carried in: ATLANTA, GA., 180 Whitehall St. S.W. bd ORLANDO, FLA.., 5809 Sage Drive 


, Azalea Park 
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2072—Window and Attic Fans. Two new 1952 bulletins 
on window and attic fans have been published by Reed 
Unit-Fans Inc., 1001 St. Charles Ave., New Orleans, La. 
A new line of 20”, 24” and 30” 2-speed window fans 
along with the established line of reversible window and 
attic fans are described in these bulletins. 

2078—Sales Helps. A variety of sales helps, including 
How to Sell Booklets, Consumer folders, Specification 
Sheets, Free Mats, Cuts and Glossy Photographs, Displays 
and Promotion Kits for selling and demonstrating Gen- 
eral Mills Home Appliances—the Automatic Toaster, Tru- 
Heat Iron and Steam Ironing Attachment sponsored by 
Betty Crocker. Available to dealers from General Mills, 
Inc., Home Appliance Dept., 1620 Central Ave., Minne- 
apolis 13, Minn. 

2092—Air Circulators and Window Fans. The Complete 
Line of Kisco Floor Model Air Circulators and Portable 
Window Fans for 1952 is illustrated and described in a 
series of two-color catalog sheets and envelope stuffers 
available to the trade. A Special Sales Manual containing 
product and sales information is available for use by 
Dealers handling Kisco Products. Kisco Company, Inc., 
2400 Dekalb St., St. Louis, Mo. 

2108—Household Refrigerators, Farm and Home 
Freezers, Electric Ranges. Complete information regard- 
ing Coolerator space-saver refrigerators, a completely 
new line of farm and home freezers and automatic seven 
heat Push-A-Button electric ranges. Write Coolerator, 
Duluth 1, Minnesota. 

2114—Electric Heetaires. A new, colorful, twelve-page 
booklet from Markel Electric Products, Inc., 145 Seneca 
St., Buffalo, N. Y., unveils a complete line of wall-attach- 
able, well-recessed, and portable heaters. Heetaire models 
for every room in the house and other applications are 
described. 

2116—Replacement Heating Units—For electric water 
heaters. Information on the complete line of various 
wattages, voltages, and shapes of water heater units of 
the Immersion Type can be obtained by requesting Re- 
placement Manual No. 5 from Tuttle & Kift, Inc., 1825 
N. Monitor Ave., Chicago 39, Illinois. 

2118—Fans. The 1953 Robbins and Myers Fan Catalog 
contains 16 pages featuring fans for every purpose. Il]lus- 
trations, tables, and text furnish information on uses, ca- 
pacities, installation, and features of the window, floor, 
ceiling, oscillating, and ventilating fans, the circulators 
and automatic shutters of the 1953 Robbins and Myers line. 

2136—HANDHOT CONSUMER MAILER—“HOME IS 
A PLEASURE”—9-page catalog of appliances and fans 
giving “tips” for using in copy. (Makes an effective 
dealer mailing piece. The “kiddies” enjoy the carton 
type drawing). Chicago Elec. Mfg. Co., 6333 W. 65th 
St., Chicago 38, II. 

2140—Ventilating Equipment Circulators & Devices 
announces the publication of their new, up-to-date 1952 
catalog illustrating their complete line of ventilating 
equipment including Pedestal, Wall and Ceiling fans, Ex- 
haust Fans, new reversible window fans, blowers, shut- 
ters, etc. Write to Circulators & Devices, 98-168-32nd 
Street, Dept. E. S., Brooklyn 32, New York, for your free 
copy. 

2142—Gas and Electric Water Heaters. Two bulletins, 
in color, devoted to Jackson automatic gas and electric 
water heaters, have been announced by W. L. Jackson 
Mfg. Co., Inc., P. O. Box 26, Chattanooga 1, Tenn. Table- 
top and round electric heaters, as well as floor furnaces, 
are described in one; Jackson’s 20- and 30-gallon gas 
heaters in the other. Warranties on both gas and elec- 
tric models are explained. 


2144—-Ventilating Products. The complete line of 
Schwitzer-Cummins Ventilating Products are described 
and illustrated in a new condensed catalog. Included are 
attic, reversible window, cabinet, portable and exhaust 
fans and single and double inlet blowers. Copies are 
available from Schwitzer Cummins Co., 1125 Massachu- 
setts Ave., Indianapolis 7, Ind. 


2150—Apartment-Size Electric Range. Complete spe- 
cifications on the State Pride apartment-size electric 
range, manufactured by State Stove & Mfg. Co., 509— 
25th Ave., No., Nashville, Tenn., are contained in a new 
two-color catalog sheet. The stove is illustrated, and 
many consumer advantages are listed. 

2154—-Rancher Fan. The “Niteair” Rancher, a com- 
pete package unit designed for ranch-type homes with 


ELECTRICAL SOUTH for MAY, 1953 





luw-pitched roofs, is described in Form No. 630 catalog 
page from The Lau Blower Co., Dayton 7, Ohio. The 
eight-step installation procedure is shown, as well as di- 
mensional] drawings and specifications. 

2156—Combination Portable Window Fans. Three sizes 
of Lau combination portable window fans that harmonize 
in color and design are included in catalog folder Form 
No. 615 available from The Lau Blower Co., Dayton 7, 
Ohio. Mode] 1252 is designed for casement windows, as 
is Model 1652, which is 2 inches larger Model 2052 is 
a new window fan with side expanders. Variety of uses 
for all three fans is included in the folder 

2162—Fans and Blowers. Fans and blowers for every 
requirement are described in Catalog No. 400 of Chelsea 
Fan & Blower Co., Inc., Plainfield, N. J. Illustrations of 
each unit are accompanied by a listing of features, 
specifications, and dimensions, as well as cross-sectional 
drawings on many models. 

2164—"“TOWERS & MASTS FOR TELEVISION & 
RADIO. By writing to the Jontz Mfg. Co., 1101 E. Me- 
Kinley, Mishawaka, Indiana interested persons may procure 
information on a full line of Towers & Masts for TV and 
Radio installation. The Jontz Mfg. Co. also produces Guy 
Rings, Roof Mounts, and steel tubing. All materials are 
heavily zinc-plated & chromate dipped for great rust-re- 
sistance.” 

2168—Television Antennas. Literature is now available 
from Kay-Townes Antenna Co., of Rome, Ga., describing 
the eight models in their line of television antennas which 
includes conicals, broad band, broad band fan, twin driven 
V’s, twin driven conicals, a broad band for metropolitan 
use, and a new high gain model, called the “Big Jack.” The 
company also carries a line of mounting accessories. 

2170—Manitowoc Upright Freezers. New features of 
Manitowoc Freezer Models 18.5 and 14 include Watching- 
Eye warning light which burns continuously unless power 
fails or freezer temperature rises 15° above thermostatic 
setting, floating type inner door to eliminate warping, and 
other improvements in construction and styling. Further 
information available from Manitowoc Equipment Works, 
Manitowoc, Wis. 

2172—COMMERCIALAIRE, INC., manufacturers of 
fans, blowers and automatic shutters (louvres), offers their 
current catalogue of over 200 items of domestic, commer- 
cial and industrial equipment to the distributor. Address: 
Commercialaire, Inc., 300 Pacific Street, Bklyn. 2, N. Y., 
Dept. E. S. 

2174—Evaporative Air Coolers. A four page catalog 
sheet, completely illustrating a complete line of evapora- 
tive coolers from 1400 CFM fan units to 15,000 CFM 
blower units. Featuring a 2000 CFM self-contained blower 
window unit, no water or drain connections necessary. 
Now available from National Engineering & Manufactur- 
ing Company, 519 Wyandotte Street, Kansas City, Mis- 
souri. 

2176—Ventilating Equipment. Acme Equipment Co., of 
Muskogee, Okla., is currently offering a loose leaf catalog 
giving information on its line of attic fans, ceiling and 
wall shutters, industrial fans, and air conditioning units. 
The information includes photographs and diagrams, 
specifications, descriptions, and dimensions, 

2178—Dixie Maid Electric Churns, one, two, three and 
five gallon sizes and glass jars fully illustrated in catalog 
heets and consumer leaflet | material includ 
ll be interested deal 
Southern 
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ers and jobber covering 
Electric Products, P. O. Box 406, nde n, Ss. ¢ 
2180—Roof Exhausters. catalog page has been issued 
by the Acme Equipment »., of Muskogee, Okla., which 
de scribes the company’s “Skyma ter” Roof Exhauster Of 
the belt drive, propeller type, the exhausters are designed 
. certified performance, non-overloading blades, 
rrosion ‘sistant fi h, quiet 
“pact dis 
formation | atalos whi also gives 

ficatior 

Lighting 


tive home lighting. The 
: r recently 


2182—Decora 
949 East 72nd St., Clevela 
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Consumer credit 
at all-time peak 


THE USE of borrowed money to 
buy automobiles, home appliances, 
and other articles has shown a 
sharp increase over the past year. 
As a result, the outstanding amount 
of consumer credit, or short-term 
consumer debt, has climbed to an 
all-time peak, reports the Cleve- 
land Trust Company. 

Of more significance, the ratio of 
this type of debt to total personal 
income, after taxes, is higher than 
at almost any previous time. This 
has caused some concern, not so 
much about the present level of con- 
sumer credit as about the possi- 
bility of a further marked uptrend. 

Monthly changes in consumer 
credit outstanding, broken down 
into four major classifications, are 
shown in the accompanying dia- 
gram beginning with 1950. The 
three solid lines comprise install- 
ment credit, which now accounts 
for about 70 per cent of the total. 
The broken line represents all non- 
installment credit, consisting of 
charge accounts, single-payment 
loans, and service credit. The 
figures are published by the Fed- 
eral Reserve Board. 

The general trend was upward 
in 1950, as shown on the diagram. 
In 1951 buying by the public 
quieted down after the post-Korea 
rush, and two of the four curves 
were lower at the end of that year 
than at the beginning. The sharp 
rise in 1952 is clearly evident for 
the three kinds of installment 
credit, though less noticeable for 
non-installment. 

The increase was_ especially 
marked after last May, when re- 
strictions on credit terms under 
Regulation W were removed. By 
the end of December, total con- 
sumer credit outstanding had at- 
tained a new record of nearly $24 
billions. January of 1953 brought 
the usual seasonal decline in non- 
installment credit, but two of the 
three types of installment credit 
continued to advance. While total 
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consumer credit on January 31 was 
a little lower than for December, 
it was 18 per cent larger than the 
year earlier. 

In itself, the rise of consumer 
short-term debt outstanding to a 
new high point is not too remark- 
able, because numerous economic 
indicators expressed in dollars have 
been doing the same thing. A bet- 
ter way of appraising the debt bur- 
den is to relate it to disposable per- 
sonal income—that is, the income 
after taxes. On that basis, the 
current amount of debt is consider- 
ably above the prevailing range as 
far back as 1929. 

The previous record for the per- 
centage of debt to income was 
established in December, 1940, 
when the ratio was 6.8 per cent for 
installment debt and 10.2 per cent 
for total consumer debt. In Decem- 
ber of 1952 the ratio for the former 
reached its old high; but that for 
the latter was 9.9 per cent, or 
slightly lower than the earlier peak. 

These historical comparisons are 
not altogether satisfactory, because 
during the past 25 or 30 years the 
output of consumers’ durable goods 
has grown tremendously; and the 
use of installment credit, as a sound 
method of financing the purchase of 
such articles, has become more and 
more widespread. Thus it is not 


certain that the present percentage 
of consumer debt to income after 
taxes has reached the limits of 
prudence, simply because it is about 
at its historic peak. 

Still, today’s relatively high level 
of the ratio of debt to income 
should at least be a signal for cau- 
tion. Conservative lenders grant 
consumer credit on the basis of the 
borrower’s ability to pay, rather 
than on the mere desire to buy, and 
certainly the first-named practice 
is the proper one. If people in gen- 
eral should become overextended on 
their short-term debt, retail trade 
could be adversely affected when- 
ever the buyers decided to restrict 
their current purchases until their 
debts had been worked down. And 
any drop in income would naturally 
aggravate the situation. 


Applianee sales 
show increases 

SALES FIGURES released from sev- 
eral sources recently have indicated 
increases in appliance sales for the 
first quarter of 1953 as compared 
with the same period of last year. 

Factory sales of standard-size 
household vacuum cleaners in the 
first quarter of 1953 showed an ad- 
vance of 9.9 per cent over the same 
period a year ago, totalling 831,187 
units compared to 756,254, accord- 
ing to industry-wide figures an- 
nounced by C. G. Frantz, secretary- 
treasurer of the Vacuum Cleaner 
Manufacturers’ Association. 

Sales in March were 329,294 un- 
its, up 13.5 per cent from 290,092 
in March, 1952, and were 33.9 per 
cent higher than 246,007 in Feb- 
ruary of this year. 

Factory sales of standard-size 
household washers in February to- 
talled 326,604 units, compared to 
277,309 in January, an increase of 
17.8 per cent, according to figures 
for the organization’s membership 
announced by the American Home 
Laundry Manufacturers’ Associa- 
tion. The February total compares 
to 255,864 units sold in February 
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THE BELLS ARE RINGING 
(OAS RZCI9 122 33L09) AT THE 
WESTINGHOUSE FREEDOM FAIR 


.- April 21 to May 30 
And Here Are 4 Good Reasons Why... 


Count ‘em—1, 2, 3—yes, 4. Four sales-pulling promo- 
tions that are packing in prospects for Westinghouse 
retailers the country over! Easy to stage . . . with 
every detail “blueprinted” .. . they are whipping 
up store traffic . . . stirring up that buy now urge 
... getting sales results unequaled before. Your ‘ on. Mall pare of 
Westinghouse appliance distributor can furnish you . 

with full details. 
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This hot store promotion brings 
dealers large immediate profits . . . 
plus a big backlog of potential 
sales. Enhances store’s prestige. 


FOR Bass 


Teaches homemakers how to laun- Sells the NEW FREEDOM 
der new Miracle Fabrics—Orlon, 
Nylon, etc.—safely, and at home. 
A pretested promotion that sells. 


that Here's a use-the-user plan to sell 
Mrs. Homemaker will enjoy with dishwashers and other major ap- 
the Westinghouse Freedom Appli- pliances, too. Can be held in own 
ances. It’s fun for everybody! er’s home or in store. 


Urge your customers to see our three popular TV shows every week... 


FREEDOM RINGS... Westinghouse STUDIO ONE...MEET BETTY FURNESS 
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a year ago, or an increase of 27.6 
per cent. 

Automatic tumbler dryers sold in 
February aggregated 57,136 units, 
down 8.2 per cent from 62,260 in 
January, and 28.3 per cent greater 
than 44,540 sold in February, 1952. 

February ironer sales amounted 
to 22,586, compared to 24,395 in 
January, down 7.4 per cent, and 
were 28.1 per cent greater than 
17,630 ironers sold in the compar- 
ison month of 1952. 


New appliances seen 
by Atlanta GE dealers 

PURPOSE OF a breakfast meet- 
ing held at the Ansley Hotel in At- 
lanta recently for General Electric 
dealers and their sales personnel 
was to introduce to the trade three 
new appliances of the GE Small Ap- 
pliance Division, the new M12 
mixer, a new portable mixer, and 
new toaster. Georgia distributors 
participating in the meeting were 
W. D. Alexander Co., General Elec- 
tric Supply Co., King Hardware 
Co., and L. Luria and Son, Inc. 

Similar meetings are being held 
in Albany, Macon, Columbus, Sa- 
vannah, and Augusta, Ga. 

The Atlanta meeting, which was 
under the direction of W. B. Clem- 
mens, district sales representative 
for the State of Georgia, and W. J. 
Pfeif, Southeastern manager for 
the Small Appliance Division, also 
featured an announcement of Gen- 
eral Electric’s extensive national 
advertising campaign and_intro- 
duced new displays. The meeting 
began an aggressive sales promotion 
by local GE distributors. 

Fay Wheeler, of General Electric 
headquarters, stressed the impor- 
tance of dealers’ knowing their 
products. He said that the national 
and local advertising programs are 
“driving people to stores for pre- 
‘ sold items,” and dealers should take 
advantage of the fact. 


Hallicrafiers names 
southern distributors 

THE APPOINTMENT of two south- 
ern distributors for the Hallicraft- 
ers Co., manufacturers of precision 
television, radio and communica- 
tions equipment, has recently been 
announced. 

M. Robert Wilson, vice-president 
in charge of sales, said that the 
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Georgia Appliance Co., Inc., 1405 In Florida, the Burford Distrib- 
Spring St., Atlanta, Ga., has been uting Co., St. Petersburg, will dis- 
named distributor for Georgia. tribute the company’s products. 
Walter Trippe is president of the S. S. Burford is president of the 
newly appointed distributing firm. company. 
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KELVINATOR SALES MEETINGS—Making a sales point at Kelvinator’s 
Spring meeting for distributor groups in Charlotte, N. C., is L. L. Miller 
(right) of Southern Appliances, Inc. Others in the group are (left to 
right) C. D. Mitchell, president of Southern Appliances, E. E. Rawl, vice- 
president of Carolina Sales Corp., R. A. Demmer, Kelvinator’s eastern 
regional manager, and J. T. Little, president of Carolina Sales. This meeting 
and the one photographed below were meetings of a series at which Kel- 
vinator completed the national introduction of its new home laundry line to 
its field organization, and outlined spring sales plans. 


The Atlanta sales organization views new Kelvinator laundry equipment. 
(Left to right), J. T. Stone, factory advertising manager of Kelvinator re- 
frigeration products, Carl D. Taylor, manager of the company’s South- 
eastern Zone, and H. L. Travis, Kelvinator manager of retail distribution, 
seem pleased over the sales prospects of the new automatic washer. 
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©. “Niteair” Fan 
when you 





It costs so little . . . Yes, it costs so little to 
add so much more when you are building for 
fast, profitable turnover. A Lau “Niteair” Fan 
can mean the difference between a quick de- 
cision to buy or merely look around. 

Lau offers you America’s finest low cost attic 
fans in your choice of 2 popular models and a 
wide range of sizes and air capacities. These fans 
have 4 blades, properly pitched to provide great 

es est suction and air movement, plus trouble-free 
cen tees eee economy and quiet efficiency. Lau “Niteair” 
in 4 sizes—24”, 30”, 36”. 42”. : aoe Fans are all fully guaranteed. Each carries a 
Certified Rating, motors carry 1-year factory 

5 aan *Niiaents* ined Bintan ayal. warranty and entire unit is Underwriters’ Labor- 


able in 5S sizes—24”, 30”, 36”, atory Approved. 
42” and 48”. 
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WIRING AND MOUNTING MOTOR INSTALL CEILING SHUTTER 
Bolt motor to mount Adjust sprin 
before doing so 
connect a length of 
wire thot w reach 
from motor to contro 
switch. Bolt motor to 
mounting plate. Fasten 
motor pulley and ad 
just belt tension. 


Write for Catalog Pages and Specification Sheets ~629 and ~630 


BLOW - & COM PAN Yy * 2019 Home Avenue, Dayton 7, Ohio 


World’s Largest Manufacturer of Warm Air Furnace Blowers 
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With the modern new 
card system for inven- 
tory records now in use 
by George’s Radio and 
Television Co., of 
Washington, D. C., 
three clerks post make 
and model number, age 
of items in stock war- 
ranty information and 
other data for the stock 
record in one-half the 
time formerly required, 


Efficiency and dollar savings made in 


record department by George’s new 


Inventory control system 


@ AN ACCURATE card control that 
puts the finger on any unit in our 
warehouse or stores has recently re- 
placed our cumbersome and dog- 
eared ledgers, saving us inestim- 
able dollars yearly. 

Covering television, radio, small 
appliances, refrigerators and freez- 
ers, and hard white goods, the con- 
trol system indicates with absolute 
accuracy flow of merchandise from 
warehouse to stores and consumers 
—with one-half the personnel in 
one-half the time it used to take. 
With hours to spare now we get 
out weekly reports to our stores on 
their merchandise  picture—a 
byproduct impossible under our led- 
ger system. A monthly inventory 
count now lets us know precisely 
where we stand with regard to 
stock investment at all times. 

As a chain of retail stores mer- 
chandising electrical appliances, 
radios and television, it was always 
vital for us to keep a stock control 
record of makes and model numbers, 
age of items, and for warranty ser- 
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by N. J. Libert 


George’s Radio and Television Co., Inc. 
Washington, D. C. 


vice to our customers, when and to 
whom a unit was delivered. The 
control served many other purposes. 
Although it was not primarily 
a buyer’s guide, it let our buyer 
know how many of a certain model 
were on hand. It located for a sales- 
man the particular model a cus- 
tomer might want. However, this 
record kept:in a series of ledgers 
spread over the office meant the 
endless flipping of pages by six 
clerks. Postings were several weeks 
behind. Inaccuracy was always pre- 
sent. Physical and book inventories 
on small appliances, where no cur- 
rent balance was kept, were partic- 
ularly difficult to reconcile. 
Expanding volume made a new 
approach to stock control imper- 
ative. Calling in Remington Rand 
we worked out a card system with 
them that eliminated our most trou- 
blesome problems and gained at the 


same time many advantages. We 
found Kardex file cabinets not only 
easier and speedier to manipulate 
but more compact in setup taking 
only one-fourth the floor space the 
old system requires. Three clerks 
and a supervisor are now handling 
a greater volume than six clerks 
did before the new system was in- 
stalled. 

Now we can give a buyer or sales: 
man card information 
within seconds. There is no such 
thing today as a sale lost as a result 
of inadequate or 


accurate 


inaccurate card 
information on the location of a 
particular model somewhere in our 
chain. 
Comprehensive weekly reports 
issued to our stores catch overages 
and shortages and other discrepan- 
cies. An item or appliance charged 
to a store and not there or in the 
warehouse must be located. End-of- 
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the-month inventory count that once 
took three days is now 
within 12 hours. 

Posting is always current. The 
greatest improvement and savings 
derive from our 


handled 


small appliance 
control, where consolidation from 
four worn ledgers into eight trays 
of cards with constantly current 
balances has eliminated the great 
amount of error and confusion that 
existed in this department. 

We now have a card that details 
on the left hand side new merchan- 
dise received by the warehouse. 
Posting from the receiving ticket, 
we record date received, reference 
number (receiving ticket number 
in warehouse), quantity, and serial 
number. Headed up and filed by 
make, model, and serial number, 
cards have a central column for 
inter-store transfers, so that we 
know by date, ticket number, and 
quantity, the merchandise that has 
been sent to our F St. Store, H St. 
Store, or any other of our 11 retail 
outlets. On the-right hand side pro- 
vision was made for sales to cus- 
tomers by delivery date, sales check 
number, from which store sold, de- 
livery ticket number, 
name and address. 

From our delivery date we know 
the exact period of free warranty 
service to which the customer is 
entitled. In the event of theft, the 
serial number may serve as an aid 


customer’s 


in the recovery of property. 





cost 


cost 


A color system in orange at the 
base of the card indicates models 
on hand that are one year old or 
over, under one year, and new 
models. This has been invaluable to 
our merchandise man who may want 
to know quickly, for example, how 
many new models of Philco we have, 
or what we have in a 21 inch screen 
table model, or whether we have a 
walnut console on hand, A glance 
at the card, and we have his answer 
within seconds. 

If a customer on a trade-in wants 
a particular model, there may be 
only one in the entire chain, but our 
ecards will point out where it is. 
Formerly a radio or washing ma- 
chine recorded as located in the 
warehouse or a certain store when 
it was not, may have meant a lost 
sale. 

It is so much easier to locate dis- 
crepancies now. In our perpetual in- 
ventory control on small appliances, 
a sale will point up immediately 
our failure to have received a re- 
ceiving ticket. A prompt check with 
the warehouse is made and the 
omission rectified. 

Our end-of-the-month inventory 
spread is taken off the cards in 
pencil and is checked against phys- 
ical count. Serving as a check on 
our accuracy with regard to exact 
location of merchandise and what 
has moved in and out of our stores, 
this count helps us track down er- 
rors. Our end-of-the-year inventory 
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Use of the new Remington-Rand card system for keeping inventory records 
reportedly employs three less clerks than the dealer’s former ledger system. 
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lo catch overages and diserepan- 
cies, Margaret Welch, supervisor of 
inventory control, issues compre- 
hensive weekly reports to stores in 
the George chain organization. 


does not differ in procedure from 


our regular monthly count, and 
causes neither disruption of daily 
routine nor backlog of .posting to 
catch up with. 
We believe our 


ation more than paid for itself in 


Kardex install- 


within the first 
month of itS use. With high caliber 


vreater efficiency 
personnel, alert and interested in 
the business cycles that the move- 
ment of merchandise presents, we 
have solved personnel problem 
as well. Seated at the files that are 
within easy reach, they are less 
fatigued than when they bent over 
thumbing through 


neavy ledge r 


worn and dirty page There are no 
cumbersome ledgers to carry from 


the desks to 


ing during the 


abinet for safekeep- 
night 

This past Christmas we hit an 
all-time high in volume, with no 


extra help in our control depart- 


ment. We exceeded even our Christ- 


s figures on television sets bought 


the January inauguration, yet 
vith the same personnel we 


’ never 
fel] behind in pos 


ting and turned 
rts to the stores 
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by Hal Newsome 


Warren’s Kitchen Store, Miami, uses engineering 
know-how to make exhaust, attic and window fan 
sales a part of their large contracts for complete- 
kitchen and whole-house ventilating jobs. 


Package fan selling pointers 


@ “IF YOU’RE SET UP to give com- 
petent and comprehensive service 
to both the building industry and 
home owners on packaged deals for 
kitchen, attic, and window fans,” 
declares Warren Schafer, of War- 
ren’s Kitchen Store, Miami, “you’ll 
find the volume, growth, and profits 
of this line well. worth while in 
three or four of the warm weather 
months. The main factor is being 
technically qualified to give real 
over-all service in the field.” 

George B. Gray, of Florida Radio 
and Appliance Corp., wholesale dis- 
tributors for Florida, reports that 
Mr. Schafer’s outstanding success 
in the big-ticket items of their line 
is due to the fact that he doesn’t 
merely sell fans, he seils engineer- 
ing know-how and scientific diag- 
nosis of ventilating problems. Then, 
it’s “duck soup” for him, with his 
broad line of fans and trained crews, 
to sell the ventilating units, the in- 
stallation job and the service fol- 
low-up all in one operation. 

Mr. Gray believes that Mr. 
Schafer has proved to architects, 
builders, and home owners that he 
can put in exhaust fans, for exam- 
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Gleaned from a successful Florida dealer 


ple, as a streamlined part of his 
complete kitchen installation, in- 
cluding cabinets and appliances, 
cheaper, quicker, and better than 
they can. This comprehensive ap- 
proach and acknowledged compe- 
tence bring him jobs and fan sales 
of all types from all over Greater 
Miami, and even outside the county. 

His experience enables him to 
schedule and dovetail the work of 
associated crews of carpenters, elec- 
tricians, and plumbers, to avoid 
interference; and his engineering 
knowledge, plus his broad line of 
certified-air-delivery units, assures 
both him and the customer of ade- 
quate, trouble-free cooling. 

The fact that they can depend on 
the Warren’s Kitchen Store staff to 
select the right type and size of 
unit, along with any auxiliary air- 
control construction, and to take 
full responsibility for the ventilat- 
ing service from then on, at a 
known price, is probably what has 
made this retailer grow so fast in 
such a short time. If the job is 
done right, there are never any 
kick-backs or complaints, and both 
goodwill and confidence result. 


Mr. Schafer was for seven years 
in the distributing end of the fan 
and appliance business, and the 
engineering and merchandising 
knowledge he gained there has been 
devoted to developing his own re- 
tail outlet for the past year and a 


Individual integrated displays of 

new models will be used by the re- 

tailer, each being placed to best ad- 
vantage in the store. 
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half. His firm, of which James W. 
Hughes, Sr., is general and office 
manager, specializes in complete 
kitchens and heating and ventilat- 
ing installations for homes, offices, 
and factories. 

All types of small fans, oscillat- 
ing, pedestal and floor units, are 
sold in the store and supplied on 
order; but the trend and profit vol- 
ume, in fast-building greater 
Miami, is toward packaged attic 
and window units. And it’s these 
lines along with all major appli- 
ances, on which the store manage- 
ment concentrates its main promo- 
tional effort. 

Ads in building journals, and 
regular personal solicitation of con- 
tractors, architects, and real] estate 
developers, constitute the 
method of getting new - building 
work. In fact, in most lines, per- 
sonal selling by the owner and a 
staff of three or more outside sales- 
men is the key to the most impor- 
tant volume of the whole business, 
both industrial and residential. The 
only other promotional tool em- 
ployed is a liberal and regular use 
of direct mail folders going out to 
selected home owners on ventilat- 
ing and appliance items. These are 
designed chiefly to pave the way 
and open the doors to follow-up 
calls by salesmen. 

Mr. Schafer explains his attitude 
toward direct mail in the following 


basic 





Warren’s uses a 30-inch fan of their 

brand to show that they have faith 

in their product. It is often dem- 
onstrated. 
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Demonstration units are a big help toward in-the-store sales, and shoppers show 

keen interest in new models. Shown below, the wall-type ventilator is a ver- 

satile unit, suitable for bath and recreation rooms as well as kitchens. One 
goes into every complete kitchen which the Warren firm installs. 


manner: First of all, he believes 
that any year end check will show 
that the overwhelming percentage 
of all sales and dollar volume has 
been made by personal contact. 
With a good location, impressive 
and rotating store and window dis- 
plays, and a broad and _ selective 
mailing program, he believes that 
a large number of customers will 
be drawn to the store. 

Mr. Schafer’s elaborate display 
kitchens have been considered 
among the most .complete in the 
South and are the talk of the neigh- 
borhood. Ventilating fans are con- 
cealed in the kitchens and demon- 
strated as a part of the kitchen 


set-up. People who have visited the 
kitchens and been present at the 
demonstrations of these fans and 
other them, 
often send or bring their friends 
in to 
tematic 


appliances in quite 


“see, too.” Together with sys- 
outside, this 
gives the firm all the personal con- 
prospects that it 


sales work 


tact with fan 
needs, 

As a jobber, Mr. Schafer learned 
that a lot of money can be thrown 
away on indirect advertising me- 
diums which result in only a lim- 
ited number of direct contacts 
which actually end up with sales. 

It is the belief of the owner of 

Please turn to page 118) 
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Dallas utility-dealer meeting attracts 2,000 


@ To PROVIDE information to elec- 
trical dealers on proved success- 
ful practices in merchandising, 
Texas Power and Light company 
presented five nationally known 
authorities in the electric appli- 
ance manufacturing and selling 
field at a special dealer meeting, 
Tuesday, April 14, at the State 
Fair Auditorium in Dallas. 

“Be modern... go Electric!” 
was the theme of the meeting at- 
tended by some 2,000 persons, 
principally electrical dealers, dis- 
tributors and manufacturers’ rep- 
resentatives doing business in the 
north, central and east Texas area 
served by the company. The meet- 
ing was a part of the company’s 
program of assistance to electrical 
dealers in the area it serves. 

Featured speakers were Walter 
L. Jeffrey, sales manager, refrig- 
eration and range production, 
Nash-Kelvinator Corp.; A. T. Mil- 
lott, food freezer sales manager, 
General Electric Co.; Maurice H. 
Vereeke, director of sales training, 
consumer products division, West- 
inghouse Electric Corp.; Cecil J. 
Prashaw, manager range and wa- 
ter heater sales, Frigidaire Divi- 
sion, General Motors Corp.; and 
Harry B. Price, Jr., president 
Price’s, Inc., Norfolk, Va. 

Price, well-known electric appli- 
ance dealer, described the meeting 
as the most outstanding example 
of a_ utility’s cooperation with 
dealers that he had ever known. 
He pointed out that the survival 
of the dealer is dependent on his 
own efforts and named several 
guides which he referred to as 
“touch-stones,” for the dealer to 
follow to carry on a sound dealer 
business. He stressed particularly 
sales planning and follow-through. 

Jeffrey emphasized the close co- 
‘ operation necessary on the part of 


The one-day sales meeting for dealers and their salesmen sponsored by the : ‘ 
: & s and their sales = : the manufacturer, dealer, and util- 


Texas Power and Light Company has been described as the most outstanding : ‘ : 
example of utility-dealer co-operation in the history of the electrical indus- ity, adding that the final job must 
try. At the top is a part of the huge crowd gathered in the State Fair Audi- be done by the dealer himself. “I 
torium, in Dallas. At center, a random view of the barbecue luncheon served 
the 2,000 guests of TP and L. Below, on the huge stage of the auditorium 
are those who participated in the program: W. W. Lynch, president, TP and ce 
L; Harry B. Price, Jr., Cecil Prashaw, A. T. Millott, Walter Jeffrey, Maurice Where there is a utility that de- 
H. Vereeke, and Ted B. Ferguson, vice-president, TP and L. (Please turn to page 115) 


don’t believe you realize how for- 
tunate you are to be in a territory 


Saas ELECTRICAL SOUTH for MAY. 1953 





E. A. Sagebiel, shown working at 
his desk, has become the “Tall 
Trader” to the folks who hear his 
regular radio program. H. F. Koes- 
ter, manager of Sagebiel’s Appli- 
ance Center, below demonstrates 
one phase of the co-operative spirit 
of Sagebiel employees by placing 
an idea in the suggestion box. 


@ A HAPPY BLEND of showman- 
community service 
spawned through the personality of 
a genial, rawboned Texan is selling 
electrical appliances like the prover- 


ship and 


bial hotdog in the hustling commu- 
nity of Seguin, Texas. 

E. A. Sagebiel, a former school 
teacher with a Midas touch, exposes 
the community of 10,000 to a vari- 
ety of promotional stunts, many 
of them often in progress at the 
same time. Result: Ever increasing 
profits for Sagebeil’s myriad enter- 
including his Appliance 
filling station, wholesale 


prises, 
Center, 
and retail auto parts store. 

Foundation around which all the 
promotion revolves is a 15-minute 
radio program at 12:15 p.m. each 
day, Monday through Friday. 
Known as the Trading Post of the 
Air, it is broadcast by Sagebiel 
personally and has earned him the 
nickname of “The Tall Trader.” 
Similar programs are conducted by 
other stations, but on this one the 
sponsor’s personality breathes life 
into it and stamps it with an un- 
mistakable flavor. 
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Texas showmanship, 


backbone for sales 


Secret of the program’s success Is 
it’s “100 per cent community ser- 
vice,” in the words of H. F. Koester, 
manager of Tne Appliance Center. 
As the name implies, it is a trading 
post over which anyone in the com- 
munity or its surroundings can ad- 
vertise free of charge that which 
he wishes to sell or trade. 

A farmer has a load of hay to 
sell. A landlord has a house for rent. 
The school] is giving a pie supper 
A civie club is sponsoring a benefit 
dance. Another farmer needs cotton 
pickers. Somebody else has a couple 
of extra football tickets. All these 
are legitimate items for the Trad- 
ing Post of the Air. To get a free 
plug, simply dial 1000 and tell the 
“Tall Trader.” 

Who can resist such 
It’s 100 per cent community service 


which virtually assures a 100 per 


by Wilbourn McNutt 


cent listening audience each day. 
at dinner time when 
they’re eating so we are sure 


of getting undivided attention,” 
Koester adds. The program has been 
on the air about three years; took 
six months to build up and gain 
public act 

During ie broadcast Sagebeil 
naturally gets across a few subtle 
suggestions products 
Just before the inauguration, for 
instance, his appliance store was 
pushing the sale of TV sets through 
rentals. While his competitors were 
ership angle to 


t 
President 


Sagebeil 


harping on the own 
encouraye buy 
Eisenhower took ver, 


cta' + ] + a+ 
sugyested ha 


shrewdly 
could be rented for 30 days for 
$12.50. The psychology was plain 
folks 


many 
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by Beatrice Miller 


Hynes Brothers president, Bern E. 

Hynes (left) shows retailer Robert T. 

Dowd, of Dowd’s Electric and Appli- 

ance Co., the only price list from 

which dealers order. All dealers, small 
or large, get the same discount. 





Appliance distribution planned 


from the retailer's viewpoint 


® AN APPLIANCE distribution pol- 
icy designed to serve the smaller 
specialty appliance dealers is meet- 
ing with considerable success in 
Washington, D. C. Hynes Broth- 
ers, Inc., formed their white goods 
distributorship specifically with the 
needs of the small dealers as a basis 
for operations. Their announced 
objective is to protect the small in- 
dependent retailer against com- 
petition with discount houses and 
chains. They assure the dealer that 
he will make his full profit, just as 
the distributor makes his, and they 
guarantee that they will sell only to 
legitimate franchised dealers. 
“When we launched our own dis- 
tributorship after years of experi- 
ence in the retail and wholesale dis- 
tribution of major appliances, my 
brother and I were determined to 
give the small dealer a good deal,” 
said Bern E. Hynes, president of 
the company, who saw the evils of 
unethical distribution in metopoli- 
tan areas. “We felt that he was en- 
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titled to the same discounts the big 
dealers were getting whether he 
bought one unit or a dozen. 

“We believe he is the bread-and- 
butter boy of the market. He is 
the established legitimate dealer 
who will be the survivor long after 
the discount houses have crossed 
each other out. Distributors de- 
pendent on discount houses cannot 
change their methods of distribu- 
tion. They are operating under 
tremendous overhead because they 
are counting on big turnover and 
big profits. Our new and realistic 
approach has already proved the 
great need for what we have to 
offer.” 

Mr. Hynes proceeded to outline 
his company’s policy. 

First, he stated, the company has 
only one price list. They do not 
want the small dealer to have to 
worry about different price lists 
which mean more difficult competi- 
tion with bigger dealers. The small 
dealer gets the same discount the 


full discount 
whether he buys one washing ma- 
chine or a carload. 

Secondly, Hynes Brothers does 
not do business with the cut-price 
operator. They will not place prod- 
ucts in sales outlets where dis- 
counts will undercut a legitimate 
dealer’s prices, volume, and profits. 
Fair and equitable territory protec- 
tion is guaranteed each franchised 
and reputable dealer. 

Third, Hynes company does not 
ask the small retailer to tie up his 
capital in stocked merchandise. All 
they ask is for the dealer to dis- 
play the products and give them 
promotion. A dealer’s inventory is 
therefore protected by the distribu- 
tor’s investment in merchandise. 

Fourth, the two brothers are 
very much aware that the small 
dealer lacks the time, money, and 
facilities for sales devices and pro- 
motional material. They offer him 
tailor-made promotions suited to 
his individual needs in his particu- 


big dealer is getting 
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Dealer T. J. Fannon calls John C. Hynes’ completion of his William Coe, dealer of Clarenton, Va., accepts training on 
window display “realistic cost-free wholesaler service.” how to get new business from Sales Manager F. Appel. 


lar neighborhood. Splitting costs 
on such promotions, they take cleri- 
cal detail off the dealer’s hands by 
turning the mailing job over to 
their agency. 

The company maintains three 
display rooms for the convenience 
of retail salesmen and their cus- 
tomers. 

“It is our firm belief that we 
know the problems of a retdiler be- 
“ause of our combined 36 years of 
experience in both retailing and 
wholesaling,” added Mr. Hynes, 
who pointed out that many whole- 
salers have never had retail experi- 
ence. “Every step in our policy has 
been initiated from the retailers’ 
point of view. Constant contact 
with dealers, their salesmen, train- 
ing of their sales personnel, setting 
up displays for them, promoting 
and servicing, help us to retain this 
point of view. We go out on ser- 
vice calls ourselves when an emer- 
gency arises. We feel that no 
wholesaler can isolate himself at 
his desk and forget the world he is 
selling to. If he is going to do busi- 
ness with the retailer, he must 
identify himself with every phase 
of the dealer’s business.” 

Both brothers are fully acquaint- 
ed with the mechanical operation of 
the products they sell, and can put 
a unit back into working condition. 

(Please turn to page 116) 


Hynes’ talking put this feed and grain dealer in electrical appliance business. 
Store at left in top photo was built around appliance volume. In bottom 
photo, John Hynes holds informal sales training for a dealer's personnel. 


ELECTRICAL SOUTH for MAY, 1953 101 





Sell service 
with the set 


@ TO HAVE satisfield customers, you 
must be in a position to render 
prompt and competent service. Be- 
cause of the importance of this, 
some writers have appeared in the 
public prints with articles saying 
that television servicemen are (1) 
incompetent, (2) dishonest, and 
(3) that they ought to be licensed. 

We have had television commer- 
cially for five years. In that time 
22 million sets have been purchased 
by the public. That created a ter- 
rific load for the radio service in- 
dustry. The sets looked new and 
strange and complicated to the 
radio servicemen who were used to 
looking at radio sets with five or 
six tubes in them and perhaps 100 
parts total. Yet the television ser- 
vice industry has made more prog- 
ress in five years than the auto- 
mobile service industry did in the 
first 20 years of the automobile. 

Many people are working to 
make the level of competence in it 
even higher. Every manufacturer 
has field engineers out, conducting 
training schools. Many of the 
vocational schools, high schools and 
colleges throughout the country are 
adding courses in television service 
to their curriculums. The Radio- 
Television Manufacturers Associa- 
tion is sponsoring a program that 
will assure a rapid expansion of 
the educational activity of the 
schools of the country. 

I think the servicemen of Am- 
erica have done an outstanding job 
in mastering TV service. They are 
to be complimented. 

Now let’s look at this dishonesty 
charge. I give that one less cred- 
ence than I do the one about com- 
petency. There are dishonest people 
in all businesses, but, fortunately, 
the percentage is low. Otherwise 
there would be more people in jail 
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by Tim Alexander 


National Service Manager 
Motorola, Inc. 


than out. For my money, the aver- 
age television or radio serviceman 
has a sincere desire to do a good 
job for his customer. If he has 
any fault, it is that he too fre- 
quently does not charge what his 
service is worth. 

Now for point No. 3. Do we 
need or want licensing of service- 
men? My answer is an emphatic 
“No!” 

In the first place, the abuses have 
been greatly exaggerated. Instead 
of being a major crisis, as some 
sensational writers would have us 
believe, the television service in- 
dustry has done a job that is highly 
satisfactory to the large percentage 
of set owners. Elmo Roper found 
that 86 per cent had a high regard 
for the service work they pur- 
chased. 

What would licensing do for the 
customer? One thing it surely 
would do would be to increase the 
cost of service. About 75 per cent 
of all service work is required be- 
cause of circuit tubes. Changing 
circuit tubes is not difficult, cer- 
tainly no more difficult than chang- 
ing an electric light bulb. The only 
thing that’s difficult is knowing 
which tube to change. 

The practice today is to keep the 
highly skilled, highly-paid techni- 
cian in the shop and use servicemen 
of slightly less skill to do the tube 
changing in the customer’s home. 

If a licensing law should require 
that only the highly skilled man 
could do this work, the customer 
would pay far more for service 
than he does today. 

Would licensing assure honesty? 
Are all doctors honest? All law- 


yers? We would like to think so, 
but the facts are that there are a 
few dishonest people in all walks 
of life and a wouldn’t 
change that. The laws 
governing fraud are, in my opin- 
with dis- 


license 
present 
ion, adequate to cope 
honesty. 

What then is the answer? I be- 
lieve the answer lies in good, old- 
fashioned competition and _ free 
enterprise—the things which made 
America the great country that it 
is. The people can and will judge 
and reward the competent and 
honest with their patronage. 

Most of the proposals for licens- 
ing include a provision for finan- 
cial responsibility. There are many 
great businesses in this country 
today that would never have been 
born if there had been a law which 
required a certain amount of finan- 
cial standing before the doors 
could be opened. 

Perhaps I may have sounded as 
though I think nothing should be 
done. On the contrary, I think that 
many things should be done and 
are being done. 

First, let’s get rid of the hysteria 
and take a good, calm, intelligent 
look at our problem. Because the 
television business is here to stay 
and the sound 
businessmen, they realize that their 


people in it are 


only hope of staying in business is 
through giving the American 
people an honest product at an 
honest price. 

Secondly, I feel that the education 
of the serviceman in television is 
progressing at a good pace. 

Finally, I believe the real need 
is for education of the consumer. 
Here is something we can all sink 
our teeth into. 

Most consumers, and especially 
in new markets, have only the 
faintest conception about the com- 
plexity of a television set. Hence, 
when the first tube burns out, 
everybody should be prepared to 
duck for the bomb shelter. 

That’s when your service depart- 
ment has to take over. And it now 
has a double job to do. It not only 


These remarks were made by Mr. 
Alexander when he spoke before a 
joint meeting of the Wichita Appli- 
ance Dealers Association and the 
National Appliance and Radio-TV 
Dealers Association held in April in 
Wichita. 
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has to service a tube, which is easy, 
but it also has to service the cus- 
tomer’s mind—which isn’t easy. 

Many of the consumer complaints 
that are received by manufacturers 
are from customers whose service 
experience has been normal, but 
the customer _ honestly 
realize it. 

What can you do about it? Cer- 
tain tools are available to you, if 
you will only use them. 


doesn’t 


Booklets prove helpful 

One is a well-written little book- 
let by Mort Farr issued through 
NARDA. It tells the 
that television is not 
trouble-free. It discusses antenna 
problems, ghosts and interference 
and explains why it is not always 
possible or economically practical 
to completely solve them. It ex- 
plains that it usually isn’t the fault 
of the set when these 
exist. 

Another tool is a booklet issued 
jointly by the Radio-Television 
Manufacturers Association and the 
National Better 
Business 


customer 
normally 





problems 


Association of 
Bureaus. 

If I were a retailer, I would get 
a supply of these books and several 
days after each set was delivered 
the customer would get a letter 
from me. It would thank him for 
buying the television set and _ it 
would say that I was enclosing a 
couple of booklets on television 
which I hoped he would find help- 
ful and informative—then I would 
pray that he get around to reading 
them before the first tube burned 
out. 
I'd take a 
few minutes after I closed the sale 
to forewarn the 
the need for 


If I were a salesman, 


about 
Publicity 
along this line in local newspapers 
can help a great deal, too. 

And the important thing 
you can do is, of course, give the 
customer nothing but the best ser- 
vice. Hire qualified people. Pay 
them enough te give them pride in 
their occupation and your business. 
Supply them with the tools and test 
equipment they need to do a good 
job. 


customer 
service. 


most 


If you do this, your service 
department can become your best 
advertisement. And _ it 
lose money, either, if you will op- 
erate it on the same sound 
(Please turn to page 116) 


need not 


basis 
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Organized effort will end 


bad trade 


@ LACK OF COORDINATED EFFORT 
among retailers has brought about 
the evils of backdoor selling, loose 
builder sales practices and prices 
to builders that are more gener- 
ous than those to dealers buying 
in carload quantities, Mort Farr, 
past president of the National Ap- 
pliance & Radio-TV Dealers Asso- 
ciation, recently told a meeting of 
electrical dealers. 

“Unfortunate cycles have arisen 
in our industry which show de- 
moralizing practices gradually in- 
fecting the healthy 
dealer operations causing 
them to imitate 
though 


clean and 
and 
those practices, 


even they are profitless, 
morally destructive, and they may 
eventually lead to the 


abandonment of his 


dealer’s 
industry,” 
Farr said. 

He attributed this to the retail- 
ers’ general lack of organization. 
Warning against organized action 
that could be construed as in vio- 
lation of anti-trust legislation, he 
said, “Much can be accomplished 
within the letter of the 
include such 


law. It 
can actions as: 
“1. Organizing to increase our 
merchandising and selling stand- 
ards so that we can move the 
merchandise on our floors, repre- 
sent a larger segment of our dis- 
tributors’ volume, 
him, right to 


criticize malpractices of which he 


and, by work- 


ing with earn the 
may be guilty or which lie within 
his power to control 


“ng 


Educating dealers, distrib- 


utors, the public, and even some 


misguided economists to recog- 


nize that the discount operation 
i feeds off the 
honest, service-minded ze 
Without the 


dealer to establish a price for mer- 


is a parasite that 
clean, 
tailer. legitimate 
chandise, it would 
for the 


tise, display, merchandise, deliver, 


be impossible 


leech who doesn’t adver- 


install, service, and stock replace- 
ment parts for merchandise to 
say ‘I'll sell it for less.’ 


3. Studying our real operating 


p “actices 


costs so that we can know what 


it costs us to do business, how 
much profit we must make on our 
sales in order to keep ahead of 
the game, and when we must 
customers to walk out of 
This 


be spread extensively 


permit 


our stores unsold. informa- 


tion must 


throughout our industry and be 


provable, well-established infor- 
costs of do- 


NARDA 


released for the 


mation such as the 


ing business study of 
which will be 
vear 1952 sometime in April. 

“4. Selling the merchandise that 
in its markup, 


in its freedom from costly service, 


allows us a profit 


in its freedom from cut-price com- 
look like 


when we get 


petition that makes us 


we're overcharging 


our regular, legitimate markup. 


Concommitant with this, dropping 


those lines that abuse our fran- 


chises by allowing either too many 
dealers for our markets to handle 
dealers 


the line or by selling to 


who prey on our displays, adver- 


tising, and selling by 


to offer 


promotion 
sneaking along behind us 
‘a deal.’ 


that 


our prospec ts 
“5. Demanding there be 
fairness in relation to dealer sales 


builder When 


are forced to disguise themselves 


and sales. dealers 


as construction companies to get 
the merchandise at the lowest 
possible prices, when contractors 


can buy for less than we can for 


very small quantity purchases, 
when their purchases aren't mon- 
that they 
into the new 
which they 


when the 


itored to make certain 


do actually go con- 
struction for 
bought, 
builder 
tical merchandise is handled with 
handled 
through established dealers, 


were 
and entire 


sales program for iden 
no thought of its being 
there 
must soon come a time when the 


dealers must find a legally per- 
missible wav of saving to the 
want that 
business of ours?’ We must have 
the individual strength to make it 


that they can’t have both.” 


manufacturers, ‘Do you 
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If manufacturers’ expectations are correct, 


air conditioning dealers can anticipate 


Record-makin¢ cooler sales 


@ MANUFACTURERS of room air 
conditioners estimate that 650,000 
units will be sold in the United 
States this summer as compared 
with the sale of 412,000 units last 
year. They envisage an ultimate 
annual market within a few years 
between a million and two million 
units. 

Many electrical appliance re- 
tailers and distributors believe 
that this is the year for an all- 
out effort to sell room air condi- 
tioners. The hottest summer on 
record in many localities last 
year laid the ground work for a 
greater-than-ever consumer inter- 
est in home cooling apparatus. 

These men also base their op- 
timism on the fact that the market 
for this type of electrical appli- 
ance is virtually untapped, fewer 
than one per cent of 40,000,000 
homes having room cooling units. 

Last year, less than 20 com- 
panies manufactured room air 
conditioning units, but according 
to the Refrigeration Equipment 
Manufacturers’ Association, more 
than 20 additional manufacturers 
are entering the field this year. 


Prodaction has increased 

Five years ago the output of 
room air conditioners was only 
76,500. In 1951, production of the 
windowsill type had increased to 
229,000, with a further gain to 
341,000 in 1952. More conditioners 
were sold in 1952 than were pro- 
duced, some of them a carry-over 
from 1951 production. 

Many retailers “missed the 
boat” last summer. One explained 
that he had lost his shirt in 1951, 
so he marked time last summer 
only to be swamped with an un- 
expected demand he could not fill. 
Needless to say, this year he will 
be prepared. 
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An example of one firm which 
did prepare for high conditioner 
sales volume last year is McDuff 
Hardware Company, with three 
stores in Jacksonville. Like other 
dealers who were prepared, the 
McDuff company profited from the 
early start of the heat last sum- 
mer. In Jacksonville there were 28 
days in June with maximum tem- 
peratures of 90 degrees or above, 
21 in July, and 23 in August, a 
weather condition that was shared 
by many other cities throughout 
the country. 

McDuff Hardware was 
with its advertising 
when hot weather broke. 

“After about three days of 
steaming hot weather, people are 
ready to talk air conditioning,” 
says R. L. Thomas, partner of 
McDuff Hardware Co., who sparks 
the company’s. sales __ efforts. 
“There isn’t much use, we have 
found, in advertising air condi- 
tioning for home use while the 
weather is still comfortably cool. 
Some of those to whom the pur- 
chase of air conditioning is not 
much of a financial problem may 
anticipate the hot weather and 
buy early, but the majority will 
not respond until they become un- 
comfortable. 


ready 
program 


Ad timing is important 

“Our advertising was carefully 
timed. We watched the weather 
reports and ran our room air con- 
ditioner advertising on the hottest 
days. The response was much bet- 
ter that way. We used only daily 
newspapers last year, but this 
summer we intend to plug air con- 
ditioning on our television show 
also.” 

Mr. Thomas believes that last 
summer’s extreme heat has cre- 
ated a larger potential demand for 


by C. E. Wright 


room air conditioners than has ex- 
isted before. Many who didn’t buy 
last year, thinking perhaps that 
the June heat would be followed 
by lower temperatures in July and 
August, may be ripe prospects 
for air conditioning this summer. 
Moreover, so many people have 
become accustomed to air condi- 
tioning in stores and offices that 
they want it in their homes too. 

McDuff Hardware has backed 
up its belief that this will be a 
good year for home air condition- 
ing by placing an initial order for 
two carloads of room-size units 
well in advance of the season. 
These will be placed on the floors 
of the three Jacksonville stores in 
May, though more aggressive ad- 
vertising and merchandising will 
not come until later. 

“Selling air conditioning is 
much like selling heaters,” 
Mr. Thomas. “Last fall we sold 
45 heaters in one day during the 
first cold snap. In the previous 
mild weather we could scarcely 
sell any. With air conditioners the 
time to strike is when the weather 
is hot.” 


says 


Wide price range stocked 

McDuff Hardware carries three 
different makes of room air con- 
ditioners. Two are 
well-advertised makes and _ the 
third, although made by a highly 
reputable company, is less well- 
known and not so extensively ad- 
vertised, hence sells at lower 
prices than the other makes. Mr. 
Thomas finds that, if customers, 
cannot afford the top prices they 
may settle for a less expensive, 
though adequate, model. 

One of the most effective ways 


well-known, 
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of attracting the attention of reg- 
ular store traffic to air condition- 
ing units, Mr. Thomas has found, 
is to actually connect two or three 
units and keep them in operation, 
preferably along an aisle through 
which most of the store’s cus- 
tomers pass. This will not give 
the same results as when properly 
installed in a window, but if the 
store is not air conditioned (and 
the main McDuff store is not), 
they will attract attention because 
of the cool breeze blowing out 
across the aisle. McDuff salesmen 
have started many a profitable con- 
versation with customers who 
stopped to examine a room unit 
when the cooling breeze hit them. 


Ready market exists 

McDuff Hardware has not found 
any difficulties in selling room air 
conditioners that are different 
from those encountered in selling 
any other electrical appliance. In 
fact, in some respects the selling 
is easier. The prospect who enters 
the store to look at air condi- 
tioners has already been “softened 
up” by the discomfort of his home 
or office, or has been influenced by 
the results achieved by friends 
and neighbors who have already 
installed conditioners. As_ pre- 
viously mentioned, the wide use 
of cooling units in stores and 
offices has already created a home 
market. 

McDuff salsemen are careful not 
to promise that any specific room 
temperature will be attained by 
the installation of an air condi- 
tioner. 

“What the customer’ should 
know, or should be told if he does 
not know,” says Mr. Thomas, “is 
that temperature is not too impor- 
tant in feeling comfortable. The 
air drying operation of the room 
air conditioners, by removal of 
humidity from the area being 
cooled makes for comfort even 
when the room temperature may 
be relatively high. 

“We have had complaints,” said 
Mr. Thomas, “that a room con- 
ditioner was not reducing the tem- 
perature below 8&5 with an outside 
temperature of about 95. We ask, 
‘But are you comfortable?’ The 
answer usually is, 
my coat on’.” 

(Please turn to page 115) 


‘Yes, I’ve got 
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Water svstems manufacturers 


sponsor Mav promotions 


@ For EVERY electric water system 
sold, electrical and plumbing deal- 
ers can expect eventually to ring up 
more than six times its value in 
sales of kitchen, laundry, bathroom, 
and home heating equipment re- 
quiring water, plus water-consum- 
ing equipment used in farming. 

This important fact is empha- 
sized by the manufacturers of 
water systems and co-operating 
suppliers of electric power as they 
further plans for the fifth consecu- 
tive National Water Systems Month 
in May. 

National Water Systems Month 
marks the culmination of a year of 
intensive consumer education on 
the importance of having plenty of 
running water under pressure for 
better health, better living, and 
better production on the farm. 

The concentrated promotional ef- 
fort coming to a head in National 
Water Systems Month has just one 
objective—to give every prospect 
for an electric water system such 
desire for this basic farm home 
need that dealers will be kept hust- 
ling filling orders. 

No effort is being spared to cre- 
ate a favorable selling climate dur- 
ing National Water Systems Month. 
Prospects will hear the running 
water story told on the radio, read 
about it in newspaper and maga- 
zine articles, and in advertising by 
manufacturers of 
systems. 


electric water 

Invariably the story will be punc- 
tuated with a strong urge to act, to 
see a water systems dealer, and to 
learn how easily, how economically 
a system of adequate capacity can 
be installed, providing plenty of 
water and plenty of pressure to 
circulate it wherever needed around 
the farm and in the home. 

Dealers who have cooperated en- 
thusiastically and vigorously with 
previous National Water Systems 
Month promotions know how well it 
pays off. Each year since the first 
National Water System Month in 
1949 they have been rewarded with 


sales exceeding in volume the sales 
of the previous year’s intensive pro- 
motion period. 

As a refresher course for dealers 
who are old hands at conducting an 
effective promotion, and a guide to 
dealers who may be planning a pro- 
motion for the first time, here are 
some of the things which should be 
done. 

As much window display space as 
during National Water 
Systems Month should be devoted 
to showing the benefits of having 
plenty of running water under pres- 
sure. 


possible 


Such a display would revolve nat- 
urally around the electric pump and 
pressure tank, but also 
should focus attention on the re- 


storage 


lated equipment which running wa- 
ter makes possible for bathroom, 
kitchen, home laundry and central 
heating plant, as well as water-con- 
suming equipment for speeding the 
work of farming. This is the way 
to clinch those extra sales which so 
often exceed six times the price of 
the water system itself. 


Promotional materials 
The official poster for National 
Water Systems Month, built around 
the theme “Plenty of Water, Plenty 
of Pressure with a Bigger, Better 
Modern Water 
should be given prominent window 


Electric System,” 
display, and plans should be made 
to contact local radio stations to 
arrange for broadcast of the inter- 
view scripts and spot announce- 
ments included in the dealer pro- 
motion kit. Newspapers should be 
contacted to place kit releases with 
local dealer tie-in. 

In summary, there are four keys 
toa resultful dealer sales promotion 
National Water 
Month: (1) display running water; 
(2) advertise running water; (3) 
offer repair and 
maintenance service; (4) 


during Systems 


water systems 
have a 
well-informed and properly trained 
sales and service staff to deal with 
prospects. 
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)-1-D-S: appliance selling formula 


Ted Lewis. general manager of 

Hall-Womack Co., McAllen, Tex., 

believes that service is the key word 

in his formula for appliance sales 

in an agricultural section where 

crop failures have made the econ- 
omy very tight. 


@ DELIVER, Install, Demonstrate 
and Service are four words which, 
put together in the right sequence, 
represent a merchandising practice 
most effective in moving electrical 
appliances, in the experience of Ted 
R. Lewis of McAllen, Texas. 

Mr. Lewis is general manager of 
the Hall-Womack company, appli- 
ance and furniture dealers, and Mc- 
Allen is one of the principal cities 
in the once-lush Rio Grande Valley 
of South Texas. However, as a re- 
sult of recent crop failures, compe- 
tition among appliance dealers for 
the consumer dollars available has 
reached all extremes known to the 
trade. 

But Mr. Lewis believes the Hall- 
Womack company is getting more 
than its share of those few con- 
sumer dollars because the company 
is reputed to not merely promise, 
but. actually give service, and be- 
cause of a reputation for integrity 
and honest representation of mer- 
chandise. 

“A few seasons ago there were 
about. 13,000,000 producing citrus 
trees in The Valley but now there 
are only about 4,000,000,” Mr. 
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by Baron Creager 


Lewis points out. ‘‘When the freeze 
knocked out so many trees, numbers 
of grove owners plowed up their 
groves and put in cotton. Then the 
cotton crop failed. 

“As a result the money is not 
here that was here formerly. Many 
individual credit accounts that have 
been excellent for a period of ten 
years are now showing up slow and 
weak. Prospects for major appli- 
ances will drive the length of The 
Valley and back, shopping every- 
where for another five dollars on a 
trade. 

“Under such conditions we find 
that our policy of giving service 
promptly and without argument is 
a powerful sales weapon and that 
our reputation for integrity is in- 
valuable. 

“We have deliberately tried to 
build such a reputation. For ex- 
ample, we do not try to sell a ’5% 


one 


model as a 53 model. If the prospect 
takes an interest in a ’52 model, we 
do not try to benefit from his ig- 
norance. We voluntarily identify 
the model. And _ it is now generally 
recognized that we are dealers of 
that sort of integrity.” 


Mr. Lewis is convinced, however, 
that in a somewhat weak consumer 
economy, a reputation for good ser- 
vice is more effective than a repu- 
tation for honesty when it comes 
to closing a sale. The circumstances 
related make a prospect more con- 
scious of price than of integrity. 

“With people buying on a price 
basis,” he says, “we have to sell 
on service. 

“Let’s imagine the prospect has 
an old washing machine and his or 
her intent is to buy where the best 
trade is offered. The only way to 
overcome that intention, in my ex- 
perience, is to sell the prospect on 
the idea that we have a full stock 
of parts and competent mechanics 
in our service department. And 
that we actually do render service. 
In our store there is never any ar- 
gument about service. If a custo- 
mer calls and reports difficulty, we 
are there promptly to put the appli- 
ance back in service. 

“What many customers. don’t 
realize is that during the period of 
restricted use of certain metals, 
some items and some parts were 

(Please turn to page 114) 
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CPaAL 


“We consider Commercial Credit Plan one of the 


. : 29 
finest contracts and contacts we've ever made 


says Mr. Harry MonraGue, co-owner of Trilling & 
Montague, prominent Norge Distributors of Philadelphia, Pa., 


shown here (left) with his partner Mr. David Trilling. 


N FEBRUARY 18. 1953. Trilling 
& Montague celebrated their twen- 
tieth anniversary with the COMMERCIAL 


Crepir Pian. And according to Mr. 
Montague: 


“During these twenty years, we have 
been one of the distributors who have alway 
considered a sound financial plan as an 
important accessory to sales. Thanks for 
the excellent cooperation from your person- 
nel at all levels. It has been a very happy 


and successful relationship.” 


The moral is: When vou want a good 
financing plan—one that’s flexible, ex- 
perienced, reliable and complete you 
can't choose a_ better plan than the 
CoMMERCIAL CReEbIT PLAN. So join the 
thousands of dealers and distributors, 
like Trilling & Montague, who rely on 
COMMERCIAL CreEbIT PLAN day after day, 
year after year. You will find our message, 
“Buy and Sell with Sound Financing” 
interesting, helpful. Ask your distribu- 
tor for a copy or call the CoMMERCIAI 
Crepit office today. 


More appliance dealers use Commercial Credit 
financing than any other national plan 


COMMERCIAL 
CREDIT 


CORPORATION 


A service offered through subsidiaries of 
Commercial Credit Company, Baltimore 
Capital and Surplus over $125,000,000 
offices in principal cities of the United 
States and Canada. 





Silent Salesmen 





Kisco— 
Fan display rack 


NOW BEING MADE available to its 
dealers by Kisco Co., Inc., 2400-40 
DeKalb St., St. Louis, is a special 
display rack which will acommodate 
three window fans and also up to 
eight of the floor model air circula- 
tors being manufactured by Kisco. 

The combination rack requires a 
floor space of three feet by three feet, 


and each ‘unit displayed can be indi- 
vidually operated and safely and effec- 
tively demonstrated. A revolving dis- 
play top has also been prepared for 
the company’s Regal-aire and Regal- 
aire Junior models. 

An animated revolving display card 
tops the rack. 


Dee pireeze— 
Sales presentation book 


A “FLIP OVER” salesman’s presenta- 
tion book for use in retail places or 
in prospects’ homes, has been devel- 
oped by Deepfreeze. 

Equipped with easel-footing and a 
hinged plastic binder, the presentation 
book is large enough (9 inches by 12 





inches) to make an attractive display, 
but small enough to be easily handled 
and transported. The book contains 
the full Deepfreeze home freezer story 
complete with colorful illustrations. 

From the salesman’s point of view, 
the biggest asset of the “flip over” 
book is that the salesman can read his 
sales talk without turning his back to 
his audience. This is accomplished by 
repeating, on the back of the succeed- 
ing page, the wording which the cus- 
tomer is looking at as the salesman 
talks. 

e 


Westinghouse— 
Vacuum cleaner display 


THE 1953 Westinghouse Vacuum 
Cleaner Display Center now being 
offered to dealers is featuring a peg- 
board for printed displays and sales 
messages so that these can be easily 
changed to give the display a new 
look. The two shelves halfway up the 
display are for hand-vacs and up- 
right vacuum cleaners can be shown 
on either side of the full display. 
There is plenty of space for attach- 
ment display on the counter where 
the new T-6 tank vacuum cleaner 
may be shown. 

Included with the kit is a rug 
sample and a Betty Furness Shot 
demonstrator kit. With this kit the 
suction power of the tank cleaner is 
easily demonstrated as it picks up two 
pounds of small shot from a special 
container in 30 seconds. 





you can ee SURE 


Dealers can obtain the display from 
Westinghouse distributors for $75 
which includes one T-6 tank cleaner. 


Weleh— 
Display material 


FULL COLOR display and window 
trim material for summer promotion 
of Welch Air-F light fans is now avail- 
able to dealers of the fans manufac- 
tured by W. W. Welch Co., Cincinnati, 
Ohio. 

The material can be used inside the 
store or in windows, and features 
icicles, snowflakes, and sales banners. 
Blue ribbons are used to carry the 
eye from selling points printed on the 
snowflakes to the product feature. 
Easeled bears and window cards give 
additional selling points, creating a 
cool polarland to stop heat-flustered 
crowds during the summer months 
inside or outside the store. 


UPRIGHT FREEZER DISPLAY—The 400 pound capacity of the new Norge 

upright home freezer is dramatically illustrated in the display created by the 

Norge Division of the Borg-Warner Corp. All of the frozen foods in the mound 

set up next to the freezer can be stored in the upright, which is being introduced 
throughout the country. 
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YOU WAITED 


YEARS FOR 
FLASH DEFROSTING 


not only faster... 
not only handier... 
not only cleaner... 


BUT ALSO 


lower in cost—up to *84 lower— 
than other Automatic Methods! 


GET THE COMPLETE STORY NOW-— 
FROM YOUR ADMIRAL DISTRIBUTOR 


More, More, MORE proof that 


Admiral 


is the fastest rising power in all the appliance industry 
ADMIRAL CORPORATION * 3800 W. CORTLAND STREET * CHICAGO 47, ILL. 
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Harold B. Patterson, formerty sales 
representative for Reed Unit - Fans, 
Inc., of New Orleans, has been named 
sales manager of the company, accord- 
ing to C. Espy Reed, president. 

Mr. Patterson’s new duties will in- 
clude supervision of district branches 


H. B. Patterson 


and distributor sales throughout the 
state covered by Reed fans. He will 
also have charge of product develop- 
ment and advertising. 


M. Robert Wilson has been ap- 
pointed vice-president in charge of 
sales for the Hallicrafters Company, 
manufacturers of precision television, 
radio, and communications equipment, 
William J. Halligan, president, has 
announced. 

In his new capacity, Mr. Wilson 
will be in charge of all sales, adver- 
tising, and promotional activities of 
the company. Prior to joining Halli- 
crafters, he served as general sales 
manager of Thor Corp., appliance 
manufacturers. 


The appointment of W. C. Conley as 
executive vice-president in charge of 
sales of Southern Appliances, Inc., 


W. C. Conley 


FACE 


Charlotte, independent distributor of 
appliances and electronics in the Car- 
olinas, was announced by Calvin D. 
Mitchell, founder and president of the 
firm. 

Mr. Conley. who is widely known 
in the appliance and electronics fields, 
having spent 20 years with manufac- 
turing and distributing organizations, 
comes to Southern Appliances from 
the Crosley Distributing Division of 
Aveo Distributing Corp., where he 
Was vice-president in charge of 
branches. Prior to his association with 
Crosley he was national sales man- 
ager of Kitchen Division of Hotpoint, 
Ine., and more recently he was vice- 
president of national sales of the 
Coolerator Co. 

Mr. Mitchell announced that Mr. 
Conley has been elected a director of 
the company and has become part 
owner of the business. 


The appointment of R. R. Averill 
as home and farm freezer specialist in 
the Atlanta region of the Crosley Di- 
vision of Aveo Manufacturing Co., was 
announced recently by F. F. Duggan, 
general sales manager for appliances. 

Mr. Averill has had extensive ex- 
perience in the major home appliance 
field in Minnesota, and more recently, 


R. R. Averill 


in New Orleans, where he served as 
freezer specialist for one of the larg- 


est appliance distributing houses in 


the South. 

His territory will include the At- 
lanta and Dallas Zones, and he will 
continue to make his home in New 
Orleans. 


Appointments of David J. Herman 
as manager of utility relations and 
Paul M. Werth as regional sales man- 
ager for Whirlpool Corporation, man- 
ufacturer of home laundry appliances, 


David J. Herman 


were announced today by sales man- 
ager John M. Crouse. 

Mr. Herman will contact gas util- 
ities on a nation-wide basis to pro- 
mote gas dryer sales and the com- 
bination sales of automatic washers 
with matching gas dryers. For the 
last 25 years he has served in various 
capacities for Northern Indiana Public 
Service Company. 

As the twelfth regional sales man- 
ager appointee, Mr. Werth brings the 


Paul M. Werth 


Whirlpool sales force to full strength 
nationally. His territory will include 
the major trading areas of Nashville, 
Birmingham, Louisville, Chattanooga, 
Knoxville and Memphis. 

Prior to joining Whirlpool Cor- 
poration, Mr. Werth was a regional 
sales manager for A. O. Smith Cor- 
poration for four years. Previously he 
spent more than 10 years in the appli- 
ance industry at both retail distributor 
and factory levels. 


Donald E. Roettger, formerly adver- 
tising and sales promotion manager 
for Orange Crush Co., Chicago, has 
been appointed advertising manager 
of Toastmaster Products Division, 
McGraw Electric Co., Elgin, Ill., ac- 
cording to W. E. O’Brien, general sales 
manager. 

In addition to marketing products 
bearing the Toastmaster name, Toast- 
master Products handles 
sales and advertising for the Man- 
ning-Bowman Division and for Tropic- 


Division 
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Aire, Inc., a subsidiary of McGraw 
Electric Company. In his capacity as 
advertising manager, Mr. Roettger 
will direct the advertising of all three 
lines. 


Fred C. Holbrook has been appointed 
sales manager of M. M. Hedges Manu- 
facturing Co., Ine., Chattanooga, 
Tenn., according to an announcement 
made by M. M. Hedges, president. 

Mr. Holbrook has had widespread 
experience with water heaters on the 
retail, wholesale, and manufacturing 
levels, and has been associated with 


, 


F. €. Holbrook 


the Hedges company for several years 
as a member of the sales staff. 

Mr. Hedges, also announced that 
Neil Hanna, assistant general man- 
ager, will continue his close interest 
in sales and shipments, and will con- 
tinue to be the direct factory contact 
for Hedges customers. This will en- 
able Mr. Holbrook to spend the maxi- 
mum time working in the sales field. 


C. J. Hunt, general manager of the 
Stromberg-Carlson Company's Radio- 
Television Division, has announced the 
appointment of Stanley Graham as a 
district merchandiser for the south- 
eastern area of the country. 

Mr. Graham’s responsibilities are to 
maintain contact between the Strom- 
berg-Carlson Company and the dis- 
tributors in his territory, including 
sales, advertising and promotion, ser- 
vice, and general relationships con- 
cerning the movement of Stromberg- 
Carlson television receivers into the 
hands of dealers and consumers. 

The distributors assigned to Mr. 
Graham are: Byars-Forgy, Inc., 
Tampa 2, Florida; Flagler Radio Co., 
Inc., Miami 36, Florida; Nash-Kelvi- 
nator Sales Corp., New Orleans 13, 
Louisiana, including the Birmingham, 
Alabama, branch; and Schiffer Dis- 
tributing Company, Atlanta 3, Geor- 
gia. 

For some fifteen years Mr. Graham 
has been actively engaged in televi- 
sion and general appliance distribu- 
tion and merchandising, principally in 
the Middle West. 
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MODEL 56 


AMERICA’S 


Smaurtagt— 


FLOOR FAN 


SELL FASCO...the Floor Fan with 
FEATURES YOU CAN PROVE! 


FEATURES? You name it... Fasco’s got it! And Fasco's got 
the features you can prore. Look at the New Fasco Model 56 
floor fan. Smart, dependable, efficient, powerful. 

Designed for good clean sales and plenty of them. Stock the 
complete line. Your customers know and prefer Fasco. 

Just show ‘em... you'll sell “em. 


IMPROVED MOTOR EFFICIEN- NEW EYE-APPEALING COLOR— 
CIES—Extra powerful shaded- Cool blue-grey finish, color-tested 
pole induction type motor de- by consumers to harmonize with 
livers 3500 CFM at highest speed. all surroundings. 

No radio or TV interference. 


POSITIVE FIVE-YEAR GUARAN- 
ALL ALUMINUM BLADES — - TEE—Mode!l 56, and all Fasco 
Design and pitch are balanced to -~— Deluxe Models, unconditionally 
motor out-put for maximum air : guaranteed for five years against 
delivery and whisper-quiet per- mechanical and electrical defects 


formance. 
FREE trarric STOPPERS 


Eye appealing heavy 
duty cards in bright 
golden yellow and 
blue-green tell the 


FEATURE FASCO FANS oe whole story. Oscillat- 


ing fan disploy ac- 


THE LINE CUSTOMERS WANT Pa oF: 


Fasco fans. 


EXCLUSIVE DUSTPROOF BASE— 
Solid base prevents pickup and 
circulation of floor dust. Only 
Fasco has it! 


Get all the facts on the new Fasco Fan Line. Write today! 


9 ed . : — 
LPEBY LL). {1883 Avge Set 


INDUSTRIES, INC. / 





MANUFACTURERS OF THE ONE COMPLETE FAN LINE CUSTOMERS WANT 





Product Parade 


Air conditioner cover 


DESIGNED ESPECIALLY for winter 
vacationers and summer home owners, 
the room air conditioner cover now 
being marketed by the Mitchell Manu- 
facturing Co., 2525 N. Clybourn Ave., 
Chicago, provides complete protection 
for the Mitchell unit during any long 
period while the conditioner is not 
in use. 

The cover, which fits all % and 
one-ton Mitchell models, features easy 
installation and an exceptionally low 





price. The cover can be installed or 
removed in a matter of seconds. since 
it fits snugly over the outer cabinet 
of the conditioner and simply fastens 
with two adjustable straps. 

Made of durable, specially treated 
weatherproof ten ounce canvas, the 
cover keeps the unit clean during the 
period it is not in use and eliminates 
storage problems. 


2 
New ice “eubelet” maker 


A NEW ICE-MAKING machine that 
produces thousands of tiny ice “cube- 
lets” about % of an inch in size has 
been developed by the Frigidaire Divi- 
sion of General Motors Corp., Dayton 
1, Ohio. 

Manufacturers claim that the tiny 
cubelets cool faster and last longer 
than crushed, chipped or flake ice. 
They are said to be especially ideal for 
use in fountains, hospitals, restau- 
rants, taverns and other similar ap- 
plications. 

The new product is similar in con- 
struction and design to Frigidaire’s 
present automatic ice cube maker ex- 
cept for the cutting grid, which deter- 
mines the size and number of cubes 
produced. Thickness of the cubelets 
can be adjusted to meet individual 
requirements. 

The stainless steel storage bin holds 
approximately 10,000 of these crystal 
clear cubelets, and the machine will 
make approximately 20,000 per day. 
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Lawn mower motor 


A NEW FRACTIONAL-HORSEPOWER MO- 
TOR designed specifically for use on 
rotary-type electric lawn mowers has 
been announced by the General Elec- 
tric Company’s Fractional Horse- 
power Motor Department, Schenec- 
tady 5, N. Y. 

An addition to the company’s Form 
G line, the new motor weighs approxi- 
mately 25 per cent less than motors 
presently being used for this applica- 
tion, according to G-E engineers. 

Rated at 1/3 hp, it is permanently 
lubricated and fully drip-proof when 
mounted vertically shaft down. No 
drip cover is necessary, and the motor 
meets Underwriters four-hour rain 
test requirements, the engineers said. 

Available in speeds of 1725 and 3450 
rpm, the newly designed G-E lawn- 
mower motor has a heavy duty %- 
inch diameter threaded shaft with 
shoulder which permits mounting of 
the cutting blade with either flat or 


counterbored hub. The motor wind- 
ings compensate for the line drop in 
100 feet of 2/16-inch extension cord. 

A built-in manual reset “Thermo- 
Tector” button is located at the top of 
the motor and a rubber gasket covers 
the button to insure and maintain the 
drip-proof features. The new motor 
has an attractive blue-grey finish 
selected for best qualities of adhesion, 
and resistance to abrasion, oil, high 
humidity, and cold shock. The finish 
also provides a durable base for re- 
painting to match tke color of the 
mower, if desired. 


ge 
Ceolerater air conditioners 


SPACE-SAVER CABINET dimensions 
permit installation of the % horse- 
power Model AB-75, one of the four 
new room air conditioner models in 
the 1953 Coolerator line, in a window 
as narrow as 24 inches. 

Other models now being produced 
by Coolerator, of Duluth, Minn., are 
the 1/3 hp Model AB-33, the % hp 


me WA 


Model AB-50, and the one hp Model 
AB-100. 

All four models feature permanent 
air filters, insulation throughout, 
mounting on rubber snubbers for 
noiseless operation, and a five-year 
warranty on the Coolerator unit. 


Cabinet line 


GENERAL ELECcTRIC’s 1953 line of 
storage cabinets will include a 24-inch 
base cabinet, opening from two sides 
for peninsular installations; a nine- 
inch tray cabinet for vertical storage 
of large trays and platters; and a 
corner base cabinet with two rotary 
shelves, the company’s electric sink 
and cabinet department, 310 W. Lib- 
erty St., Louisville 2, Ky., has an- 
nounced. 

The 1953 line which is to be made 
available in April, includes 56 items, 
and has been completely redesigned. 
Wall cabinet doors are opened by fin- 
ger-holed channels at the base of the 
cabinet, eliminating the need of han- 
dle hardware. Base cabinets have new 
bar handles which are almost flush 
with the cabinet door with finger- 
holed channels behind each handle. 

All cabinets are of heavy gauge, 
high quality furniture steel. The cabi- 
net bodies are electrically spot-welded 
for rigidity and are treated to resist 
rust and supply a proper base for the 
two-coat, one-bake white enamel 
finish. 

e 


Upright freezer 


Revco’s 10.5 cubic foot upright 
freezer features the new open-type 
fast freeze shelves with Serpentine 
coils for freezing foods by direct con- 
tact or by rapid.temperature circula- 
tion throughout the interior. 

Eye level thermostatic controi and 
the removable, adjustable shelf to ac- 
commodate larger bulky packages, and 
two pull-out wire baskets are con- 
venience features of the new model. 

Standard Tecumseh Compressor 
with five-year warranty is used in the 
refrigeration system of the Model UF 
113 which has a capacity of up to 385 
pounds of frozen foods. 

Revco Inc., is located at Deerfield, 
Mich. 
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Portable evaporator 


A PORTABLE evaporation cooler that 
plugs into any light socket and de- 
livers 300 cfm through dual centrifu- 
gal blower wheels is now available 
from Trade-Wind Motorfans, Inc., 
5725 S. Main St., Los Angeles 37, 
Calif. The new cooler, called the 
Zip-Air, contains its own water sup- 
ply of three gallons capacity. 

The cooler, weighing only 27 pounds, 
is equipped with a retractable handle. 
A handy three-way switch permits op- 
erating the unit for air circulation 
only or for complete cooling. 

The double blowers driven by a 1/35 
hp motor produce a steady, quiet flow 


of conditioned air. Extra large chemi- 
cally treated pads provide full effi- 
ciency for cooling. : 

The Trade-Wind Zip-Air features a 
pressed steel housing with a double 
bead stamped into the top and bottom 
panels for added rigidity and better 
appearance. The two end panels are 
easily removed for water filling. There 
is an independent motor driven water 
circulating pump. The plastic grille 
is designed for complete safety. 

A second Zip-Air model delivering 
750 cfm and with six gallons water 
capacity also is available. In addi- 
tion, Trade-Wind manufactures a 
complete line of standard blower and 
fan type evaporate coolers for home, 
office and commercial use. 

* 
Alarm clock 


THE NEW “DORM” MODEL electric 
alarm clock with plain or luminous 
dial, recently introduced to the mar- 
ket by the Telechron Department of 
General Electric, 252 Main St., is the 
first Telechron electric clock to be pro- 
duced in a separate mass-production 
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factory created to manufacture low- 
priced clocks exclusively. The new 
plant is located in Worcester, Mass. 

The “Dorm” clock is being offered 
to dealers in a choice of units. It is 
offered in a special merchandising unit 
of 12 clocks, or in a special counter 
display package. This display con 
tains three clocks shipped in their own 
container. 


Antennas for TV 


A NEW SERIES of television antennas, 


which has been designated the BJU 
series, has been placed on the market 


by Kay-Townes Antenna Co., of Rome, 
Ga. 

Antennas in the new series, the 
BJU-1, BJU-1X, and BJU-2, are as 
sembled in kits of 2-bay, 3-bay, and 
i-bay units, and provide TV _ recep- 
tion for all channels They are an 
mproved, more powerful modification 
of the company’s “ high-gain 
antenna recently placed on the market. 

Only one lead-in wire is required, 


Big Jack” 


and no isolation filters, no matching 
pads, coils, condensers, or other “boost 
ers’’ are used in the construction of 
the new antennas They are designed 
with the manufacturer's fixed im- 
pedance point system 
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Zenith radios 


TWENTY-ONE NEW radios and three 
new 21-inch television consoles have 
been announced by Zenith Radio 
Corp., 6001 W. Dickens Ave., Chicago 
39, Ill. 

The radio receivers range from a 
miniature ac-de set, tiny enough to 
pack away in the corner of a traveling 
bag, and a new personal portable that 
offers phenomenal savings in battery 
life, to an FM-AM radio-phonograph 
console. 

The miniature ac-de radio, known 
as the Crest, is approximately four 
inches high, six inches wide, and four 
inches deep. It fits easily on desks, 
dressers, and in luggage, and is 
equipped with a carrying handle and 
a detachable cord similar to those 
found on electric shavers. The tiny 
set pulls in AM broadcasts with clar- 
ity and richness usually found only 
in much larger receivers. 


Three-way outlet cord 


Star-A Electric Manufacturing Co., 
269-271 Meserole St., Brooklyn 6, 
N. Y., has recently introduced to the 
market its new three-way cube outlet 
extension cord sets. 

The outlets are equipped with solid 
bronze contacts and bakelite cap. 


Ranging in length from six to 20 feet, 


} 


the cord set is of heavy insulated 
plastic wire. 

The cord set is also available with 
rubber caps, and with either 18 P.O.T. 
wire or 20 P.L.T. wire 

The Star-A company also manufa:- 
tures a three-way cord connector and 
a separate three-way cube outlet as 
illustrated here. 


Automatic defrost 


A NEW “TWIN” model of their popu- 
lar “de-frost-it” for domestic refriger- 
ators has been announced by Paragon 
Electric Co., of Two Rivers, Wis. 
Known as the “de-frost-it 80,” the new 
unit is a companion to the “de-frost-it 
90” already on the market by the 
company. 

The “de-frost-it 80” is plugged di- 
rectly into the wall outlet, and the 
refrigerator cord is plugged into the 
“de-frost-it.””, This model is intended 
for use under conditions where the 
electric outlet for the refrigerator 
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cord is unobstructed, or where it is 
not within reach of children or pets. 
Installation takes only a few seconds. 

Both the “80” and the “90” convert 
any domestic refrigerator to “self- 
defrosting” and are styled to harmon- 
ize with any refrigerator, or type of 
kitchen. The automatic defrost peri- 
ods are adjustable. 


2 
Open-face console TV 


A 21-INCH OPEN face console tele- 
vision receiver designed to operate 
in both UHF and VHF telecasting 
areas and including many custom fea- 


tures, is now being offered by the 
Crosley Division of Avco Manufac- 
turing Co., 1329 Arlington St., Cin- 
cinnati 25, Ohio. 

The new receiver, the EU-21COS, 
features Crosley’s recently improved 
deluxe chassis with a 21-inch cylin- 
drical glass picture tube. Improved 
circuitry of this new chassis is de- 
signed for finer picture resolution. 

The cabinet styling is entirely new, 
the model being available in either 
mahogany or blond oak. Front of the 
cabinet has a_ triple-tiered picture 
frame that emphasizes the size of the 
picture and gives it a projected effect. 
The picture tube mask carries a satin 
gold finish that matches the gold in- 
serts of the control knobs and the 
polished gold-finished escutcheon. 
Speaker grille opening is covered with 
organ fluting, usually found in more 
expensive models. 


& 
Appliance Trade-in Guide 


THE 1953 EDITION of the National 
Appliance Trade-in Guide is now 
ready for delivery by the National 
Appliance Trade-in Guide Company, 
2132 Fordem Ave., Madison 1, Wis. 
The guide features over 9,000 items 
from more than 80 manufacturers. 

Complete sections on refrigerators, 
food freezers, electric ranges, gas 
ranges, washers and vacuum cleaners, 
with manufacturers catalog numbers, 
serial numbers and descriptive char- 
acteristics make for positive identifi- 
cation of the items. 

Bound in a sturdy and handsome 


plastic cover, is is priced at $5.00 per 
copy; two to five copies for $3.50 each. 
Its handy pocket size makes it a 
favorite among appliance salesmen. 


Chelsea room conditioner 

THE TYPE RMC, room air condi- 
tioner of the Chelsea Fan and Blower 
Co., Inc., 639 South Avenue, Plain- 
field, N. J., is equipped for cooling, 
dehumidifying, ventilating, and air 
cleaning. 

The unit’s Tecumseh compressor is 
fully counter-balanced, pressure lubri- 
cated, and driven by a spring mounted 
capacitor start motor. It uses Freon- 
12 as a refrigerant. 

The motor drives two fans at 1050 
rpm for quiet operation. The evap- 
orator fan is a pressure-type blower 
wheel giving noiseless operation and 
full air delivery even when filters are 
laden with dirt. The condenser fan 
has an overlapping blade, pressure 
type, propeller design. Both fans are 
rust-proof. 

The Grille incorporates wide defiec- 
tor vanes to eliminate drafts. The 
cabinet is painted a two-tone grey 
enamel, forming a harmonious unity 
with room decorations. Each unit is 
provided with a complete accessory 
kit and detailed instructions for self 
installation. 

Type RMC conditioner is available 
in three sizes. 


Selling formula 

(Continued from page 106) 
produced that were not up to prev- 
ious standards. But we know and 
the customer soon learns that with 
appliances made during that period, 
service is absolutely essential or 
the appliance will not stand up. 

“So we keep in mind those four 
initials—DIDS—for in this market 
we must sell on service, availability 
of replacement parts, competent 
men to perform the service, our 
reputation for rendering prompt 
service and our reputation for hon- 
esty in business.” 

Mr. Lewis says that conditions 
in The Valley have made it neces- 
sary for the store to cut expendi- 
tures. But since it was impractical 
to cut salaries of service men and 
thereby weaken that department, 
the cut was made in the outlay for 
display advertising. 

“So we were forced to reduce dis- 
play advertising expenditures, and 
now we do more of our advertising 
through personal contacts,” he ex- 
plained. 

“Yet there is some danger in mak- 
ing numerous personal contacts, as 
there is in a door-to-door canvass. 


ELECTRICAL SOUTH for MAY, 1953 





The danger lies in the possibility of 
creating slow accounts, by going 
to homes and selling people who had 
no idea of buying—people who may 
not be able, because of conditions, 
to pay. 

“But if the prospect walks into 
the store, then he or she is ready, 
in all respects, to buy.” 

The Hall-Womack company ser- 
vices all appliances except refrig- 
erators and television sets, main- 
taining a service department with 
two full-time men and two part 
time helpers. 


Reeord-making sales 
(Continued from page 105) 


instances. If the customer for two 
or three units is undecided as to 
which one to select, McDuff has 
found that the customer’s indeci- 
sion can be quickly overcome by 
an offer to install two or three 
different makes for a trial period. 
After this trial, the 
selects the one that he thinks has 


customer 


given him the best service and the 
store replaces the others with the 
type selected. 


Installation minimized 
Installation and service have 
not given McDuff Hardware much 
trouble. At first an installation 


charge of $35 was quoted, but 


ment windows, also, come under 
the $20 charge. 

Service troubles with the units 
McDuff has sold have been almost 
nil. Since all room air conditioners 
are made with sealed units, any 
trouble that might occur is usu- 
ally in the unit; if that has failed, 
it is taken out and a new one 
installed. McDuff has had less re 
placements of this kind than 
would occur on an equal number 
of refrigerators. 

About 65 per cent of MecDuff's 
air conditioning business last 
summer was on installment terms; 
about 25 per cent on 90-day terms 
consisting of four payments with- 


after some experience this was re- 


out interest; and the remaining 
duced to $20. If a masonry altera- 


Whether “1 se ‘ -uSs- ‘ 
ether to try to sell a cus ten per cent sold for cash. 


tomer a 1/3-ton, a ‘e-ton, or a tion is required such as knocking 
out a brick wall, McDuff does not 
attempt to do work, but 


refers the customer to a brick or 


%4-ton unit, in the experience of 
McDuff Hardware Co., depends on 
two factors: how much can the 
customer afford to spend, and how 
much room area is to be cooled. 


such 7 
Utility-dealer meeting 


(Continued from page 98) 


stone mason who can do it. Cus- 


tomers who have the mechanical votes its own efforts not to selling, 
aptitude are told that they can but to helping you to sell,” he 
stated, “and TP and L 


to run interference for you, not to 


If the customer wants to cool 
more than one room, McDuff tries 
to sell two or three units, which 
it has done in quite a number of 


easily make a simple window in- 
stallation by following the printed 
instructions. Installations in case- 


is trying 


score itself, to make it possible 
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for you to score.” 

Millott, who 
freezers, said this item is an en- 
tirely new appliance which grew 
out of modern needs, and is the 
only appliance which has done 
more than anything else to change 
the living habits of people. He 
reminded dealers of the value that 
has been gained by tent shows, 
such as have been sponsored by 
the TP and L Company, and the 
dealers throughout the north, cen- 
tral and east Texas area the com- 
pany serves, toward the accept- 
ance of new items, such as the 
home freezer. 

Prashaw spoke on the electric 
range, calling attention to the defi- 
nite swing toward electric cook- 
ing that has been in evidence for 
the past few years. 

Ted B. Ferguson, TP and L vice- 
president in charge of sales and 
advertising, opened the meeting 
by pointing out that the program 
was given for the dealers in ap- 
preciation of their contribution 
toward the objective of getting 
people to live better electrically. 

To lend variety to the occasion, 
several well-known entertainers 
added a touch of relaxation. Head- 
lining this portion of the program 
were singer Connee Boswell, gui- 
tarist Nick Lucas, comedian Wally 
Brown, pianist Rolly Rolls, and 
Eddie O’Neal’s orchestra. 

Those in attendance were served 
a barbecue luncheon at noon as 
guests of TP and L Company. 


spoke on food 


Texas showmanship 
(Continued from page 99) 


could bear to give up their sets, and 
were only too glad to let the $12.50 
rental apply on the sale price. 

Just before Christmas, Sagebeil’s 
was turning the sales curve up on 
electric ranges by giving a year’s 
free supply of electricity to operate 
the range. A lot of folks who were 
trying to put off buying couldn’t 
resist that sales appeal. 

“To keep the records straight,” 
Koester explains, “we would average 
the customer’s bill for a year to see 
about monthly consumption of elec- 
tricity. Say their bill was $4, and 
it went to $7, then we knew the 
range was adding $3 to the bill.” 

The customer could have the 
charge figured month to month and 
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deducted trom payments, or it could 
be totaled tor the year on the basis 
oi the rst montn and the entire 
year deducted. 

Sagebell is constantly alerc to 
capture new ideas for promoting 
nis wares, and “picks the brains” 
ot his employees, encouraging them 
to think up campaigns. Once a week, 
usually on Thursday afternoons, 
he conducts a statt meeting of store 
managers and key personnel to get 
their thinking and spark new ideas. 
For this purpose, 
Boxes” are strategically located so 
that employees may scribble sug- 
gestions on a scrap of paper and 
slip them in before they are forgot- 
ten. 

Prudent of the ego of everyone 
who works for him, Sagebeil care- 
fully considers all suggestions, often 
accepts on the spot those he likes, 
gently turns down those he con- 
siders impracticable. The spirit of 
cameraderie that exists among em- 
ployees, from the janitor on up, is 
unusual. It sends grumpy customers 
away smiling; generates public 
goodwill that no amount of money 
could buy. 

His friendly manner, keenly de- 
veloped memory for names, resonant 
voice are usually sufficient to win 
over “doubting Thomases.” In ad- 
dition, he’s steeped in civic better- 
ment. An FFA and 4-H Club boys 
stock show, for example, recently 
found him on hand to offer encour- 
agement to the youths although 
many pressing business problems 
were awaiting him at his office. 

He naturally caters to farmers. 
Every three or four months his 
appliance store will offer to do any- 
body’s washing free of charge who 
will bring it to the store for a dem- 
onstration. 

“But not many folks like to pa- 
rade their dirty linen in public,” 
says the manager of his appliance 
store. “However, they come in any- 
way to see how it works, so the 
promotion has the desired effect. 

Another event which brought in 
sewing machine business was built 
around a “Count the Dots’’ contest 
in cooperation with Domestic Sew- 
ing Machines. The manufacturer 
furnished newspaper mats showing 
a picture covered with dots. Con- 
testants were asked to count the 
number of dots, and the person with 
the nearest correct answer before 


“Suggestion 


the deadline received a free ma- 
chine. 

“We got almost 400 letters on that 
one,’ Koester recalis, ‘and prob- 
ably solid 15 machines over and 
above our regular sales.” 

And so it goes. Every day is a 
new challenge to the Tall Trader. 
After 20 years of go-gettin’ busi- 
ness experience, he’s a living ex- 
ample of the fact that there is no 
good substitute in selling for en- 
thusiasm and imagination, correctly 
applied. 


Sell service with set 
(Continued from page 103) 


on which you operate the rest of 
your business. Keep records, check 
frequently on the productivity of 
your people, and replace those who 
fall below reasonable standards. 

Know what it costs to give good 
service and set your charges where 
they will adequately cover your 
costs. There are a few chiselers, of 
course, but most people are willing 
to pay for good service, if they are 
only convinced they’re getting their 
money’s worth. 


Distribution plan 
(Continued from page 101) 


They carry tool kits right in their 
cars, and from a large parts stock 
are prepared to meet any emer- 
gency. 


Sales training service 


Both formal and informal sales 
training is given by Hynes Broth- 
ers to their customer’s retail sales 
personnel. Formal training is 
given throughout the year in one 
hour meetings every 30 days to ex- 
perienced sales personnel. New 
personnel are handled in one hour 
sessions three times a week. 

“Please note that these meetings 
last no longer than 60 minutes,” 
pointed out Mr. Hynes. “If you 
drag training sessions out to three 
or four hours, attendance falls off 
because the men get inattentive 
and bored. But also note that this 
training is given month in and 
month out. Constantly keeping at 
it will insure well-informed, alert, 
and enthusiastic salespeople.” 

To Mr. Hynes, the term “in- 
formal sales training” means round- 
ing up one to five salespeople when- 
ever they make their weekly or bi- 
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weekly calls on dealers. At this 
time they go over the sales features 
of products, any new slants they 
have picked up, any new develop- 
ments they have to pass on to the 
salesmen. Informal sales meetings 
of this type last from ten to 45 
minutes. The switchboard opera- 
tor, office help, truck drivers, clean- 
ers and janitors also attend them. 

Why include all of these people? 


Why train all personnel? 

“Because a truck driver deliver- 
ing a laundry unit may be asked a 
question by a customer,” quickly 
responded Mr. Hynes. “It is very 
important that he answer it intelli- 
gently. The switchboard operator 
is in a most strategic spot with re- 
gard to sales. Furthermore, custo- 
mers really expect everyone who has 
anything to do with the equipment 
to know what it’s all about.” 

Mr. Hynes also pointed out that 
many times in calling on a dealer 
he has talked to a customer on the 
floor and made a sale for the dealer. 
Nor does he stop there. At one 
dealer’s store, Mr. Hynes may be 


found setting up a laundry display 
on the floor, or for a special promo- 
tion, he may be found in the deal- 
er’s window putting up the stream- 
ers and sales materials. 

At another dealer’s, Mr. 
may find that a full-time salesman 


Hynes 


Knowing the 
sales market throughout the met- 


is needed quickly. 


ropolitan area very well, he may 
know exactly the right person for 
the job. Quite often this enterpris- 
ing distributor calls a salesman and 
presents him with such a job op- 
portunity. 


Reactivating dealer files 

In addition to offering packaged 
sales promotions to individual deal- 
ers, Hynes Brothers, Inc., have em- 
barked upon a plan of reactivating 
a dealer’s dead files and stimulating 
the sales of low-saturation items 
like sewing machines, clothes dry- 
ers, air conditioners, freezers, etc., 
among neighborhood users of other 
appliances. 

“Why seek new customers and 
uninitiated buyers constantly? We 
believe there is an untapped mar- 


ket right in a dealer's files for prod- 
ucts that well-trained salesmen can 
teach a customer to want and ap- 
preciate. We take a customer’s list 
of 4,000 names, start mailings, and 
Where there 
is a response, we have salesmen go 


contacts by telephone 


ut and demonstrate. We believe 
we are going to open up fine oppor- 
tunities for the neighborhood 
dealer,” explained Mr. Hynes 

The two brothers shy away from 
national advertising. 
They believe it is costly and ineffec- 
tive, but they recommend, as they 


newspaper 


view individual dealer’s cases, local 
dealer newspaper advertising. They 
are also partial to local radio pro- 
motion. 
“When we 
weekly meetings on Saturday morn- 
ings in our offices, it is not a get- 


have our regular 


together on how many orders were 
placed and how many appliances 
we sold,” underlined Mr. Hynes. 
“On our weekly written reports we 
note accomplishments—and by ac- 
complishments we mean what we 
did for each dealer that we called 


on. If we fixed up a window or 
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floor display, or helped him meet 
his labor shortage problem, or got 
quick service to a customer where 
a dealer could not provide it, we 
list these as accomplishments.” 

Making every effort to retain the 
retailer’s viewpoint, the Hynes 
brothers thus stay close to the re- 
tail picture by their continual cir- 
culation. 

Mr. Hynes recalls the chagrin of 
a long established dealer carrying 
a certain appliance for years who 
found that a newly-opened discount 
house a few doors up the street had 
been stocked with the same appli- 
ance. That situation was quickly 
remedied by the substitution from 
the products Hynes is handling. 

“We are opposed to malpractice 
that is to be found in metropolitan 
areas such as backdoor selling by 
the distributor, sudden _ price 
changes, tie-in sales, and commer- 
cial bribery,” he said. “Because of 
these and many other such prac- 
tices of distributors, there is a 
great turnover in manufacturers’ 
and distributors’ personnel in the 
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metropolitan market. You talk to 
a salesman of a certain line one 
week, and find the following week 
he is handling someone else’s line. 
As a result, the customer and dealer 
suffer.” 

Sound business practice with 
small dealers is insuring the steady 
growth and stability of Hynes 
Brothers, Inc., too. Evidence of this 
belief among manufacturers may be 
seen in the wide solicitation the 
company has had from these sources 
to take on their lines. Likewise 
many personnel have been seeking 
the stable employment a distribu- 
torship such as theirs has to offer. 


Package fan selling 
(Continued from page 97) 
Warren’s Kitchen Store that direct 
mail is low in cost and lower still 
when shared co-operatively by man- 
ufacturer and jobber. In using it 
selectively, a retailer pays only for 
the coverage he feels will be of ac- 
tual value to him at the time. Lists 
may be gotten from the telephone 
company, and circularized and fol- 
lowed up one district at a time. 
However, Mr. Schafer believes that 
it is still the salesman who does the 
most effective selling work. It helps 
the salesman, however, if the pros- 
pect has already received one con- 
structive impression through some 

direct mail media. 

It is also the theory of the staff 
at Warren’s that personal contact 
in the store or home enables the 
salesmen to size up prospects and 
their individual needs, and _ pre- 
scribe for them convincingly and 
specifically. An on-the-spot sales- 
man can meet the customers’ objec- 
tions, answer his questions, and do 
concrete selling adapted to each 
situation to break down all reason- 
able sales resistance. 

This is particularly true of sell- 
ing larger-ticket fans like. window 
and attic units, since each installa- 
tion offers its own special problems. 
The window fans demonstrated in 
the home where windows and doors 
are properly arranged, are often- 
times themselves the best possible 
sales talk. Likewise, it is good pol- 
icy to take a prospective attic fan 
buyer to visit a satisfied customer 
using the same type fan. 

Many builders buy fans directly 
from jobbers or wholesale suppliers, 
because of the price angle. How- 
ever, where Warren’s installs the 


complete kitchen, or engineers @ 


_whole house-cooling contract, they 


get their share of the fan business, 
too. Their broad general appliance 
line helps them sell fans, as a satis- 
factory deal on one item gives the 
customer confidence in the com- 
pany’s stock and service. 

Packaged attic installations, it’s 
found, run into a greater dollar 
volume, but there are fully as many 
or even more customers for the new 
models of window units. They are 
attractive, effective, and easy to sell. 
Installation of either type should be 
accompanied by a demonstration of 
how the purchaser should learn to 
control the flow of air so as to real- 
ize the maximum benefit from use 
of the installed fan. 

On all sales of attic and window 
fans, a competent representative of 
Warren’s sizes up and lays out the 
installation and operation. It is a 
bad idea to guess at any of the 
work; it must be planned so that 
results can be depended on, and the 
customer can be assured of long and 
quiet life for his cooling system. 

Mr. Schafer has found that there 
is less resistance to price on large 
fans when they are included in a 
package price for a complete 
kitchen and for a blanket contract 
to ventilate a whole house. 

This new retailer, who is already 
making a very successful business 
for himself in Miami, summarizes 
his policies as follows: 

“Last year our window fan vol- 
ume was good, and cur Miami job- 
ber sold all they could get of our 
brand, even taking some from other 
wholesalers. This summer we ex- 
pect another good season, but are 
not yet sure how far the new air- 
conditioning units will cut into the 
fan business. 

“At the rate of home building 
here, and with the increasing in- 
terest in warm-weather comfort, 
there should be enough demand to 
cover both lines. Certainly it’s an 
advantage for a dealer to carry 
both ventilating and air-condition- 
ing units, and fortunately our 
brand includes both types of cool- 
ing. 

“Also, in merchandising a line 
which is highly seasonal, it helps 
to have a progressive distributor 
near you, so you can plan on quick 
delivery service to lower both sea- 
sonal and year-round inventories. 

“We employ a commission system 
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with our sales force, which gives 
them a real incentive to work their 
territories fully. We haven’t needed 
promotion stunts or bargain sales, 
principally because we go after the 
big business where know-how and 
service are more important than 
price. In the right conditions and 
for lower-priced units, store pro- 
motions are still worth while. 

“We find the packaged installa- 
tions a great time saver, as the 
whole job comes complete with all 
needed parts. They are designed to 
fit all types of roofs and openings 
and operate at full efficiency, pro- 
vided of course that the dealer 
knows his engineering. If he doesn’t 
have that kind of talent on his staff, 
it would pay him to employ a part- 
time consultant if he wants to go 
after the big orders. Of course, it 
is necessary in some cases to en- 
close stair wells and employ louvres. 
The installations must be engi- 
neered right to create satisfaction 
and future sales. 

“The direct-mail folder we used 
last year was a three-pager in black 
and white, devoted entirely to pack- 


aged attic fans. We sent out 2,000 
in the hot-weather months; and 
may increase the number this year, 
concentrating on likely areas, where 
salesmen can work the neighbor- 
hoods consecutively and solidly 
shortly after the mailing pieces are 
received. 

“We found that about 3 per cent 
of the list either came in and were 
sold, or bought on the first outside 
solicitation; about an equal num- 
ber were sold on later follow-ups, 
and probably still more were ‘pre- 
pared’ to consider purchases seri- 
ously this year. So nearly 10 per 
cent eventual return is possible on 
a good list in some types of areas 

“Servicing our lines of fans is 
simple: we oil them once a year, 
and remind the small percentage of 
users with dirty screens to clean 
them and get their money’s worth 
in performance. Efficiency was built 
into the units by the factory and 
put into the installation by us: no 
little thing, however obvious, should 
be allowed to break the chain of 
skilled service. 


“Fans are like any other mer- 


chandised item. We feel that a 
dealer who will stock a broad line, 
or lines, of top-quality ventilating 
units, and train himself or his staff 
to diagnose both large and small 
cooling problems scientifically, will 
get his share of the rapidly-grow- 
This is an age of 
expert 


ing fan business 
technical 
If you can really han- 


comfort, and of 
know-how 
dle your area’s cooling needs, and 
go after the unsupplied and unin- 
formed prospects aggressively, you 
should get all the volume that you're 
equipped to handle.’ 


Inventory control 


(Continued from page 95) 


and our monthly inventory spread 
for management. 

With receiving and sales tickets 
only one day in the control division, 
our audit department is now cur- 
rent in 


their records 


and balancing out their books. 


processing 


We have gained in our new sys- 
tem a better over-all merchandise 
picture than we have heretofore 


been able to obtain. 








5.000 to 
CFM _ Torrington 
Blades, Westing- 
house and G.E. 


Motors, SKF Ball 


50.000 


VALLEY FANS for 
HOME AND INDUSTRY 


Nationally Known 
Automatic Shutter 


The Elgo is known from coast to 
coast as “tops” in automatic shut 





ters because of its distinctive 
features, such as: Tight - fitting, 
weather-stripped louvers Felt 
silencing pads—no wear or rattle 
Unusual sensitiveness to air cur- 


VALLEY FAN MANUFACTURING CO. rents. Made in sizes from 12” 


to 72” square—also rectangular. 


Bearings, Brown- 


Single Unit Penthouse ing Drives. Vertical Discharge Fan 


Write for complete information 


Fort Valley, Georgie | Write for circular and prices. 








National Sales Manager 
Needed For 
Newly Created Position 


We sell fans, air conditioners, and dehumidi 
fiers nationally through electrical distributors 
. “a ” . *“g* 
' Ech ti ili h 

If you are qualified to head a 25-man operation cho” Automatic Ce ng Shutters 
| Used for attic ventilation. Installed in attic floor at the base of a 
: ey : penthouse, the louvers being operated by the suction of the fan 
Gang, Viking Air Conditioning Corporation 


5601 Walworth Ave., Cleveland 2, Ohio fe’ ELGO SHUTTER & MFG. CO. 


MELE 2738 W. WARREN DETROIT 8, MICH. 


and know the trade write in confidence to R 
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FANS 


Known and time-tested, for Quality, 
Long-Life, and Certified Air Delivery. 
That's the Reed story, and why Reed 
should be on your floor this fan season. 











One of the most extensive and liberal 
dealer cooperative advertising plans 
in the appliance business. Ask your 
authorized Reed distributer or write 
direct to us for details. 


ae UNIT-FANS, 
1001 St. Charles Ave., New Orleans, U.S. A. 





PRICED forPROFIT! 


Styled for Eye Appeal-Buy Appeal and 


NATIONALLY ADVERTISED 





Series 240 HEETAIRES 


1000 to 1500 Watts — 120 and 240 Voits 





ECONOMICAL, LOW COST, 


WALL RADIANT 
HEETAIRES 


@ Built to quality standards—and styled for 
eye-appeal — buy-appeal — WALL RADIANT 
HEETAIRES are priced for profit and merchan- 
dised for sales. 


Compact and easily installed, HEETAIRES are 
manufactured in a complete range of types and 
sizes —a quality line with both MANUAL and 
AUTOMATIC THERMOSTATIC HEAT 
CONTROLS... 


Builders and architects from coast to coast, are 
specifying and installing WALL RADIANT 
HEETAIRES in every size and style of home. And 
nationally-advertised and publicized homes specify 
auxiliary heat in bathrooms. 


A coast-to-coast HEETAIRE sales representative organization 
is ready to serve you. Write us for the names of our 
sales representative in your area. 


MARKEL 


ECECTRIC PRODUCTS, Inc 


LA SALLE 


PRODUCTS, Inc 
FOUNDED 1920 © BUFFALO 3, N. Y. 








The REX AIRATE “AIRGALE” 


@ Here’s the “AIRGALE”, a new number in 
the famous REX AIRATE line, tailor-made 
for your hard-to-please customers. It’s a belt- 
driven reversible 20 inch ventilating fan— 
with two speeds for intake and two for ex- 
haust—controlled by a single switch. 


The REX AIRATE “AIRGALE” is a quiet, 
powerful source of cool comfort for one and 
two family homes, motels, offices, stores, 4-to- 
6-room apartments and display rooms. The 
“AIRGALE” is so big and beautiful—so ob- 
viously distinctive and dependable—that it 
sells on sight. 


Here Are The Show ’Em and Sell ’Em Features 





MOTOR e % H.P., 2-speed, split-phase, 60 
cycle, 115 volt, A.C., single phase operation. 
Rubber mounted to absorb vibration. No 
radio or television interference. 

SWITCH e The ‘“‘Controlair’’ combination 
forward and reversing switch, provides 
two-speed discharge or intake operation. 
Complete with nine foot plug-in cord. 
HOUSING AND GRILLE e Heavy gauge, rein- 
forced steel cabinet with rubber mounts. 
Decorative grille acts as a finger safe, curtain 
safe rear guard. 

CONSTRUCTION e “H” frame with bearing 
assembly riveted securely to side and bot- 
tom of fan housing. Extra strong and rigid, 
insures quiet operation. 

BLADES e Four deep pitched blades. Insure 
quiet and more powerful performance. 
EXPANDER e Permits installation in a 32- 
inch wide opening. 

FINISH e Grille is gleaming white baked 
enamel. Cabinet is cool, light green Ham- 
merloid baked enamel. 

CERTIFIED RATING e NAFM air delivery is in 
accordance with the standard test code for 
centrifugal and axial fans, and conforms 
with U. S. Department of Commerce Stand- 
ard No. 178-51. 











Get information from southeastern representative: 
C. W. Lehner, 203 Walton Bidg., Atlanta, Ga. 


AIR CONTROLS, INC. 


Division of the Cleveland Heater Co. 


2310 SUPERIOR AVENUE e CLEVELAND, OHIO 
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the Lecce 


=e a 


that you need 


W Hy sell the “hammer and tongs” way — reduced prices at reduced 
mark-ups — when Preway gives you outright price leadership at your 
normal profit. That's strong language, but it’s crystal clear, 

You don’t have to cut anything with this fighting line.* Everything is 
there — everything ... price that beats the field, style that women want, 
automatic features second to none, and quality construction that you can 
prove black on white - for all Preway automatics have been tested and 
rated by the Electrical Testing Laboratory. No other ranges in America 

Porcelain have scored higher than these four front runners that Preway makes to 

\ Finish reach every segment of your market. Join the hundreds of alert 
merchandisers who are promoting Preway — profitably. Write today 
for full information. 


PRENTISS WABERS PropucTs Co. 


1552 SECOND ST., N., WISCONSIN RAPIDS, WIS. 


Titanium 
Ename 


MEO 
Bee. ge 
©)..‘ al j SIMME Tash) 
XN Oita 
Wa 


Seven-speed Tuttle and 
Kift Monotube Burners 


= Exclusive, easily 

ip Bow 
* Preway also offers three 20 anes 
profit-making, non-automatic ranges, 
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New Customer Suterest prom Air-Flowto Gnisk:! 


- ROBBINSZ MYERS 
ROOM AIR veunnpesd 
-DISC- DIRECTOR 


tPatent Appited For 





There’s more co sell, more to tell about this beauty of a buy! 
Here is an entirely new principle of air circulation and cooling. 
Here are exciting new features you can really demonstrate. The 
exclusive Roto-Disc Director channels air up, down, to either side 
—or any combination. The whisper-quiet operation sells. New 
easy installation provides a strong closer. And the beautiful 
“Chameleon” finish adds appeal by taking on the shade of sur- 
rounding colors. Take advantage of this easy selling opportunity. 
Ask your distributor, or write us for complete details. 











e ES .. 
Pa 


pe ok NEW 
WwW 
t Controlled 


\eon 
Chame Air Flow! 


apis! 














fil ee 
asy lnstallation 1 


iT COOLS!—Delivers a large volume of cool Exclusive Roto-Disc Director—New air-control grilles rotate 
air in hottest weather. independently to direct the flow of air to any part of room. 


IT DEHUMIDIFIES!— Removes approximately Beautiful Modern Design— Fresh, clean lines harmonize with 


; A ; : any room. Controls are enclosed for added beauty. 
6 gallons of excess moisture from sticky air ae 
Large Evaporator and Condenser— Surface area of two-bank 
every day. 


evaporator and three-banx condenser is one of largest sold. 
iT VENTILATES 3 WAYS!—No-draft circula- Easy Installation—Newly designed brackets make it easy to 


tion with or without cooling—fresh air cir- install in any double-hung window up to 48” wide. No plumbing. 
culation—stale air exhaust. Five-Year Protection Plan—One-year warranty on complete 
, : unit (workmans ate ;) and ¢ é -yei 
&T FILTERS!—Cleanses air of pollen, dirt, soot orkmanship and material only) and additional four-year 
replacement warranty. 
—wonderful for hay fever sufferers. 


ROBBINS & MYERS, INC. 


ES-53 Fan Division: 387 So. Front St., Memphis 2, Tenn. 





ELECTRICAL SOUTH for MAY, 1953 














——$~ 
+--+ 


=— os 











7 = 
4 



































—ee ee 
we ae 









































> 






































4 








a 





em 





e+ 


















I 
4jt 














~$+-4—+—-+-— 4. 


| 


+ 
i BE s 4+—4 


= 








FASTER WIRING! 


NO MORE THREADING OR PULLING 
_JUST LAY THEM IN 


OF CONDUCTORS ee 














KNOCKOUTS 
MATCH THOSE 
ON RELATED 
SQUARE D 
EQUIPMENT. 
NO CONDUIT 
BENDING 


Wey 






:plete line of 


Sq 


uare D's exclusiv 


h the du 


covers for bot 

Easily remov 

completely uno 
lay wires. 

LAY-IN 

4” x4’, oni 6" 3 


able fitting COV 
bstructed 


DUCT is availabl 


~ $4 2 Be 
i $+ - 4-4-4 
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Address S 


in which to 
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how it gives yOu 
faster and at less cost. 


y, 6060 Rivard Street, Detroit 


wireway 


ein 22" x 22", 


sizes, in standard lengths pen 
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e design provides hinged of 1, 2, and 5 feet There is a com 
ct sections and connectors fittings, all with the © lay-in’’ design feature. | 
ers then provide 4 oe? I 
Write tor the complete story of LAY-IN DUCT— 

system, easier, 


How to 
odernize 
a Plant's 
Power Supply 
ystem 
in a Hurry 


Utilize existing structures... 


and the G-E V-c INTERLOCKED ARMOR CABLE SYSTEM 





To distribute power in a modernized plant, an eastern manutac- 
turer used 12 G-E unit substations on the roof and then installed 
a G-E V-c interlocked armor cable system to bring high-voltage 
power to these substations. More than a mile of G-E V-c interlocked 
armor cable was used. The cable was 3-conductor #20, 15.000- 
volt, No. 1799 varnished-cambric-insulated with a thermoplastic 
jacket and bronze armor. 

Underground duct work would have meant costly tearing up 
of concrete floors: And an ordinary conduit installation was not 
feasible because of the uneven contour of the buildings’ roofs. 
Either of these methods also meant more installation time and 
more cost for materials. 


Aluminum racks 


Aluminum racks, only 12 inches wide, were used to carry the 


cable over the many rises, slopes. and bends on the roofs. Because 
the G-E V-c interlocked armor cable system is light and flexible. 
no difliculty was experienced in pulling long lengths by hand over 
and around the bends and angles. 


Easy to inspect 
G-E V-c interlocked armor cable on racks is always open for visual 
inspection — always accessible quickly spliced with simple 
mechanical joints. To our knowledge, no installation of G-E V-c 
interlocked armor cable has ever suffered mechanical damage 
suflicient to cause electrical failure. It will pay you to investigate 
the G-EV-c interlocked armor cable system. For more information, 
write Section W64. \-524,, Construction Materials Division. General 


Electric Company, Bridgeport 2, Connecticut. 
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ESTIMATED INSTALLED COSTS 


FOR 15,000-VOLT CABLE 
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*Based on 77 C copper for V-c and 80 C copper 
for rubber-insulated cables at 40 C ambient. 
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